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New "Sales Engineered" Advertising Order 
in 255 Newspapers, Farm Papers, Radio 
and TV guarantees more Chimney 


Sweep sales for you. Put it to work for from 
you—display Chimney Sweep today. 
POWDER Chimney Sweep ter cont START OUT WITH CHIMNEY SWEEPS NEW #1694 ASSORTMENT your 
and wood furnaces, firepleces and stoves. YoU MAKE $12.49 FAST! 


Each application in individual envelope. Cleans out ao orien wh olesale r 


Soot, saves fuel. Gives cleaner heat, helps prevent You get: 1 doz. B-1 ($.59 size) 
Y, doz. B ($1.39 size) 8.34 
. 8.34 


chimney fires and coal gas explosions. < don. Plats 008.90 sleet 
2 . ‘ ' ; 





Y%, doz. Quarts ($2.49 size) 


LIQUID Chimney Sweep tor 01 0i iia alone 31.23 


and kerosene heating and cooking units. 48 LBS. Your special price 18.74 


Pour directly into fuel tank. Cleans out soot and FRE , Packed with this assortment are display cards, 
sludge. Saves oil, combats rust. Gives cleaner, @ window streamers, circulars and mat illustrations 


hotter flame. 
































THE ORIGINAL 
WORLD’S STANDARD 
GLASS CUTTER 





Send for te 

Devil's New {i 
Page Catalog ks 
21. Write Dep 
MA. 


No. 024*—Universal—For Sheet and 
é General Glass Cutting. Most popu- 
i f P lar and largest selling glass cutter 

/ i ever manufactured. 






é 
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No. 023*— Wherever Tapping is Advis- 
able. The original world’s standard 


£ ~N 
7] y ball knob glass cutter. 
0g “ No. 031— For Cutting Plate, Heavy, 


ad 
~ 








ea 
i eee a Med. Ys Laminated and Polished Glass. Devel- 
Sy Soca oped in co-operation with the largest 
piesa! 5. 2 plate glass plant in the world. 
No. 032—For the same specialized service 
as 031, with ball handle. 
No. 888—Single Wheel Refill Cutter—Glass 
Factory Standard. 
‘ ini ‘ % No. 7*—Standard Glaziers’ Wood Handle 
Every glass cutter in Red Devil s complete line Model. Six wheel turret heed, quick change 
is equipped with the exclusive Chapmanized wheel... with the turn of a screw. 
and Red Devil’s process of pressing the edge and grinding 
4 heal Its i if 1 is wheat ca No. 45*—Magazine Refill Wheel Glass Cutter 
and honing results in a uniformly smooth wheel requiring —For general glass cutting and tapping. Six 
no breaking in and assuring keener, lighter cuts. extra wheels are carried in magazine handle. 


No. 08 — Special Glass Cutter For Extra Hard 


: : Glass. Specially developed for vitrolite, carrara, 
oN All Red Devil Glass Cutters have these Quality stippolyte, opalescent and all extre herd glass. 


Features: Red Devil’s easy finger rest handle; 
long reach head; oversize glass-hard bearing; 
pregreased; Chapmanized. 


See us at Booth 32, National SEE YOUR JOBBER 
Hardware Show, New York 


> 
Rod Devil Tools Irvington 11, New Jersey, U.S.A. 7826 
p ; /) f>)) ll 
i / y, ; CG y 


No. 06—Special Small Wheel. For pattern cutting 
and art glass work. 





*Meets Federal and all service specifications 
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LOCKSETS 


kwikset’s team of time saving 
installation aids cuts costs, 

saves money. . 

every kwikset lock is 

precision manufactured 

and unconditionally guaranteed. 


kwikset sales and service company | anaheim, california 
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Many Retailers can double 
or triple lock 






No. 4654. 
eral purpoge warded lock Die cos! 
case, attractive grey finish. Two cor 
rugated steel\keys. 



























No. 04282PS. Three sizes (1-1/2”, 1-3/4” 

and 2”) polished and lacquered solid 
extruded brass padlocks. Case hard- 
ened steel shackles. Top security, 5-pin 
tumbler Two milled, embossed keys. 





Nos. 4665-6. Two sizes (1-1/2” and 
1-3/4") newly-styled, extra heavy disc 
tumbler padlocks. Patented rap- proof 
steel shacRJes. Rustiess alloy cases, smart 
grey finish. Two milled, embossed keys. 





No. 4659. ideal small (1-1/16”) die cast 
5-disc tumbler padlock for golf bag, 
tackle box, tool box, etc. Two milled, 
embossed keys. No. 048318. Rugged, dependable rug: 
less alloy padlock with case-harden 
steel shackle. Top securit 
Two milled bossed keys. 


AW J 














No. 4650 Popular 1-1/2” streamlindd 
5§-dise tumbler padlock. Self-locking 
patented rap-proof shackle. Also avail- 
oble with long shackle for bicycles and 
dufie bags. Two milled, embossed keys. 


LOCK COMPANY 


TERRYVILLE, CONNECTICU! 


Subsidiary of Bowser, Int 
t3EL82 
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There’s good reason 
for this because... 


Repairmen say Pennsylvania Power Mowers 
aré much the easiest to sharpen 
and they seldom need repairs or service 


PENNSYLVANIAS ARE MADE 


Intentionally Better! 


When they do need sharpening, it is only necessary 
to remove 4 bolts to release the cutting unit; reassembly 
is equally easy. This saves time and money. 

For 1953 this great line will offer even more advan- 
tages to those who sell lawn mowers as well as those 
who use them. Definitely, Pennsylvanias will again 
lead the field in quality and owner satisfaction. 


GREAT AMERICAN 
Choice of 
professional gardeners. 


PENNSYLVANIA, JR. 
For heaviest duty and 
unusual cutting conditions. 


METEOR 
For terrace and 
very fine grasses. 


As you know, people say the finest things about 
Pennsylvania power and hand mowers. In addition to 
friendly word of mouth advertising from satisfied owners, 
Pennsylvania will again carry on a strong 

“¥ : agco 
national advertising campaign. Line up & az, 
with a full Pennsylvania line in ’53. Ask ™ 


your wholesaler. 3 





TRIMMER AND EI GER 
Does trimming and edging 
easier, faster, better. 


PENNA-LAWN 
For small lawns or 
use with PLM Power Mower. 


Pennsylvania Lawn Mower Division ¢ American Chain & Cable « Bridgeport, Connecticut 
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Just Among Ourselves 


Informal Editorial Comments 


Retail Outlook 
Is Confusing 


The outlook for business at the retail level this 
fall is certainly a confused one. 

From what we can see and hear, there is a 
strong possibility that retail sales will be good 
this fall, very much better than the first six 
months of this year. 

Yet, in contrast to this opinion is the fact that 
many of the factors that depressed sales in the 
past 12 months are still with us and still very 
active. 

On the credit side of the outlook is the fact that 
most dealers’ inventories are in better shape than 
they have been for some time. It is also apparent 
that many more dealers have realized that we are 
in a buyers’ market and are making an energetic 
effort to improve their merchandising methods. 

The relaxation of credit restrictions is a favor- 
able factor, but thus far the chief beneficiaries of 
the credit relaxation have been automobiles, ap- 
pliances and TV. 

There is no reason why, with aggressive promo- 
tion, the relaxed credit rules cannot be used to 
encourage sales of such items as power tools, 
power mowers, etc. 

The other side of the outlook suggests a slow 
but steady rise in prices and in the cost of run- 
ning a store. 

The recent rise in steel wages and in steel prices 
is going to have a twofold effect on hardware 
dealers. 

It is foolish to assume that the extra costs can 
be absorbed at the manufacturing level. That’s 
a practical impossibility. So you can look forward 
to price increases of varying magnitude in the 
many products made of steel. 

The steel wage increase, which affects fabrica- 
tors as well as steel producers, plus the demands 
which John L. Lewis will undoubtedly make (and 
get) will cause a general rise in all wages, includ- 
ing retail wage rates. 

You can’t raise manufacturing wage rates with- 
out raising retail wage rates, if you want to keep 
your staff. There is a competitive relationship that 
cannot be eliminated. 

Thus a dealer faces the prospects of better sales, 
but also higher prices which may bring on buyer 
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1esistance. At the same time, his operating costs 
continue to mount. 

The most effective way a dealer can prepare 
himself for a situation like this is to develop 
means of obtaining more volume from existing fa- 
cilities and present sales help. 

It’s a simple matter to make that statement, but 
it’s quite another thing to actually accomplish it. 

But it can, and has, been done. And from a 
practical viewpoint, there are three key factors 
in attacking this problem—more aggressive sales 
promotion, sales training of employees and wider 
use of self-service. 





Self-Service Is 
No Magic Formula 


While practically every dealer is familiar with 
the first two factors we cited above—sales promo- 
tion and sales training—many do not understand 
the implications of self-service—what it is, and 
how it works. 

We cannot emphasize too strongly that self- 
service is no magic formula. Nor is it by any 
stretch of the imagination a.substitute for good 
merchandising. 

Self-service has good points and bad points. 
When used properly, with the proper merchandise, 
it can contribute to a greater sales volume. But 
when improperly used, it can become a dead weight 
around your neck. 

Experience to date suggests that under some 
conditions, there is a definite place for self-service 
in a hardware store. But we doubt very much if 
any of us will ever live to see the day of the 100- 
pet self-service hardware store that will carry a 
representative line of hardware. 

But we do think a modern hardware dealer 
should give serious consideration to the use of 
self-service to some degree. 

A prominent hardware merchandiser told us 
recently that the merchandising “Bars” now being 
developed by manufacturers in an increasing 
scale, almost invariably boosted sales of the mer- 
chandise displayed on the “Bar”. 

On the other hand, if such a self-service bar is 


= 
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not kept clean and fully merchandised and in a 
fairly good traffic spot, it will do no better than a 
standard display. 

On the debit side of the self-service picture is 
the experience of druggists (whose problems are 
probably closest to hardware dealers) who have 
found that while lines handled on a self-service 
basis show a 50 pct gain, a self-service operation 
requires carrying a much larger inventory, often 
as much as 100 pct greater. 

HARDWARE AGE has published a number of ar- 
ticles on self-service experience in hardware stores 
and we will publish many more in the future. We 
recommend that you read these carefully and be- 
come more familiar with this subject before con- 
demning it or plunging headlong into it. 





Who Pays 
The Freight? 


Freight rates are a prime subject for conver- 
sation these days. The adoption by wholesalers 
of the practice of prepaying freight and the 
methods used in paying these charges, have given 
rise to a great deal of competitive discussion in 
the trade. 

Some opinions being discussed publicly by 
dealers as well as wholesalers are serving only to 
further confuse am already confused picture. 

Some of the viewpoints we have run into have 
been publicly stated as matters of actual fact, 
when in reality they are only assumptions, very 
definitely not founded on actual facts. 

Some members of the trade, in taking a public 
position at this point are inadvertently lending 
weight to competitive situations which in most 
cases is not their intent. 

There can be no question of the logic of the 
statement that “some one must pay the freight.” 
But it is hardly reasonable to immediately pre- 
sume, without facts, that recovery of freight 
charges by wholesalers will inevitably be in the 
form of surreptitious price advances. ’ 

It is a gratuitous insult to a dealer to suggest 
that this could happen without his knowing it. 

Freight prepayment by wholesalers is not some- 
thing brand new. It has been done for some 10 
years in the East, without putting dealers out of 
competition with higher prices. 

Prices quoted by wholesalers in the East are 
still competitive. They must be, or they wouldn’t 
be in business—nor would the independent dealer. 

Prepayment of freight must inevitably have a 
temporary adverse effect on wholesalers’ margins. 
But it will also serve as a spur to the develop- 
ment of more economical handling methods, or 
more efficient office procedures in an effort to 
make up the difference and remain competitive. 

America’s business history is replete with cases 
where competitive pressures have forced improve- 
ment in business procedures. This is the free 
competitive system in operation. 

For example, more than one wholesaler is now 








seriously experimenting with deliveries by their 
own trucks where previously they had used con- 
tract haulers or railroads. 

More than one wholesaler is using his trucks 
for both pickup of factory shipments and delivery 
to dealers. 

In the final analysis, competition will control 
prices, just as it has forced the prepayment of 
freight. In the meantime, a hardware man should 
have more than mere assumptions to go on before 
he expresses public opinions. 

From a dealer’s viewpoint, the final answer will 
be in the cost, laid in. Watch that figure closely, 
then draw your own conclusions. But wait until 
you get the facts. 





tJ 
It's Your Money 

Efforts to get Washington to economize in 
government expenses are usually met with 
the cry that the only way to do this is to cut 
down on essential activities. 

This is indeed a false cry and anyone fami- 
liar at all with Washington bureaus knows 
that there are thousands of opportunities for 
making small savings that would, in total, 
represent large economies. 

For example, the government operates what 
is, in effect, a propaganda mill for the farm 
co-ops, using your tax money for the pur- 
pose. All publications are constantly receiv- 
ing copies of expensive printed material on 
co-ops, paid for by the Dept. of Labor with 
your tax money. 

These publications could easily be dropped 
at a savings of thousands of dollars, if the 
Dept. of Labor really wanted to economize. 

Why the government should underwrite 
and encourage these gigantic tax evasions, is 
beyond the understanding of the average 
man. 





See You at the Polls 


Several issues ago we suggested in these pages 
that in the interests of good government we 
should all adopt the expression “See You at the 
Polls.” 

Many readers have written us telling us of their 
agreement with the need of getting out every 
eligible vote this fall. 

Several have told us they plan to close all their 
letters with this slogan. 

There are few countries left in the world where 
freedom to vote still exists. Our right to vote 
carries with it the responsibility to vote. If we 
don’t exercise that right, we may lose it. 

Complaining about government inefficiency is 
useless, unless accompanied by action at the polls. 
You have in your hand a potent weapon for good 
government. Use it this fall. 

See You at the Polls! 
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Result: YOU CUT YOUR INVENTORY PROBLEM IN HALF! « CbOSER— a beoutiful ° 
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Extra powered helical coil spring : designed to take the ° | 
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: signed to eliminate breakage . : 
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aad a : No. 3002 ILCO De luxe Screen and * 
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Call your jobber or write to us direct — - design gives true impression of quality and | 
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By Washington Bureau of 
HARDWARE AGE 


Hardware Outlook:—Metal 
Supply Shows Pickup Signs 


Retail stores and other commercial construction will 
have to take a back seat while industrial and manufac- 
turing projects get first call on building materials for 
an indefinite period. Home building is still subject to 
down payment requirements of Reg. X. 

But this does not make the construction pieture as 
dark as it seems at first glance. ‘ 

Industrial building will catch up faster than once 
thought, since military requirements can absorb only 
specific amounts of current production. And Reg. X 
is on its way out, leaving down payment questions up 
to the banks and the FHA which have their own rules. 

Moreover, NPA is making fourth quarter alloca- 
tions on the basis of third quarter allotments just as 
if there had been no stoppage of steel production, ex- 
tending validity dates through February so as to 
guarantee deliveries. 

Also, NPA is revising its rules so that none but the 
large manufacturers will have to apply to the agency 
for controlled materials for making consumer 
durables. 

OUTLOOK—Supplies of iron, steel, copper, 
aluminum, and tin for manufacturers will be- 
come increasingly available almost immedi- 

$ ately. Best opinion is that upward pricing 
rather than shortages is in store for builders 
and other hardware, building materials, ap- 
pliances, and other consumer goods. 





Aluminum Price Hike to Have 
Little Effect at Retail Level 


What happens in the next 6 months to the prices 
of aluminumware you sell may give an indication of 
price trends in a number of merchandise lines. 

Early in August the Government allowed an _ in- 
crease which could raise the price of primary and 
fabricated aluminum products by more than $60 mil- 
lion a year. Immediate reaction was industry pressure 
to pass along some of the higher cost of aluminum. 

Washington officials are not in firm agreement on 
the amount of additional cost the retailer will have 
to bear, nor on the importance of aluminum prices to 
the cost of living. One line of reasoning being fol- 
lowed goes this way: 


10 


‘have more impact on the economy. 


Gross national output in all lines reached an annual 
rate of almost $340 billion in the second quarter, this 
year. Yearly production of aluminum is valued at 
about $1 billion. Therefore, little upward pressure on 
prices was created by granting of an increase to alu- 
minum producers. 

This theory is unlikely to hold good when the na- 
tional program to expand basic aluminum production 
moves further along. The government has called for 
doubling of output to take care of defense needs. Pro- 
ducers are expanding their facilities, and computing 
the effect on costs to find if they have grounds for 
another price increase request. A second boost in alu- 
minum prices, accompanying higher production, would 


OUTLOOK—There will be surprise in many 
quarters if the cost to the manufacturer of 
aluminum merchandise goes up more than 
2 pet. In numerous cases the manufacturer 

é will have to absorb the cost increase. For 
this reason, the retail prices of consumer 
goods in these lines are expected to increase 
only slightly in the coming months. 


Recall of Congress Would 
Not Insure Tight Price Lids 


There’s still the outside possibility that President 
Truman will recall Congress before the elections to 
write a new and tougher price control law. 

Whether or not Congress, if recalled, would write 
any such law is highly doubtful. 

Administration tub-thumpers are spreading the 
word among housewives that the price of food is going 
sky high. Cost of living generally is due for sharp 
increases because of the higher prices of steel, copper, 
and aluminum, it is maintained. A new and “rigid” 
price control law must be enacted quickly, they claim. 

But on Capitol Hill there is a marked lack of en- 
thusiasm for calling a “rump session” of Congress. 
For one thing, nearly all congressmen have a lot of 
political fence-mending to perform between now and 
the elections. Secondly, many congressmen are begin- 
ning to realize that Mr. Truman would rather talk 
price controls than to enforce them. A special session, 
it is agreed, would produce little more than campaign 
oratory on the part of congressmen. 

(Continued on page 176) 


HARDWARE AGE, AUGUST 21, 1952 








\ 





Maste 


HARDWA 





VS 


1 an annual 
uarter, this 

valued at 
yressure on 
ase to alu- 


en the na- 
production 
called for 
eeds. Pro- 
computing 
“ounds for 
ost in alu- 
ion, would 


se in many 
ucturer of 
zore than 
wufacturer 
ase. For 
consumer 
» increase 


President 
ctions to 


ild write 


ling the 
is going 
or sharp 
|, copper, 
| “rigid” 
2y claim. 
k of en- 
longress. 
a lot of 
10w and 
e begin- 
1er_ talk 
session, 
umpaign 


1, 1952 





Waster 


No. 1500 “CHAMP” 






Rugged double-wall construction . . . simplified 

3-number brass locking mechanism . . . self- 
locking, automatically disarranging tumblers . . . 
world’s largest selling combination padlock! 





7 No. 1525 KEY-CONTROLLED 2 ze so | 


Get BIG dollar volume Free COUNTER DISPLAY 


through quantity sales to Attractive 5-color 8” x 10” easel... con- 
schools. Master No. 1525 venient way to display Master combina- ~~ 
key-controlled combina- tion padlocks for year ‘round sales. Use } J 
. ° padiock from your stock. Display Free on 
tion padlock is the top request. 
seller for lockers through- 
out America. Each student 
B Pree scnHoor-sares FOLDER 
has maximum protection 
— yet ONE school-owned Four-page folder with complete informa- 





tion on both No. 1500 and No. 1525 to 
help you get those school orders. Free 
on request. 


Master Jock Company, Milwaukee 45, Wis. ® World's Leading Padlock Manufacturers 


master key opens every 
locker. 
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LATEST 


Portable Routers 


These two and three horsepower 
portable routers can be used for 
routing stair stringers, chamfer- 
ing heavy timber, boat building and 
other such tasks. The R22, shown 
here, a 2 h.p. unit, has a switch 
trigger easy to operate while grip- 
ping the handles, a polished alumi- 
num die cast housing and base, and 
permanently sealed oversized ball 
bearings. It has a non-slip collet 
type chuck and the router is de- 
signed to prevent rolling when 
placed on its side. The high speed 
motor runs at 18,000 r.p.m. and the 
casing carries a graduated metal 
ring to raise or lower the base. It 
comes with a micrometer depth ad- 





justment. The R33 is identical but 
with a 3 h.p. motor. Stanley Elec- 
tric Tools, New Britain, Conn. 


New Rotary Mowers 


Three rotary lawn mowers added 
to the 1953 line include the Electra- 
Lawn, left, Revo-Jet, center, and 
the Flying Cloud, right. The Elec- 
tra-Lawn is an 18-in. electric 
model; the Revo-Jet is a two-cycle, 
gasoline-powered, 18-in. mower, 
and Flying Cloud is a 20-in. 
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INFORMATION ON NEW 





model powered by a four-cycle, 1%4- 
hp. gasoline engine. Lawn Mower 
Div., Reo Motors, Inc., 1331 8. 
Washington St., Lansing, Mich. 


Electric Roaster-Ovens 


These copper electric roaster- 
ovens combine practical cooking 
efficiency with a unique decorative 
beauty. Called Colonial Copper 
roaster-ovens, they are made of 
heavy gage copper set off by jet- 
black plastic handles and accesso- 
ries. An automatic thermostat se- 
lects temperatures from 150 to 500 
deg. F. and a built-in pilot light 
glows when the unit is heating. 
Heavy Fiberglas insulation between 





PRODUCTS AND SERVIC 


































the outside copper and the inner 
cooking unit keeps the oven cool 
and efficient. They come with re- 
movable, one-piece cooking well of 
heavy gage steel finished in black 
porcelain enamel. Model 7017, right, 
6-qt. capacity, retails for $39.95; 
Model 4218, left, 2%4-qt. capacity, 
sells for $29.95. Nesco, Inc., 201 
N. Michigan Ave., Chicago 1, [Il. 


Scale Model Fire Engine 


This scale model fire engine is a 
1/16 size toy copied from an Amer- 
ican-LaFrance pumper. It has de- 
tachable ladders, fire extinguishers, 
a bell and steerable front wheels. 
An added touch of realism is the 





rubber hose caried on a reel be- 
neath the truck’s road bed. A crank 
enables small firemen to unwind the 
hose, attach it to the side of the 
truck, and actually pump a small 
stream of water. The entire con- 
struction is of 18-gage steel and fire 
engine red enamel has been baked 
on. A fire chief’s badge is offered 
with the toy. Retails for $15.95, ex- 
cept in the 11 western states where 
the price is $16.75. Chas. Wm. 
Doepke Mfg. Co., Blue Ash Rd., 
Rossmoyne, Ohio. 
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Nylon Paint Brush 


Designed to cover large areas in 
little time, this nylon paint brush, 
called the Dumore, is 7 in. wide. Its 





‘ 


100 pet flagged nylon bristles vul- 
canized in rubber hold the paint and 
apply it evenly, producing a smooth 
finish. Weighing only 61% oz., it has 
a hand-fitted grip, making it easy 
and comfortable to use. Retails for 
$3.50. A. G. Jacobus’ Sons, Inc., 
Depot St., Verona, N. J. 


Rocket Design Rug 


Added to the Gold Seal line, this 
Rocket Rug has a pattern of space 
ships, rockets, cosmic ray devices 
and inhabitants of other planets 
illustrated in the border, and a col- 
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FOR THE HARDWARE DEALER 


orful astronomical centerpiece. In- 
spired by the interest of the pres- 
ent-day youngster for atomic en- 
ergy, cosmic rays and space travel, 
the rug comes in three sizes: 9x12 
ft., 7 %x9 ft. and 6x9 ft. Congo- 
leum-Nairn, Inc., 195 Belgrove Dr., 
Kearny, N. J. 


Molded Bait Bucket 


Complete with a snug-fitting lid, 
this molded pulp bait bucket is 814 
in. high and has a 9-in. diameter. 
Called the Victor Long-Life, it is 
sturdy, leak-proof and has pores 
that provide natural air circulation 
to keep the water fresh and 10 deg. 





cooler than the outside air. Min- 
nows can stay alive for two to three 
weeks in it and it can be used for 
such live bait as worms, crawfish 
and hellgrammites. The bottom 
and rim are waxed for protection 
against water and dampness, and 
the metal clips and handle are 
plated to retard rust. It retails for 
(Continued on page 144) 









in hardware merchandise... 


TO HELP YOU 


NEW OCIS PLAT 


AND OTHER DEALER 
S445 S HEL Poe 








Rope Display 


Each reel in this rope display is 
a complete package in itself, small 
diameters in 100 ft. reels and large 





diameters in 50 ft. reels. This ar- 
rangement saves rewinding, wrap- 
ing and serves as g sales booster. 
Called the Rope Retailer, the dis- 
play has an interlocking reel ar- 
rangement that allows the dealer 
to sell 100 ft., 200 ft., or 300 ft. as 
a single unit or pull off any cut 
length without kinking. The unit 
takes 4 sq. ft. of floor space and 
carries six rope sizes. Waterbury 
Rope Sales Corp., 88 Wallabout St., 
Brooklyn, N. Y. 


Heating Pads Display 


Self-service display for six or 12 
heating pads can be assembled in 
less than a minute without tools. 


(Continued on page 161) 
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New Trends Point 
To Good Business, 
Firmer Retail Prices 


An undercurrent of inflationary 
tendencies was more apparent in 
business developments of the past 
two weeks. With this also was 
evidence of better retail business, 
higher prices and more credit sell- 
ing. 

Hardware store sales in* June 
showed a gain of $12 million over 
the previous month, after adjust- 
ment for a difference in the num- 
ber of trading days. June sales 
were $27 million greater than sales 
in the same month of 1951. 

This brought sales for the six 
months to within $2 million of the 
cumulative total for the first six 
months of 1951. 

Trade reports to HARDWARE AGE 
indicate that retail sales in July 
were generally higher than in 
June, so that a further gain will 
be shown for that month. 

If this pace can be continued, 
there’s an excellent chance that 
sales for the year will exceed the 
1951 volume, despite the weak 
start in the first three months. 

Removal of Regulation W has 
been accompanied by a substantial 
increase in consumer credit, espe- 
cially for the purchase of automo- 
biles and major appliances. This 
trend can be expected to continue 
through the Christmas season. 

The steel strike is having some 
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> Hardware Sales Near Record 


> Slow Progress on Fair Trade 


> Sharp Rise in Consumer Credit 


effect on hardware lines and may 
create temporary shortages on 
some merchandise. 

This tightness, which will prob- 
ably be felt before the holiday 
season, will serve to firm or boost 
retail prices. 





Air Conditioners In 
500,000 Homes in "52 


Room air conditioners will be 
in use in 500,000 American 
homes by the end of 1952, esti- 
mates Cloud Wampler, president 
of Carrier Corp. 

Carrier studies, he reported, 
indicate that in 10 years between 
414%, and 5 million homes will 
have single-room air condition- 
ers, a 10-fold increase. 

The air conditioning industry 
this vear will have an estimated 
volume of at least $100 million 
above last year’s $1 billion total. 











Production Index 
Hard Hit by Strike 


Industrial production dropped to 
192 pet of the 1935-39 average in 
July, reported the Federal Reserve 
Board. The board’s index in June 
had stood at 203 in June, after de- 
clining from 211 in May. The pro- 
duction index had touched 222, the 
1952 high, in February and had 
fallen in each succeeding month. 
The board reported some pick-up 
was already in evidence late in July, 
with the end of the steel strike. 


Manufacturers Moving 
Slowly on Fair Trade 


With few notable exceptions, na- 
tionally known manufacturers have 
been slow in taking advantage of 
the new McGuire Fair Trade law, 
which became effective on July 14. 

This does not indicate a lack of 
interest or desire on the part of 
manufacturers to get well known 
products covered by fair trade 
price contracts. The fact is that 
manufacturers generally are pro- 
ceeding cautiously, to make sure 
that they do not run into conflict 
with anti-trust legislation. 

Many manufacturers are known 
to have fair trade contracts ready 
for their wholesale and retail dis- 
tributors to sign, but these are 
being held up for careful study of 
company attorneys. 

Many manufacturers also have 
not seen fit to issue new fair trade 
contracts, insisting that they had 
never gone off fair trade even when 
the courts had made it unenforce- 
able for all practical purposes. 

Fair trade leaders have been ad- 
vising manufacturers to issue new 
contracts, and to get as many 
signed as possible, in every fair 
trade state, for psychological if not 
for legalistic reasons. 

The action of some manufactur- 
ers in making fair trade contracts 
at the wholesale level only, has 
drawn the fire of many small re- 
tailers, on the grounds that these 

(Continued on page 210) 
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“Loaded” with sales appeal, the new PROTO 
*“Rotomat Toolmart” is a store owner’s dream 
come true! Actually, it was tested for many months 
before being offered to dealers, and everywhere 

it was tried it proved highly successful. Designed 
to draw and impress customers, it sharply boosts 
impulse sales and thereby increases turnover. 
Like other PROTO tool departments, it contains 
the tools in greatest demand. And these tools 

are the finest obtainable—PROTO professional 
tools. Why not plan right now to buy a 

low-cost PROTO tool department? As your 

first step, write for Booklet 4930R to 


PLOMB TOOL COMPANY 
2227M Santa Fe Ave., Los Angeles 54, Calif. 


5187 


PROTO * TOOLS 


REG US MADE 


PAT OFF LOS afceves INUS A 
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Shipped with or without han- 
dies, four to a carton, for 
easy handling and efficient 
storage. Fully protected from 
scuffing and scratching. 


16 





have shiny faces... they will be interested to know there 





is a sound engineering idea involved. 

Warren-Teed sledges feature a shiny face because 
they are machine turned, then polished and protected with 
a clear, tough lacquer. This operation gives the face of 
the sledge a 6-inch radius . . . and results in a more 
accurate striking tool. 

In addition to their accuracy, Warren-Teed tools, forged 
from special open-hearth steel, are made to stand up under 


‘the most rugged usage. You can’t abuse them ... they're 


too tough! All this and beauty too ... they are painted 
Dutch Blue to catch the eye of the quality buyer. 

Order Warren-Teed sledges today, explain their shiny 
faces to your customers and make a sale. Write, if you 
require more information. 


WARREW TEED 


WARREN TOOL CORPORATION 
General Offices . . . Warren, Ohio 
Export Division .... 30 Church St., New York 7, N. Y. 
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IN BIG DEMAND 
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HOME WORKSHOPS 


FACTORIES 








Now METALWORKING DRILL SET No. H-97 


Contains 4 C@celand High Speed Drills 





@ Here’s a drill set that appeals to every 
man who is interested in metalworking. 


These drills are especially designed for 
use in sheet metal, and also give good 


performance in other types of metal and in 
wood. They may be driven by portable 
electric drills or by a drill press. They cen- 


ter easily and require a minimum of feed 
pressure. The shorter flute length provides 


great rigidity, minimizing drill breakage. 


The container is made of steel, with a 
smooth-fitting slide cover. Each of the high 


meat... attractive... 


speed drills fits its own compartment. It’s 


convenient. 





Single High Speed Drills (List No. H-972) Available in the 8 Popular Sizes Shown Below 

















Diameter Decimal Length of Flute Length Overall / 
Inches Equivalent Inches Inches 
9/32 .2812 1% 2"Ye 0 
S/i6 13125 1% 2'%e 
1/32 .3438 1% 3 a 
3/g 37 a0 1'%6 3% i. e 
13/39 4062 1% 3% Actual Size 
7/y 6 4375 2 3% of %2”" Drill 
18/39 4688 2V. 3% 
“a .5000 2% 3% 





) 


















THE CLEVE LAN D TWIST DRILL CO, 


20 THOMAS ST., NEW YORK 7 © 2929 EAST GRAND BLVD., DETROIT 2 « 9 NORTH JEFFERSON ST., CHICAGO 6 
1902 NORTH FIELD ST., DALLAS 2 © 650 HOWARD ST., SAN FRANCISCO 5 © 2301 EAST 38th ST., LOS ANGELES 58 


E.P. BARRUS, LTD., BRUNEL RD., ACTON, LONDON, W. 3, ENGLAND 
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INCREASE YOUR TOOL VOLUME WITH THE HELP 
OF THE MAN WHO SELLS YOU ATKINS 


@ Your Atkins wholesaler often takes you out 
of a jam with fast, complete, dependable supply 
service. But he can do even more for you, if you 
let him help you with merchandising and sales. 

Your Atkins wholesaler salesman is a saw ex- 
pert and a sales expert. Consult him on your 
displays—for window or counter or aisle. Ask 


his suggestions on seasonal promotions. Con- 





sider a special saw display or ‘hobby corner’ — 
and let him help you plan it. Use his Atkins 
technical knowledge and sales experience to in- 
crease your daily saw sales. 

Call your Atkins wholesaler for merchandis- 
ing and sales help. And standardize with his 
Silver Steel line for complete coverage, fast sales, 


repeat business and customer goodwill. 


AMA 
ene ns 


Wane . 


Files for 


- ° \\ every purpose 
j , Depend on Atkins 
\ for files, hand saws, 
Oo A circular saws, hacksaw 
» | blades—for professional 
or home use—for cutting 


metal, wood and plastic. 


. ATKINS AND COMPANY - INDIANAPOLIS 9, INDIANA 
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TO ADD HUNDREDS OF NEW 
SALES TO YOUR BEST SELLING 
POWER MOWER LINE 


pus 













4 pius 
: ORDER 
FROM YOUR 
WHOLESALER! aa 





REO MOTORS, INC., Lauu Wower Division, LANSING 20, MICHIGA 
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Power-Mc 
Automatic 
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REO FLYING CLOUD 
Model TG-20, 20” Gasoline 
Rotary with Reo Power-Master 
1% hp., 4-cycle engine. 
REO REVO-JET 
Model TG-18, 18” 
Z Gasoline Rotary. 


REO ELECTRA-LAWN 
Model TGE-18, 18” 
Electric Rotary. 
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I20 REO TOWN HOUSE | 
Model WGE-18, 18” Cut; \' | 
' | 
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cA \ REO ROYALE DE LUXE Electric. 
\ Model WG-21, 
21” Cut; 1% hp., 4-cycle 
Reo Power-Master engine 
with Automatic Rewind Starter 
America’s most popular Reel 
: type Power Mower. 


de 


nee 1% REO RUNABOUT 
ae . Model WG-18, 18” 
2 ee Cut; 1% hp., 4-cycle 
REO DE LUXE TRIMALAWN ti . Ss Power-Master engine. 
Model RG-25, 25” Cut; 
1% hp., 4-cycle Reo 
Power-Master engine. 
Automatic Rewind Starter. 


Attachments: 
Snow-Jet Rotary Snow Remover 
36" Reversible Snow Plow Blade 
Riding Sulky 





5 TO EXTEND YOUR SELLING SEASON AND INCREASE 
41GA YOUR REO MOWER PROFITS, TURN THE PAGE... 


Reo has consistently led the industry by provid- 


ing an easy-to-sell line of power mowers with 


demonstrably supertor features, priced to beat 
any comparable competition. 

The 1953 line and sales promotion program 
surpasses all previous successful campaigns by a 
wide margin. It is to your best advantage to con- 
tact your wholesaler ;mmediately and book your 
requirements now. And remember, Reo mowers 
are sold only thru recognized wholesalers with 
well-stocked warehouses, ready to help you: with 
the kind of service only wholesalers cat render 
_. helpful counsel on balanced inventory, sales 
training, prompt delivery and experienced follow- 


thru to help you sell profitably. 


Join up now for the hottest deal in 
power mowers, and lead with the leader! 


REO-greatest name in Power Mowers 
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Farms are known 
by thelr FENVCES | 


The old adage still rings true. Trim, tight fences—like plump hogs | 


















and fat cattle—are roadside signs of a healthy, well-managed farm. 

One glance at Bethlehem Fence—on the farm or in your store— 
shows why smart farmers are buying it. Inspect the tried-and- 
proved hinge joints. Test the strength of the tough steel wires. 
Examine the smooth, vise-tight zinc coating that fights off rust! 

Here’s another reason for selling Bethlehem Fence. Your cus- 
tomers know the Bethlehem emblem. Thgy consider it a promise 
of superior fatm products—the kind that pay off in extra years 
of durable, dependable service. 

Bethlehem Fence is made in all standard styles and sizes. It 
goes up faster and lasts longer when it’s installed on sturdy, 
easy-to-drive Bethlehem Steel Posts. 

Talk over your fence needs with your jobber today. And ask 


‘ him about the other top-quality steel products shown below. 


“Sometimes | wonder if they have the right creatures 
behind Bethlehem Fence.” 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Advertisements like these, appearing regularly in On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
regional farm papers, catch fence buyers’ attention. Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


aie “SS iy | 00 


NAILS AND STAPLES FENCE POSTS CLOTHES LINE 















AUTOMATIC 
BARBED WIRE BALE TIES BALER WIRE 
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Fully Polished 
Blue-Beveled 
Southern Pattern 


“C © 4 Y JJ Y\ 056 f 


It may come as somewhat of a surprise to you to learn 
that the familiar tool your mind pictures, when you think 
of an axe, would be quite different from the picture con- 
















jured up by the mind of a dealer in another part of the 
country. A variety of woods, types of cutting operations, 
and just plain “familiarity” are but a few of the reasons 
why Mann makes such an infinite variety of axe patterns. 
Single Bits . .. Double Bits. . . broad 
blades ... bevels . . . flat sides . . . straight handles. . . 


. narrow blades. . 


curved handles . . . axes for boys and axes for lumber- 


jacks ... Mann makes them all. It will pay you to inves- 
tigate this very complete high quality line for additional 
axe profit possibilities. 


Write for free catalog which illustrates and describes the Mann line. 


Ln \le\Ly 


EDGE TOOL COMPANY 


LEWISTOWN, PENNSYLVANIA 
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CARBORUNDUM’S FAMOUS 


®) 
fol Te 


...Now in 4 popular 
household size! 


Here's the automotive trade’s favorite masking tape—now $n gross profit per square foot of space, you'll find FLEXBAC 
ina handy household size that will make it a natural hard- _tape right up at the top of your list. At suggested retail price of 
ware store profit leader. FLEXBAC Handy Roll No. 3 has = 35¢ a roll, your gross profit runs from 50% on your invest- 
literally dozens of uses around the house —for sealing, label- = ment ina single display carton, up to a ty: me 82% gross 
ing, temporary weather-stripping and repairing...allin addi- | when you take 48 displays in one shipment. And each dozen 
tion to its basic uses for striping furniture, protecting one rolls has its own attractive self-service dispenser, no extra 
wood surface while painting another (floors vs. baseboards, cost. STOCK UP TODAY, through your CARBORUNDUM 
sair risers vs. treads, etc.) or distributor salesman —or write Dept. HA 90-59. 








For Fast Turnover, Display ga y 
it at Cash Register 


The colorful free display with each 
dozen rolls draws the eye, builds that im- 
pulse buying so important to your overall 
profits. Set up this display right at your 
cash register, and watch shoppers empty 
it fast. FLEXBAC Handy Rolls are a steady 
repeat item when you display them. 











TRADE MARK 


STONES e HONES «© WHEELS 


so stock the COMPLETE abrasives ling | sues. oiscs-stirs-rous 


“Carborundum” and “Flexbac’’ are registered trademarks which indicate and MASKING TAPE too! 
manufacture by The Carborundum Company, Niagara Falls, New York. ‘ 


90-60 
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Going to the Fair? 
Don't forget to display’ 
GOULDS PUMPS—foy 
maximum interest and 
profits. Ask us for proven, 
effective display sugges. 
tions for your booth. ,, 
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Looking for a WINNING COMBINATION? 


Here are two ‘‘sure-things’’ for more pump profits this year! The 
Goulds Balanced Flow tankless jet simply has vo competition im 
the shallow-well field. And the new Goulds tank-mounted, deep 
well unit is your best bet for depths just beyond shallow-well limits. 
It’s a sales combination that nobody else can offer . . . backed Df 
Goulds quality, Goulds dependability, and Goulds proven selling 
and promotion plans. Better be im on the payoff . . . see yout 


Goulds distributor, or write: 


GOULDS PUMPS INC. e Seneca Falls, New York 


WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 
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year! Th @ Listed by the Underwriters’ Laboratories for use with all piping applications—including 
d€T1T10N if hazardous liquids. 
ited, deep @ Larger sizes are all-forged steel; smaller sizes machined from solid bar steel. 


rel! limits, z High tensile strength—no sand holes. 


ache @ Compare the cost of Capitol Unions with any other union—note the much 


en selling : ee] lower price for a superior product. 
{ }. : 
s @ Packaged in convenient quantities with each carton displaying 


the U.L. Label 








— eet 
tf d oe 
MFG. & SUPPLY CO. 
: COLUMBUS, OHIO 
COUPLINGS — NIPPLES — UNIONS — RADIANT HEAT FITTINGS 


FURNACE COILS _ WELL SUPPLIES _ STEEL PIPE FITTINGS 
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L100, AT THE HELP YOU GET 


to build your 
Garden Hose 
Sales! 


OU start with a “matched-to-your- 

market” line of quality garden hose 
bearing the name of Goodyear—‘“‘the 
greatest name in rubber.” There’s a hose 
for every hose-buyer at a price he wants to 
pay—All-Rubber and “Fiesta” viny]l- 
covered rubber (both rayon reinforced), 
and attractive all-vinyl hose. 











r~ 


\ 
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COMING SOON! 


First look at the 
big hose news for ‘53! 





















YOU GET ALL THESE 
SALES-BUILDING HELPS! 


—unrivaled customer acceptance of the Goodyear 
name 


—the backing of national advertising in maga- 
zines, on television and on radio 


—the tremendous impact of ALL Goodyear’s 
year-round advertising which helps keep your 
customers “Goodyear-conscious” 


—FULL LINE OF SALES HELPS to build your 
profits — including window banners; counter 
booklets; newspaper mats—everything you need 
to make your store Garden Hose Headquarters. 


Put these sales-building, profit-building helps to 
work NOW. If you’re missing any part of this 
sales-packed program, write today to Goodyear, 


Akron 16, Ohio. Address Dept. 742-C 



















THE GREATEST NAME IN RUBBER 
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for fast turnover give 
Cyclone “Red faq Catch-All Baskets 
a prominent place in your store 


VER think how many of your fastest moving 
E items are bought on impulse? Customers see 
them and they want them. Cyclone “Red Tag” 
Catch-All Baskets are a good example. 

Display several of these big, rugged baskets in 
a place where your customers can’t miss seeing 
them. It’s a good idea to mark the price plainly. 
They'll remind shoppers of their need for a safe, 
convenient way to get rid of paper, leaves and 
other rubbish. 

Cyclone Catch-All Baskets hold almost three 

bushels of waste. The close mesh (11 in.), heavy, 
strong wires—crimped, woven and then welded 
in 198 places—and the circular shape make this 
a basket that will last and last. The raised bottom 
permits ample draft for complete combustion. 
One glance tells a customer here’s real value. 
The next few weeks will see demand for 
Cyclone Catch-All Baskets at one of their yearly 
peaks. If your stocks are not adequate to handle 
the demand, order from your jobber today. 





CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 

UNITED STATES STEEL COMPANY MAROWARE CLory CATCH-ALL 

WAUKEGAN, ILLINOIS ‘ SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S*S CYCLONE mY Wit sett 
“Red Jaq ; 
HARDWARE PRODUCTS 


BASKETS 
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ASSORTMENTS 


Make it easy for your customers to remember that 
they need chain... and ring up extra dollars on 
your cash register. The sales-building value of these 
peer eee erties, yor = — o4 Hodell Chain merchandisers has been proved in 
twe-color metal display hanger. thousands of hardware stores. Available through 

leading hardware distributors, together with the 
complete line of Hodell Welded and Weldless Chain 
—for home, farm, marine and industrial use. Hodell 
is the name for dependable chain! 


HODELL rr he Ber 


Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 


> 
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“National” Products 
Fasteners © Hodell Chains 
Chester Hoists 






aQustHOLo 


CWRIN 


Other profit-producing Hodell 
Hardware Specialties include: 
Hedell “Chainvenders” are available with any a complete line of Animal 
of six different fast-selling assortments. For a Chai hlies: Hodell 
complete, compact chain department, display ain assemblies; oae 

the Chainvender with Hodell Little Drums con- Porch Swing chains, a com- 

1 
taining the four most popular sizes of Proof Coi ple ae Get te thes cnr ton; an A of 












Chain in either 100 Ib. or 100 ft. quantities. : Hedell H held Chai enter displ 
course the complete line of pom hes four of the pont popular pe 
Hodell welded and weldless of small chain for household use. 50 feet 
chains in standard hardware Sac cn tiieanteatentadiion, 
packaging. 
, aaaruaal = — 
ii Visionah & ; 
FASTENERS HODELL CHAINS CHESTER HOISTS 
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oT HE HISTORY 4 HILL HICKORY HANDLES... 







From the Indians who used it for bows and tomahawk handles, 
the early pioneers discovered the unique toughness and 
resiliency of hickory. And from that day the axe and all hand 
tools became more efficient and easier to use because this 
extraordinary native wood combines long life with a matchless 
ability to absorb the impact shock so tiring to the user. And today 
hickory is the universally accepted handle wood for cutting, 
digging and striking tools. 


F NOT ALL HICKORY HANDLES ARE P2%2/icko'Y HaNpLes: 


When you buy hickory handles remember this: Not all hickory is alike. 
The finest handles came from Hill Hickory, from those fast growing, 
dense wood hickory trees that follow the hills of the Highland rim in 
Tennessee. That’s why Holthouse and Hartup, Inc., is located in the 
heart of the Tennessee Hill Hickery country. That’s why the name 
“Hill Hickory” stamped into a tool handle has come to be a standard of 








quality all over the world. 


ii If you want to offer your customers superior tool 
ts handles at competitive prices, insist on the “Hill Hickory” 

line. For Full information and the name of your nearest 
rs) “Hill Hickory” jobber fill out the coupon below. 





, m= = HOLTHOUSE & HARTUP, INC. : 
a} ; Waynesboro, Tennessee ; 

: Gentlemen: : 

: 1 am interested in building more handle business with ; 

i Hill Hickory Handles. Please send me the name of my 4 

: nearest Hill Hickory Jobber. ' 

TOOL HANDLES : SS, Sees 
MANUFACTURED BY ADDRESS. ___ ; 
HOLTHOUSE & HARTUP, INC. : .,, ia, 
. ' 


WAYNESBORO, TENNESSEE 
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when they talk 
“mow” it's 

















Power mowers are America’s fast- 
est growing profit opportunity for 
you. Be sure to make-every lawn 
mower and lawn sweeper sale 
P high profit units, high profit sales. 
When they talk “mow,” be sure 
to say “HOMKO Power Mow- 
ers.” They are the finest line built, greatest in 
demand, nationally known and nationally 
advertised. Get the details of the big 1952 
campaign in 15 powerful magazines telling 45 
million readers, month after month, about the 
HOMKO Power Mowers and Lawn Sweepers, 
mat service and merchandising display aids. 
Enjoy continuous sales. Stock HOMKO! Talk 
HOMKO! “Power” is the way they'll mow — 
sell HOMKO. 


Nationally Advertised to 


Magazines 


45 Million in 15 Big, Powerful 


Powered By Nationally 
Known, Easy Starting, 
2 and 4 Cycle Gas Engines 


New Reel Type Mowers 
—available in 18” to 
30” walking and riding 
types. Easily maneuver- 
able, sturdily built, fin- 
est features today. 


Rotary Power Mowers. 
— available in 16” to 
20” gas and electric 
models. 





Fold Away Lawn 
Sweeper — 24” width, 
extremely large 6% 
bushel capacity. Sturdy 
bumper guard and fold 

away flat feature. bh 
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U.S.Garden Hose 


WHY U.S. RUBBER’S GARDEN HOSE SALES WILL ZOOM! 


I. A complete line—every kind of hose your customers could ever 
ask for. ; 


2. Folders on each hose clearly show the number of years, 15, 10 or 
5, for which the hose is guaranteed. Inside pages contain helpful hints 
on hose care and handling. 


3. National advertising in leading publications—PLUS giant blow-ups 
of advertisements for your windows—PLUS counter cards, window 
streamers, leaflets, mats. 


4, Valuable, handsome, sales-stimulating display rack available. 


MAKE EXTRA SALES: Tell your customers it wastes their time 
and energy to tote hose. Sell them several lengths to reach all 
parts of their grounds. 


Nothing is easier to sell than a United States 
Rubber Company product. The name “U. S. Rubber” 
oppears millions of times yearly in newspapers, mag- 
azines, on the radio, on television. Your customers know 
the name, have confidence in it—they are pre-sold over 
and over. There's no faster or surer way to make profits 
than to stock “U.S.” 


UNITED STATES RUBBER COMPANY 
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through your Garden 


Hose Distributor 


ROCKEFELLER CENTER, NEW YORK 20, N.¥, 
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_Dealers Tell Why 
Coleman pompprsigliedbdds 


‘and LANTERNS 








Coleman Camp Stoves 
and Lanterns have long 
been leading sellers of 
their kind. The three 
reasons listed here are 
the ones on which most 
dealers agreed. Personal 


interviews with hundreds 5 Ale. 
of dealers in many states 
provided these facts: & a) 


Coleman National 
Advertising a Big | 
Help at Retail Level. ——— 


Hardware, sporting goods and department 
store dealers agreed that Coleman National 
Advertising is a definite help to them in sell- 
ing Coleman Camp Stoves and Lanterns. Ads 
in LIFE, SATURDAY EVENING POST and 
the leading outdoor magazines are continu- 
ously pre-selling these popular products for 
you, no matter where you are located. 


They Dominate the Market 


Dealers generally agreed that Coleman Camp 
Stoves and Lanterns were predominantly first 
choice over all similar wed ucts with the great 
majority of customers. 


Coleman Brand Name 
Wins Sales Acceptance 


Dealers agreed that the Coleman brand name 
is a decisive factor in influencing customers 
because it is recognized as an assurance of 
precision-engineered and quality-built mer- 
chandise that delivers dependable service for 
years on end. 


: is that it pays to display, demonstrate and push Coleman 
* What This Means to You neg asain aa 


Camp Stoves and Lanterns at all times. 
for “more fun” and for emergency use. Coleman is your profit line because more people buy 
Coleman than all other similar lines combined. Order from your jobber. 














aaa, THE COLEMAN COMPANY, INC., WICHITA 1, KANSAS jm 
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NATIONAL ADVERTISING 
DEALER SALES AIDS 
NEWSPAPER MATS 
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because — 


* Machine cut 
Steel gears— 
fully enclosed 





* Roller supported 
collapsible hamper 


* Shipped completely 
assembled 


* Easily removable and 
Reversible brushes 


* Bright 
Merchandising colors 


* Automotive type chassis 
of pressed Steel plate 


* Ball bearings and 
semi-pneumatic tires 


* Largest sizes: 
21” and 30” models 


*xand — 
LOWEST PRICES! 


Shipping weights- 
21" model—42 Ibs. 
30” model—50 Ibs. 
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REG. U. S. PAT. 
Oldest and Largest 
Wheelbarrow Maker in America 


the weather. 
made from ordinary boards. Semi-pneumatic tires; other wheels avail- 
able. Red or green enamel finish. Be profit-wise—stock it now! 




















HEXAGONAL NETTING. 


The high standard of 
the industry ... evenly 
woven... perfect'y 
straight selvage .. . 
heavily galvani ed 
with gleaming finish. 
This popular prod- 
uct is readily identi- 
fied by the famous 
colorful rooster 
label. 













¢. WRIGHT wire co. 


New, Improved Wood Garden Barrow 


Features that sell your customers on sight! Bottom, dash, and side- 
boards of one-piece exterior (marine) plywood—won't warp, whatever 
Lighter weight, yet more durable than wheelbarrows 


Shipped in a carefully 
protected corrugated 
wrapper 


My io 4 


5 iS 





GARCEN 3-162 and 
3GH-162 (narrow width 
for Greenhouse use) 












Parts for 
HURRICANE Power Mowers 
Always Available 











A Complete “Parts” Stock 
Brings Steady Sales! 


Hurricane Rotary Power 
Mowers never become obso- 
lete! Each new, improved 
part is made to fit any Hur- 
ricane ever built! Because of business. Money-wise dealers 
normal wear and breakage, ll over the country are bring- 
owners will need replace- ing in additional income from 
ment parts. By offering parts and service business. 
Hurricane parts and service, You can too! Write us for 
you'll monopolize this repeat details. 


NATIONAL METAL PRODUCTS COMPANY, INC. 
Dept. H-A 2722 Cherry St. Kansas City 8, Mo. 











The CAPTAIN ~ 
vos wants 
to meet you: 


~ 


” SEE PAGES 170-171 
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You’ll 
Net More 
Dollars with 





A PREVIEW OF THE SHERMAN LINE FOR °53 





NO. 85CL “LONG-GRIP” COUPLINGS 
Sizes 7/16", V2", 96” and 34”, doz. per ctn. 








NO. 156 “TULIP” SPRINKLER 
Packed individually 





NO. 139 HOSE SHUT-OFF 
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NO. 33 “BRASS KING” NOZZLES 





NO. 12CL “LONG GRIP” MENDERS 
Sizes ¥2", 46” and 34", 2 doz. per ctn. 





NO. 133 “GOLD LABEL” SPRINKLER 
Packed individually 





NO. 72 “STAYFLAT” SPRINKLERS 
Packed sets of three 


@ALL NEW 

DISPLAY CARTONS! 
@LOW PRICES! 
©G00D DELIVERY! 


SHERMAN helps you sell 
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iggest MET-L: TOP 
BO Ramat in History 
NOW in the eS al 







CASH-IN... get the 
complete MET-L:TOP story ! 


MET-L-TOP’s tremendous, stepped-up adver- 
tising campaign means more sales, more 
profits. Everything you need to tie-in is ready 
for you. Send for the big Sales Promotion Kit 
shown at the right. It’s packed with profitable 
ideas and selling helps—all available free: 


CONSUMER LITERATURE® NEWSPAPER AD MATS 


a a. . a —; Care, See © peer OO. 


RADIO ANNOUNCEMENTS 1700 W. ST. PAUL AVE. 
MILWAUKEE 1, WISCONSIN 


ee eee) eee: Original ALL-METAL IRONING TABLE 
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PUT THAT BULE 





























PILE THEM UP HIGH! FEATURE 4-LAMP PACKAGES! SHOW POPULAR TYPES! 


Be sure your customers know you carry General Electric’s multiple unit package The chart above shows the big sellers in 
General Electric lamps. Build mass dis- turns single sales into volume sales. For most stores. But don’t forget other popu- 
plays to attract their attention...and boost best results, display 4-lamp packages, lar G-E lamps like the White lamps and 
your sales! 2-lamp sleeves and bare bulbs. the GA lamps for ceiling fixtures. 
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Let’s stop BULBSNATCHING! 


ALL, with its longer, darker evenings, is 

almost here. Soon your customers will 
have to check their supply of lamp bulbs. It’s 
a safe bet that most of them will find plenty of 
burn-outs and empty sockets. Multiply 3 or 4 
lamps by the number of families in your shop- 
ping area and you'll see how tremendous the 
Fall lamp bulb market really is! 


And it’s wide open, ready to pay off in big 


Big G-E Promotion starts Sept. 5™ 


sales volume... if you go after it! What’s 
the best way? Tie-in with General Electric’s 
anti-bulbsnatching campaign, September 5th 
through October 30th. 


This all-out promotion gives you a famous 
theme to tie your merchandising to. It’s aimed 
directly at your customers, focuses their 
attention on their lamp needs, reminds them 
to BUY! 


Backed by full pages in LIFE, LOOK: 


; Sunday night TV shows, spot radio, newspapers 











NEWSPAPER 


“BUY-LINES” COLUMN 








LIFE LOOK TV RADIO 

FULL PAGE FULL PAGE SUNDAY NIGHTS 33 KEY AREAS 
Sept. 7 Sept. 5 thru 

Sept. 8 Sept. 23 Sept. 21 Oct. 30 














Sept. 4 and 18 














wart / 


rs in 
opu- 
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This year, General Electric’s anti-bulbsnatch- 
ing campaign will be bigger than ever. Above 
is a schedule of the powerful advertising that 
will send customers into your store ready to 


To get your full share of this Fall’s lamp bulb 
volume, make your plans now. Order plenty 
of General Electric lamps...especially in 
the popular 60, 75, and 100-watt sizes. Get 
enough to make mass displays in high traffic 
spots and keep them filled. 


GENERAL @@ ELECTRIC 
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buy G-E lamps. Be sure you gét full value from 
it! Tie-im your displays and merchandising 
with the dates shown. You'll sell more lamps 
than ever before. 


Don’t be caught short! Order G-E lamps today 


And look for your G-E display package, 
arriving the first part of September. It contains 
wall banners, tuck-in cards, price markers. To 
boost your lamp bulb volume: open the pack- 
age as soon as it arrives and use the material 
in big, eye-catching displays of G-E lamps. 




















Travel Iron 


Complete a ou pstie CASE f- 
with “yewEL BOX pL Meio” 
» 2 


er 








COMPACT—EASY TO PACK 


Light, plastic case holds both 
iron and cord. Tucks easily 
into the corner of a suitcase. 





Hr. Universal's newest addition to its great line “BIG” IRON FEATURES 
of electric housewares . . . the Travel Iron. Tops a a 
in eye-appeal, it’s a display in itself with the sparkling IN “TRAVEL SIZE 
transparent case that holds both cord and iron. 
It’s tops in sales appeal, too, with all the features of 
a full-sized iron in a convenient “travel” size. 
Feature it as the perfect “‘back-to-school”’ gift 

. a necessity for every traveler . . . a handy second 
iron around the house, and of course, as the perfect 
gift in your Christmas appliance displays. 


ANOTHER OF 


fe Preferred Lin f Bec oe LANDERS, FRARY & W BRITAIN, CONN. 


Vis@ewetes 


COMBINATION FOOD Mi TABLE STOVE STROKE-SAV-8 HEATING PADS ELECTRIC BLANKETS 


6 foot detachable cord 

21 square inch solepiate 

Feather-light 2% pounds 

Push-button folding handle Bae 

Heat Indicator Dial PUSH-BUTTON HANDLE 

375 watt heating unit 

AC or DC current Handle folds flat for easy 

Cool, plastic handle storage with push of burton. 
. Locks in upright position. 














A MA XER 
COFFEEMATIC MIXABLEND TOASTER SANDWICH GRILL AND CHOPPER 
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The Royalty line — Truly the finest 
in cast Bathroom accessories, yet 


moderately priced. Designed for hand- 
some appearance, guaranteed to last 
years and years. 


Stock — display — and sell MASON 
Accessories for complete satisfaction. 


Write for brochure 
showing com plete line 








lar Sest dollar volume in your 











SEE -REVERE’S “MEET THE PRESS” 
ON NBC TELEVISION EVERY SUNDAY 


STAINLESS STEEL 
HANDY PAN SET 





Set price represents substantial saving, Set con- 
sists of: 

2 Pes. 1-Pt. Handy Pan with cover 

1 Pe. 1-Qt. Handy Pan with cover 

1 Pe. 2-Qt. Handy Pan with cover 
No. GHA csv asatie cee tae «+... $11.95 retail 











STAINLESS STEEL 
MIXING BOWL SET 





Free hanging rack with this Revere Mixing Bow! 
Set. Standard Revere quality dent-resistant 
stainless steel construction. Each Bowl has 
exclusive Revere “easy-grip” ring. Set consists of: 


1-Qt. Mixing Bowl 4-Qt. Mixing Bowl 
2-Qt. Mixing Bowl Mixing Bow! Rack | 
ease ueerres . $8.00 retail 
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Set priced 


No. X-20. 
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Set priced much lower than utensils purchased individually. Set consists of: 
1-Qt. Sauce Pan with cover 
144-Qt. Sauce Pan with cover ° 
6-in. Skillet with cover 
No. 1720 Utensil Rack 
i ee ee en Ar eee oe Be St he Se A eee $14.50 retail 


REVERE COPPER AND BRASS INCORPORATED 
ROME MANUFACTURING COMPANY DIVISION, ROME, N. Y. 
ROME, NEWYORK + CLINTON, KLINOIS + RIVERSIDE, CALIFORNIA 
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REVERE RACKS 


promote the sale 








of all Revere Ware 


Utensil Rack of stainless steel with four adjust- 
- a. Holds four utensils and covers. 
o. 172 





$2.00 retail 


Utensil Rack of stainless steel with four adjust- 


o. 17 


able — Holds four utensils and covers. 
1 








$2.50 retail 


eee eee ee ee eee eee ee 





Deluxe Shelf Rack of stainless steel with 
ten adjustable hangers. Three cross rods 
form shelf to accommodate coffee makers, 
flower pots or decorative pieces. 

PE, Seenedesesstiweavces $7.50 retail 
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1. CONTOUR, Model 2H-34. An ultra- 
new look in kitchen clocks. New colors. 
Exclusive new setting-device. In red, 
white, and green. Height 7°« inches. 
Retail price $6.95. 


3. BECKONER, Model 7H-218. New, 
low-priced alarm clock. Unique design 
with wrap-around shatterproof crystal. 
Green dial, ivory case. Height 34 inches. 
Retail price $6.95 











BRAND-NEW 


Styled and priced for 
quick selling! 


Here are three completely new General Electric 
Clocks that will catch your customers’ eyes and 
dollars! 


Notice the smart, distinctive styling, the popu- 
lar price-brackets. They’re made-to-order for you 
to sell—and for your customers to buy! 


Advertising? No other line 
gives you such strong support! 
A consistent campaign in Life magazine. And of 
course, ever-popular Garry Moore on TV who 


sells G-E Clocks for you right in your customers’ 
living rooms! 


ORDER YOUR NEW G-E CLOCKS 
AND DISPLAYS TODAY! 
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2. HELPER, Model 2H-38. New, easy- 

to-read kitchen clock. Clean lines, large 

dial, shatterproof crystal. In red, white, 
L and yellow. Height 5's inches. Retail 
7. price $4.95. 

























GENERAL ELECTRIC CLOCKS 


And to help you sell ’em fast .. . a display 
that’s just right for your store! 


GUARANTEED to sell or your money back! General lowing installation over the same six-month period 

4 Electric will refund the full cost of the Rotary Clock of the previous year. Provided Government regula- 

Electric Center illustrated below if this fixture does not in- tions or other causes beyond our control do not curtail 
yes and crease yourclock business for the six months fol- production or deliveries. 











€ popu- Rotary Clock Center. Revolv- 
for you ing fixture that holds up to \ 
14 clocks. All-wood stand dis- ce 
plays kitchen clocks in natu- < ; ~-/ KITCHEN 
ral hanging position. Only ‘Gn CLOCKS | 
20 inches wide. $10.95, in- , int 
ne cluding delivery. 
ort! 
3-second Display. A sure 
And of shopper-stopper for window 
V who or selling floor. A striking 
»mers’ demonstration of G-E accu- 
racy. Find over 3-second dif- 
ference in the time . . . get a 
clock free. Display costs only 
$3.95. 
CKS Hou can ful your manficlence nma— 
1952 
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Davis 50/52 
22” cut 
Briggs & Stratton, 1.6 hp. 





FLEX-A-MATIC SAFETY CLUTCH 


(TRADE. MARK) 

Modern motor cars have made the 
public “automatic-clutch minded.” 
Only Davis in the mower field has it! 
Finger-tip throttle only control needed 
—fully automatic transmission—full 
safety release. Smooth starts and stops 
—no jerks, jars—mows at any speed 
to fit the user’s stride. The easiest, 
safest power mowing imaginable! 


Built in Richmond, Indiana—‘LAWN MOWER CAPITAL OF THE WORLD” 


 é 


Davis 50/50 
18” cut 


We're Featuring EXCLUSIVES in 1953 


, eee OEE Ie o ~ / 


EXCLUSIVE MULCHING ACTION! 


Davis Engine Powered Rotaries mulch 
while they mow—end grass and leaf 
raking! Rubber mulching roller holds 
cutting ’til thoroughly shredded—then 
spreads them evenly over lawn to en- 
rich the soil. Has non-clogging guard, 
trims to within 14” of any fence, tree 
or plot. New, lightweight casting of 
Davis “‘shatter-proof” aluminum alloy 
greatly increases strength. 


Briggs & Stratton 
or Clinton, 1.1 hp. 














LY 


STYLED IN 
4 SUNSHINE ~ 
YELLOW _-* 


Cats 1: ; b  /* aN 
COLOR-KEYED STYLING 


Every Davis is painted in gay “sun- 
shine yellow” with harmonizing trim. 
They display beautifully as a full lawn 
mower department—‘“stand out” in 
windows or on floors. Special display 
materials provided without charge to 
attract attention and step up “self- 
selling.” They look their value, and make 
their low price a pleasant surprise 















Davis 53/ 
Electric Rot 

16” cut 
Delco Motor, ' 
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Davis 53/16 

Electric Rotary 
16” cut 

Delco Motor, 1/3 hp. 







Davis 53/18 
Rotary - 18” cut 
Clinton, 1.1 hp. 









Davis 53/20 
Rotary - 20” cut 
Clinton, 1.5 - 2 hp. 














,..and backed with the biggest 
PROMOTION PACKAGE 


history !!! 










The complete Davis line is a complete lawn mower depart- 
ment in itself —with 2 power mowers, 3 rotaries (one electric 
and two engine drive), and 3 hand mowers. There’s a Davis 
mower styled for every prospect—loaded with exclusive 
features—color-styled for better display—priced competi- POCKET BIG FREIGHT SAVINGS WITH DAVIS! 
tively—and PROMOTED with more national advertising 





Buying a full line from one centrally located 


a i int-of- a ” 

a the most active point. of-purchase sales clinchers source cuts profit-stealing freight costs. And Davis 
you’ve ever seen. No other line offers so much opportunity unit-packaging (everything, including handle, in 
to jobbers and dealers—so much mower-for-the-money to one box) further cuts freight and handling expenses 
the American public. WRITE for full facts! —ends annoyance, confusion, and possibility of 


loss or delay. These two savings alone can mean 


GET BEHIND A DAVIS eee AND TAKE IT EASY! as much as an extra dollar per mower for you! 


G. W. DAVIS CORPORATION, in Richmond, Indiana since 1902 














Red Whites Clu Kye 


Safeguards Ships of U. S. Lines... 


As the new superliner S. S. UNITED It is only fitting that this new luxury 
STATES goes intoactiveservice,Columbian liner with the red, white and blue stacks 
Rope—standard equipment for years on —America’s finest ship—should use 
the United States Lines’ fleet—takes its Columbian Manila with the red, white and 
place as one of her safeguards. blue markers—America’s finest rope! 


COLUMBIAN ROPE COMPANY 
400-70 Genesee Street, Auburn “The Cordage City”, N. Y. 


i il) 
COLUMBIAN 


4, TWINES F 
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‘First time 


offered! 
nothing like it! 


ot 


ALLENCO FIRE HOSE STATION 


Tey NOSE MOR AePRGHNC) oHT Ome 


Adjustable nozzle locked-on optional length 
of fire-type linen hose, up to 75-feet held in 
instant-release rack, with standard valve 
for connection to water supply, all in small 
(14"°x12\4"'x4") steel cabinet. 


Choice of 4 hose-lengths and accessories. 


List from $31. 
Nationally advertised to your customers. 


Be First 


to cash-in on this opportunity 
in your area... 


write for Introductory Offer . . . NOW f 
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Hundreds 
Sold in 
Market Tests 
se Ce 


Compact... 
Foolproof 
Fire Protection 


May be recessed between studs or wall-mounted. Covers up 
to 12,000 square feet. Always ready, no maintenance. Not 
limited to a tank. Delivers 2% to 6 gallons each minute, 
depending on woter pressure. 





(Advertisement) 








Gentlemen: 


In 1948 I had my home built at the address below and after living there about six 

months my cellar started to leak from several places along the seam and walls. At 

first I didn’t pay much attention but the following Spring after a rain, it leaked 

worse. I called the Research Laboratory of Rutgers University in New Brunswick < 

and was informed that in order to make the cellar 100% dry proof, I would have 

to have the outside dug out and have the footing and walls retarred. Siecy 
notch” w 

Needless to say, it was going to be a big job and an expensive one too, because Nu-Calk 

several contractors wanted from $350.00 to $450.00 to do the job. The upstart was stays | 

I couldn’t afford it, so in August 1950 I was transferred to Korea and when I re- Awe: Py 

turned last year (1951) my wife told me the cellar was worse, anywhere from 40 7 

to 60 buckets of water coming in during and after a rain—in fact, if it looked like ye 

rain, it would start coming in, almost. Then there was always the dampness and a 

musty smell after or during the dry-up period. ine aed 
pint, pl 

Several months ago my wife heard from a party about your KAY-TITE and not it  ¢ 

being sure, I visited this party and he showed me his results—a dry cellar, although 

his was not leaking—only dampness. So what did I have to lose by getting several 

cans, which I did. I put two coats of KAY-TITE from the base to about 1 feet 

up the wall. I also discovered I had several large holes and without a word of lie, 

after reading the directions carefully, then applying KAY-TITE, I have a dry cellar. 

Not a drop of water or dampness. As you no doubt know, we have had quite a 

lot of heavy rain these past several weeks. Now I intend to do the whole walls up 


to the ceiling. 


The reason I am writing you, Gentlemen, about KAY-TITE is I want to say I’m 
grateful and pleased beyond words. You not only gave me a nice dry cellar but 
you also saved me a lot of money and time. I wish you could send someone over 
and just see the good results of KAY-TITE, and my cellar was really bad. Try and 
send someone before I finish the rest of cellar. 


I’ve had quite a lot of people over and they all agree. At present I’m stationed in 
Philadelphia and a few persons tell me they can’t buy it here and last week I bought 
four cans for a friend of mine who lives in this area, so he could dry his cellar. 


In closing, many, many thanks because for the first time my children and we can 
really enjoy our cellar now—because KAY-TITE makes it dry and cozy. 


Respectfully yours, 
(signed) H. J. Kupper 


TO KAY-TITE 


WEST ORANGE, NEW JERSEY 


From Msgt. Hubert J. Kupper 
U.S.M.C. 
148 Second Street. Dunellen, New Jersey 


February 5, 1952 





——_ 
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Also 
available 
in 
Nozzle-Type 

oad 





~Na- (ALK sPEED LOAD 


America’s Favorite Calking Compound 


Every calking job will be “top User's hands never touch the com- 
notch” when you use high quality pound. Always has a smooth, even 
Nu-Calk Speed Loads. Nu-Calk flow, and easy trigger action. Try 
stays put’’—will not dry out, it yourself and you'll see why Nu- 
run, crack, harden or pull away. Calk Speed Loads enjoy such 
Speed Loads are easy to use, too! nationwide popularity! 











-Aa- (ALK Calking Compound in Cans, Too! 


The ‘standard of quality” in the calking field! Same 
fine product as in Speed Loads, but also available in 14 
pint, pint, quart, gallon. S5-gallon cans. Also 55-gallon 
irums! Order a supply, today! 








cs :Phalf erastic 
“y-| ASPHALT CEMENT 


Ll 
it desired @ For Sticking Down Asphalt Shingles and General Repair on Roofs and Flashings! 





Dealers and users across the nation 
are hailing Nu-Phalt as the perfect 
companion for Nu-Calk Speed Loads! 

Nu-Phalt is an asphalt base cement 
with truly outstanding adhesive qual- 
ities. Ready for instant use, it can be 


sticking down asphalt shingles and 
general repair work on roofs and 
flashings. 

Comes in popular load form like 
M-D’s famous Speed Load for calk- 
ing guns, or in 214 Ib., 50 Ib. and 


550 Ib. containers 


Ni- Glaze 


“LAZinG COmMPOUN? 


applied on wet or dry surfaces for 


"““Nu-Glaze 


Glazing Compound instead of putty! 


Nu-Glaze overcomes all the old bugaboos about 
putty because it “always stays put!” Never dries out, 
hardens, cracks or peels off! 

Nu-Glaze is not a putty, but a plastic glazing 
compound that’s perfect for glazing, filling cracks, 
setting plumbing, boatwork, etc. Comes in 1 pint, 
pint, quart, 5 Ib. cans. Also available in drums — 
25 Ibs., 50 Ibs., 100 lbs., and 880 Ibs. 


FOR FAST DELIVERY, ORDER NOW! 


Your order will be shipped 
same day received! 


MACKLANBURG 


DUNCAN Ceo. 


oA 
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THESE WIZARDS WITH WOOD 


Bring Gold to the door 
Of Teagle & Thompson’s — 


That prosperous store 





_———_—— 













Gh» PAINT 


W/uaRDWARE 
/BUILDIN 















































FHOMPSON 


G SUPPLIES 






















thousands of dealers are turning them into 


he carries all three. 


UNITED STATES PLYWOOD CORPORATION 


2 Dept. 96, 55 West 44th St., New York 36, N. Y. 


Order from your Wholesaler 






“There’s gold in them thar cans.” 














Yes, 


gold by displaying, recommending, selling these 
widely known, widely advertised, widely used 
Wizards with Wood. Ask your wholesaler— 














Largest Selling Wood Glue — 


WELDWOOD 


PLASTIC RESIN @ [ U a 


a} For making things 
or fixing things, 
recommend Weld- 
wood Glue—for all 
wood - to - wood 
‘bonds and many 
other u uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 Ibs.. 10 Ibs.. 25 Ibs. 








Blond or pickled effects call for 


wire FIRZETE 


Recommend WHITE 
Firzite for magical 
woodsy effects on 
hardwood or soft, 
plywood or solid 
lumber. For light 
pastel tones, recom- 
mend WHITE Firzite 
tinted with Colors- 
in-Oil. For soft wood and fir plywood 
paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 
a market for Firzite!) 








Big demand for natural wood finishes, sells 


SATINLAC’ 


The big modern style 
trend is for light 
natural wood fin- 
ishes— on furniture, 
wood panelling and 
woodwork. When 
customers ask you 
what to use, you'll 
make friends by re- 
commending SATINLAC. It brings 
out and preserves the natural grain 
and color-beauty of any plywood or 
solid wood. Water-clear Satinlac 
avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in 
20 minutes, ready for next coat in 3 
or 4 hours. 


‘ SATINLAC 





In pints, quarts, gallons. drums. 
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Here's what Du Pont is telling professional 
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Ga 
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int brushes — 
ainters about nylon pain | 
in asia PAINTER & DECORATOR, NATIONAL 
















= PAINTERS MAGAZINE and PAINTER & DECORATOR 














lor your best buy in paint brushes — 


ask for a NYLON 


4 Their back up wha ved 
Nylons proved superior heir reports back up what research pro 


= ~ t there is no better paint brush than a 
a performance, service properly made nylon! 
and economy. Next time you need a paint brush, ask for 


Extensive independent research over the past 


two years determined what factors affect a 
Paint brush’s ability to paint. These find- 
ings resulted in recommended manufactur- “feel.” Nylon doesn’t get brittle . 
ing techniques which have been adopted by break off . . . is easier to 
more than 25 brush manufacturers. Scores condition. For 
of painting contractors tested these new 
brushes on the job on all types of 





a nylon. Discover for yourself that nylon 


brushes paint smoother, are ideal for nearly 


all finishes, and have a better balance of 


» + Won’t 
clean and keep in 
all-round performance, serv- 














ice, and economy, your best brush buy today 
surfaces. is q Properly made nylon! 





And look for these 4 faatupes 


“ When you select your brush 
4 Wah om. 3 















N. Y 
sells 
@ |! ! 
ON on the hand! 
as Before you buy a paint brush, be sure it has all 
os four features, And remember that nylon Paint 
f. “ brushes give 3 to 5 times longer wear. 
in- 
ure, For smoother Painting and longer wear | 
- buy paint brushes with 
en 
you 


DU PONT NYLON BRISTLES 


OBO Aaniversarny 4 
SETTER THINGS FOR BETTER UVING - . . THROUGH CHEAUSTRY. 
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9 OFF se GUM TURPENTIS 





This powerful, four-color advertise. 
ment appearing in the August 30th 
issue of The Saturday Evening Post 
will be read by your customers. They 
will want to buy Gum Turpentine 
from you, so be sure you are well 
stocked on Gum Turpentine. Don't 
take chances with inferior substi- 
tutes that may cause you to lose 
customers. For more volume and 


more profit, display and sell Gum 
Turpentine. 


7 
Nationally advertised this Fall 


in the following list of great 
magazines: 


Fall Advertising List: 


BETTER HOMES & GARDENS 


GOOD HOUSEKEEPING 
LIFE 


PATHFINDER 

THE SATURDAY EVENING POST 
CAPPER’S FARMER 
COUNTRY GENTLEMAN 
FARM JOURNAL 


FARM & RANCH-SOUTHERN 
AGRICULTURIST 


HOARD’S DAIRYMAN we . : 
THE PROGRESSIVE FARMER is 
BUY-LINES by Nancy Sasser in 










se Mil 






















3 The Saturday Evening Post Wi 
> 1. Immed 
6 . AMERICAN TURPENTINE Var deale 
e t t FARMERS ASSOCIATION Dealer Cc 
ip nN ine 4 General Offices: ing, merc 
ACCEPT WO SUBSTITUTES % Valdosta, Georgia has been 
* dealers. ¥ 
SEE OUR EXHIBIT advertisit 
Booth No. 301 
NATIONAL 2. Vita-V: 
HARDWARE SHOW 
Grand Central Palace rebate pl 
New York City dealer in| 
October 6th—10th profit ma 
@ 
RETAIL PAINT AND 
WALLPAPER DISTRIBUTORS ; 
OF AMERICA, INC. Write toc 
Hotel Sherman, Chicago protected 
November 12th —15th below to’ 
Booth No. 909 1180 Ra 
56 
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Record VITA-VAR sales 
keep Newark paint and 
hardware dealer in business! 


Merle S. Cook of Cook’s Paint and Hardware Co., Newark, 
N.J., says,‘‘Vita-Var sales have been paying my rent.” 


What Vita-Var will do for you 


1. Immediate support—The day you become a Vita- 
Var dealer, you receive the sales-building support 
Dealer Cook talks about.Vita-Var gives you advertis- 
ing, merchandising and promotional material that 
has been tested and proven successful with other 
dealers. You’ll be backed to the hilt with intensive 
advertising. 

2. Vita-Var’s earned rebate plan—Vita-Var’s unique 
rebate plan allows you to be the most competitive 
dealer in your area. As your sales go up, so does your 
profit margin! 


Here’s what you do 





Write today for complete information on a Vita-Var 
protected franchise for your area. Mail the coupon 
below to Trade Sales Division, Vita-Var Corporation, 
1180 Raymond Boulevard, Newark, New Jersey. 
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MERLE S. Cook, Newark, N. J. dealer, 
tells what VITA-VAR 
has done for his business. 





‘*My books show that Vita-Var paint sales for 
the past year have broken all records in my 


a| store. This is really remarkable in a year when 


sales were definitely mediocre for my other 
merchandise. Hardware and other items have 
been moving very slowly, but Vita-Var’s com- 


\| plete line has spurted ahead. 





“To boil it down, Vita-Var sales have 


1; been paying my rent! 


‘*T’ve been selling paint for twenty-five years 
and Vita-Var for the last seven. Never in this 
long experience have I handled a line that 
brought in repeat customers the way Vita-Var 
does. And, let’s face it, repeat customers make 
the difference between a thriving operation 
and going out of business. 

‘‘In addition, Vita-Var has given me the 
fullest cooperation in all my advertising and 
sales promotion efforts. This kind of coop- 
eration makes for pleasant and profitable 
business.” . 


”  hpetleallleataaaaaatiaaiccaiaaads elaine seers ee = mwenere wee = ee ee eS i | 
I want to know more about your Vita- 


Var Dealer Franchises. Please send me complete 
details (without obligation) immediately. 








Address 





Zone 
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Wood Screws 


Stove Bolts 


58 


AMERICAN 





...it’s the language everybody talks 


when it comes to Fastenings! 








American Wood Screws are tops for assembly 
of parts made of wood, or for attachment of 
metalware to wood. Sharp gimlet points and 
threads, plus well-formed heads, are assured by 
American’s sharp-eyed inspectors... assuring 
your customers of 144 perfect screws in every 
gross box marked with the American eagle 
trademark. 


Tapping 
Screws 


(TYPE A) 


These screws form their own threads in light- 
gage sheets (.015” to .050”) of steel, brass, alumi- 
num and other metals, also for use in plywoods 
and composition boards. This coarse-pitched, 
straight thread gives exceptional holding power. 
And the gimlet point assures easy starting. Pan 
head is generally used since it gives broader 
bearing surface, better drive-ability, neat ap- 
pearance, and better adaptability to close-clearance 
applications. Used wherever round heads are 
used, it enables you to avoid carrying duplicate 
stocks (of both head-styles). 


American Stove Bolts —- made to same accuracy 
as machine screws so that interchangeability is 
assured — give you a 3-in-1 inventory . .. machine 
screws, square machine screw nuts, "and stove 
bolts. American Stove Bolts come in the original 
American partitioned package which saves your 
customers and you the trouble of running off the 
nuts before the bolts are used. 


These are three advantages which make the brown- 
and-blue American eagle trademarked package one of 
the fastest moving call most profitable items you can 
have on your shelves. If you are not enjoying the 
benefits of the American deal... write now to your 
American jobber. 


‘ 
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SINCE 1838 


AMERICAN 
SCREW 


COMPANY 
WILLIMANTIC, CONNECTICUT 
Main Office & Plant 
Willimantic, Conn. 

Office & Plant, Norristown, Po. 
Office & Warehouse, 


2 
yy 


sare 


Chicago, Ill. 
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HARDW: 


“Winter's coming - get set now for 
increased hardware sales 





All around the house 


STANLEY 


HARDWARE 
for STORM DOORS , eae 
and WINDOWS a Seale 


HANGERS 


STORM WINDOW 
ADJUSTER 
Ser 


a 
THE STANLEY WORKS 
New Britain, Connecticut 


SEND FOR FOLDER 
a AND 
"> NEWSPAPER MATS 
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Libbey announces 
an exciting new pattern— 








WU 
GLASSWARE SETS 


to retail for about $1.50 for set of 8 


Piee’s ADVANCE NEWS about a new Libbey ) 
Glassware Set, priced for volume promotions! We’ve o| Me Inoral( Ff 


taken the Flair shape—the same shape selected for 





lt 





“Good Design” by the Museum of Modern Art— Wide i anil. wlll 4 

and are making it in the most popular glassware LD 5 Flu, sf selected oa 

color—glowing emerald green . . . and then pre- a by the Uuseum f Ud A ° 

packing in sets of eight for easy handling and Je slong eweral al, i 

delivery! Freda fn. d.J Jee Dosigued " aa 
Emerald Flair Glassware Sets look so expensive yal Costs dy bul $ Ybtusule — 3 

—yet cost so little. So right for today’s easy-does-it — So to ai 

entertaining . . . so perfect-a way to add color to / Ries irae se ding 

a table setting. j ey en e 
We're giving these new séts a big push towards ee 


popularity with eye-catching, two-color adver- 
tisements in the September and October issues 
of Better Homes & Gardens. Many of the millions 
of readers of this top home book are right in 
your neighborhood. Be ready when they ask 
you about Libbey’s Emerald Flair. Make your 
plans now. See your distributor or write Libbey 8 of | size boxed, 


to retail about 


Glass, Toledo 1, Ohio. $1.50 per set 


LIBBEY GLASS Diihaie (fone 


ESTABLISHED 1818 


* % 
“i 
be 
Ban 
2 
poe 
mi 
es 





LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo |, Ohie 
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Actual Size 


COMBINATION PADLOCK 


Body and shackle of the Scout Padlock are heavy brass- 
plated steel. Has a solid knurled: knob. The popular 
3number mechanism offers real security, is simple to 
work, has literally thousands of possible combinations. 
Size—134" wide—is just right for popular appeal. Attached 
to each padlock is a convenient record tag. 

Here’s your answer to public demand for real value at 
a low price. One look tells your customers how sturdy 
and serviceable the Scout Padlock is. 

Put a box of 12 on your counter (takes up only 6” x 6” 
space) and watch how fast these padlocks go. Be sure to 
display them in a heavily-trafficked area—they'll sell 
themselves. 

PROFITABLE DEAL 
12 Scout Combination Padlocks in attractive display 


carton, each padlock individually boxed. 
Width: 134” Shackle: 1%" dia., 34” x Ve" clearance 


Weight: 4 Ibs. per doz. 
COST TO YOU $4,55 doz. 
7.08 doz. 


SELLING PRICE 


Your Profit $2.53 


(Long-shackle style, same as above, but 5” shackle. 65¢ 
each retail; your cost $5.20 doz.) 
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Actual Size 


Retails at 


4 OME tie Man 


LAMINATED COMBINATION PADLOCK 


The Minute Man is accurately fitted inside, heavily pro- 
tected outside. Case is of heavy, multiriveted, laminated 
steel plates so strong your customers will instantly recog- 
nize its unusual durability. Popular 3-number mechanism 
is finely calibrated for maximum security, yet so simple 
that easy operation is assured. And thousands of 
combinations are possible. Tough, casehardened shackle. 
Permanent record tag attached. 


For appearance, usefulness, value, you can’t beat the 
Minute Man, the only laminated combination padlock on 
the market; backed by the wide-awake, merchandising- 
minded company that gave you “Brass Beauties” and 
“Silver Sentinels’”—assurance of fast cash register action. 


YOU'RE IN THE PROFIT PICTURE 
12 Minute Man Combination Padlocks, individually boxed, 
in two colorful display cartons. 
Width: 134” Shackle: 4" dia., 4” x Ye" clearance 
Weight: 5 Ibs. per doz. 


YOUR COST $7.80 per doz. 
YOU SELL FOR 11.76 


Your Profit $3.96 
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FOR MORE 
SATISFIED CUSTOMERS 


SELL WOOD SCREWS 


THAT MEET 


FEDERAL 
SPECIFICATIONS 


LOOK FOR THESE FEATURES WHEN 


FULL-SIZE SHANK, of equal diameter to 
threads. Federal Bureau of Standards tested 
10,000 individual wood screws in 7 different 
kinds of wood, concluded full shank has far 
greater holding power. Full-size shank re- 
quired by Government Specifications. 


GIMLET POINTS. Sharp gimlet poiats biic into 
wood and hold on, resulting in much easier 
handling and faster starting. Other types of 
points require greater pressure to start, are apt 
to slip more readily 





You'll find precision-milled, single-thread Southern wood 
screws provide all these advantages. And that’s not all! It’s 
important to you to know that your orders will be filled 
promptly, accurately, and that your supplier has full stocks 
in a wide range of sizes and types. 

Southern delivers promptly from its warehouses centrally 
located in all sections of the country. Our factory stock is 
currently 534,000,000 wood screws...production capacity 


FACTORY WAREHOUSES: 4100 DELL AVENUE 


NORTH BERGEN, N. J. 


SOUTHERN 


ont BE 


Your customers want wood screws of the type that has been 
Government-tested and proved to have the strongest con- 
struction and greatest holding power...screws with husky, 
full-size shanks, sharp gimlet points and clean, keen 
edged, cut threads. 

Manufacturers of items using wood screws want fasten- 
ers made in accordance with Federal Specifications, so that 
they can qualify for Government orders. ; 

Only screws with rugged single-thread construction meet 
all these requirements. 


YOU ORDER WOOD SCREWS 


PRECISION MILLED SLOT. Milled slots with 
parallel sides mean safe starting and driving. 
9 Other methods of making slots, such as strik- 
ing the slots when cold heading, result in 
tapered sides, causing screw driver to slip. 


THIN, SHARP, CYLINDRICAL, NON-TAPERING 
THREADS. Cut through wood cleanly, without 

* tearing fibers. Only cut threads can provide 
this sharp cutting feature. 


14,000,000 screws per day! Sizes range from %” No. 0 to 6” 
No. 24 in both steel and brass, slotted or Phillips heads. Pack- 
aging is modern... bulk screws are shipped in hermetically 
sealed steel containers, with easily removed and replaced 
covers. You're safe when you sell Southern! They're top 
quality, precision-perfect products, meeting Federal Speci- 
fications and bringing you bigger sales, more repeat business 
and greater profits. Write for our catalogue today. 


325 WEST OHIO STREET 
CHICAGO 10, ILL. 


280 DECATUR S.E. 
ATLANTA, GEORGIA 


104 RICKERT ST. 
STATESVILLE 
NORTH CAROLINA 


SCREW COMPANY 
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CASH WM on wis congixe GORBU 


Advertising and Merchandising Program 


LED 





. TEAM UP with CORBIN for more builders’ hard- 

at has been ware business! Take advantage Jocally of one of the 

rith husky, BIGGEST national advertising campaigns of its kind. 

lean, keen How to do it? Just follow through with each of the 
steps outlined below! When you do, you can count on 

a 26 A HEAVY INCREASE IN YOUR BUILDERS’ HARD.- 

j WARE PROFITS! 
ction meet 


Realize that millions of people will see 
CORBIN’S BIG AUTUMN CAMPAIGN in: 


SATURDAY EVENING POST 

REWS SMALL HOMES GUIDE 

BETTER HOMES & GARDENS 
HOUSE BEAUTIFUL’S Building & 


lots with Maintenance Manual 
! ep 2. Use newspaper mats! 
SUriK- 
result in Ask your Corbin jobber for free newspaper mats. 
to slip. They are complete ads for Extra-Safety Door Hard- 


ware. All your local newspaper has to do is add 
your name. NEW business for you! 


Get a supply of Night Latch Mailing 








APERING Folders from your Corbin jobber! Send them 
, without with bills . . . mail them to your entire customer list! a 
provide chore waitet the wn 
@ Ft Night Latch Demonstrator on Your wim eciey a 
eCtion < “Pose. Each ives 
Counters and in your windows. The 3A6 = wa eat %0 your doors... ane 
= x ‘ 4 tose the one ely ©43y to install 
NIGHT LATCH Display Mount is available to you DS, Coke mene Your Corbi deter’: ad we 
from your Corbin jobber. Get yours NOW! sari: Rate tog S. one 
@ ORDER A GOOD STOCK OF THESE 
CORBIN ITEMS NOW! 
0 to 6” 
. Pack- 3A6 FREE-HAND NIGHT LATCH 
etically Aluminum Die Cast case, strike, and bolt. Brass 
placed @ cylinder and knob. “Free-hand” feature has 
- top BIG sales appeal. Packed one to a box—— 
— twelve to a carton.” 
usiness 


MORTISE BOLTS 
Order two styles for good price spread: 
0657 — Wrought Brass or Bronze with iron 

















bolt. Polished. 3657——- Wrought Steel with 1] GOOD BUILDINGS DESERVE GOOD HARDWARE 
cast iron bolt. Plated. Each packed 6 to a box. 

+ CHAIN FASTENERS 

"@ ) These two styles give good price variety: 


465 — Cast Brass or Bronze. Polished Welded 
steel chain, plated. 3465 — Cast Iron, plated. 


Single Iron Jack Chain. Each packed 6 to a box. P. & F. Corbin Division 
The American Hardware Corporation 
New Britain, Conn., U.S.A. 
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WIRING 


DEVICES 


| 


Sell P&S SWITCHES AND OUTLETS. 


FOR CUSTOMER SATISFACTION 
Precision-Built For Dependability 


‘ 


Whatever the price class, there’s a 
quality P&S@ Device to fill the bill. 


PGS 1815-D 


‘For THE LOW COST JOB 


© P&S 5301 —a good serviceable 
switch — porcelain body — large 
binding screws — positive action. 
P&S 1565 —a reliable, low-cost, 
parallel slot outlet — well con- 
structed — easy to wire. 


For THE MODERATELY-PRICED JOB 


© P&S 7301 —a T-rated switch, 
moderately priced — totally en- 
closed all-bakelite body — *torsion- 
ally pre-loaded contacts — positive 
kick-off. P&S 1570 —double grip 
type duplex outlet — sturdily con- 
structed — easily wired. Both P&S 
7301 and 1570 meet Federal and 
REA Specifications. 


For THE FIRST-CLASS 

“SPECIFICATION JOB” 
e P&S 1815-D — a high quality, 
specification type, T-rated switch 
—totally enclosed bakelite body 
—simple yoke oscillating in circu- 
lar bearings minimizes friction— 
positive aligning guides in blade 
assembly act as arc suppressors— 
recommended for years of trouble- 
free service. P&S 1530—a high 
grade, specification type T-slot 
outlet—sturdy two-piece construc- 
tion—phosphor bronze, sure-grip 
contacts—plate screw hole tapped 
in strap which is held rigidly at 
ends of body. P&S 1!815-D and 
1530 conform to Federal and REA 
Specifications. 


PGS 1530 


All above are available in brown or ivory. 


Write Dept. H for information an #he complete P&S Line. 


*Patented and patents applied fer 
PASS & SEYMOUR, INC. 


Syracuse 9, New York 
THE BEST COSTS LESS in the long run 


now 
a complete AJAX line 


co f 
oem re 


of DRAWER KNOBS 
DRAWER PULLS 
and BACK PLATES 














Every size and style —for every 
job need concave and con- 
vex drawer knobs, ranging from 
1” through 242” in diameter.. 
drawer pulls in popular curved 
and streamlined models ...back 
plates from 11%” round to 6” oval. 
Available in all standard finishes 
AJAX display bodrd showing all 
knobs, pulls and back plates, in 
all finishes, is now available. AJAX 
products are famous for top qual 
ity and top value 








It's yours for the asking! .. . Want 
additional AJAX product information? 
Write for our interesting brochure. f f 


cea 


A Lip with +053 backplate 


Ajax Hardware Manufacturing Corporation 
4351 Valley Blvd. e Los Angeles 32, Calif. 
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THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD e e CLEVELAND 13, OHIO 


1952 














“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished a? head cap screws— 
— ht finish. Heads machined top 

bottom. Hexagon faces clean 
a smooth and true, mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in a 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“'SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
poms. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — some ground where 
specified. Expertly made by the 





“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carsied in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve Senpet adjusting screws — 
Hexagon head style — to blue — 
specifications—hexagon head 
polished if specified — threads ~<a 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head ofa with oil holes and 
grooves o' different kinds, and flats 





pioneers in producing 
rod bolts by the cold upset process. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
AE | cover Finish: plain, 
zin ic plat d, cadmium plated. Size: 
9/16 3/4" 15/16" across the flats. 


Tapped 1/4” to 3/4" inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 







ee me 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 





SPECIALS 
furnished to 
BLUE PRINT 
SPECIFICATION 


















WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 








IVES IMPROVED MAILBOX — No. 630 
Permanent molded in non-rusting aluminum for 
sharper detail. Features the superior desi gn, fine con- 
struction, smooth finish found only in higher- priced 
mailboxes. Wrought brass magazine holders to match 
in Dead Black, Brass or Aluminum Metallic Lacquer 
Finish. Competitively priced. 


No. 631 MAILBOX ... 

Identical to No. 630 described above but fitted 
with permanent plastic window which protects 
contents from wind and weather. Slightly higher 
in price. 


from our line of Quality 1 oe Hata 


an 


Pe 
pL} eee 


afraae \ sas | 
i a®, * 
__THE H. B. . IVES CO. NEW MAVEN) come U.S.A. 


~The CAPTAIN ~ 


wants 
to meet you! 


"SEE PAGES 170-171 


FINGER 
GRIP S__Sonew Daven 
ADJUSTABLE 


CLIPS JUST TURN THE SCREW... 
THAT'S ALL YOU DO! 


POPULAR RETAIL PRICES 
Small—3 for 10¢ 
Med.—8c, 2 for 15¢ 
Large—10c 

Slightly higher on West Coast 
Favorite with home 
workshop fans. 


CURVED 


- for parking 
Write for our New Catalog No. 12 illustrating our || things where you 


line of builders Hardware Specialties. use them. 
¢ Fasten to any woodwork 


R @ Cc ee WW @ | @ | D * Can be adjusted in a jiffy 


© Packed i tt ti dis- 7 
MANUFACTURING CO. — ae on wae. 
ROCKWOOD, PENNA. ARTHUR I. PLATT & CO. FAIRFIELD, CONN. 
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COBURN: 





Smooth, easy operation and simple in- 
stallation make Coburn Sliding Door 
Hardware a popular and easy-to-sell 
item with home owners and farmers. 
You get the advantage of broader cus- 
tomer coverage, too, because Coburn 
Sliding Door Hardware is available for 
doors of all the following types: garage, 
barn, overhead, straight-sliding, sliding- 
folding, around-the-corner, roundhouse, 
folding partition and fire doors. 
Typical of the sales opportunities 


o 


CURVED TRACK 


STRAIGHT TRACK 
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SLIDING DOOR HARDWARE 





#702 OVERHEAD BRACKET 


easy to operate...easy to sell 


offered by the Coburn line is the new 
#5916 Sliding Door Set—easy to stock 
and handle because it comes complete 
in one convenient package—easy to sell 
because its moderate price appeals to 
economy-minded buyers. 

Why not get the full story on 
Coburn Sliding Door Hardware. Write 
for catalog and price list to Coburn 
Products Department, Sales and Engi- 
neering, 56 Sterling Street, Clinton, 
Massachusetts. 


THE COLORADO FUEL AND IRON CORPORATION © Denver, Colorado 

THE CALIFORNIA WIRE CLOTH CORPORATION * Oakland, California 

WICKWIRE SPENCER STEEL DIVISION © Atlanta * Boston ° Buffalo 
Chicago * Detroit * New York © Philadelphia 


COBURN PRODUCTS 


i 











YOUR JOBBER’S 


“ALL FROM ] SOURCE” suppuy... 


NATIONAL LOCK COMPANY 





.-- AND WHAT IT MEANS TO YOU! 


GUARANTEED consistent quality year after year. 
DEPENDABLE supply whenever needed. ' 

WIDE SELECTION always. 

ACCEPTED by the public as a result of constant, aggres- 
sive national advertising. 

@ EASY TO WORK WITH —sturdily and simply constructed 
for fast installation. 


SOLD ONLY THROUGH JOBBERS 


DISTINCTIVE HARDWARE...ALL FROM | SOURCE 


NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS e MERCHANT SALES DIVISION 


CR fw» |, 
# Nevis f 
1A. 


“\" , 


NATIONAL 
TUTCH LATCH 
Opens kitchen cabinet 
doors automatically by 
a gentle touch of 
finger, wrist or elbow 
Positive latching For 


yse On wood cabinets 


CABINET HARDWARE 
Becutifully styled 
forged bross hard 
wore. Smart die-cast 
handles, distinctive 
aolsideok 1. 


ake 


PERIOD 
FURNITURE TRIM 


SHELF HARDWARE 





NATIONAL LOCKSeE? 
NIV) st -talehina Lockset 
Line for Discriminating 
People’ — Amer 

oustanding Lockse: 
value. Complete sele 
tion of finishes and 
split finishes. Cold 
rolled steel mechanism 


BUILDERS BUTTS 
Wide selection to fit 
every job applicatior 
Regulor and half sur 
face, available with 
ball tips, button tips 
and loose pins. Light 
weight, regular weight 


BALL BEARING CASTERS 


Engineere or trouble 


free se 
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NAL LOCKser 


Cutting Office Costs 


— Amer 
Ging Lockse 
omplete sele 

finishes 
nishes. Cold 


ee! mechanism 


ERS BUTTS 


ea| Mechanize 


ailable with 
Dutton tip 


e pins. Light 
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Accountin 


A STEADY increase in the number of our 
ae charge accounts in 1939 and the formidable task of 
ad : preparing, by typewriter, itemized statements dur- 

:. ing the first few days of each month, compelled us to 
seek a new approach to our billing problems. 
The rising volume of business and our manual 
by L. Kenneth Rice bookkeeping methods necessitated increasing the 
number of employees handling the accounting for 
Com troller, our stores—now numbering 16. At about the same 
People's Hardware, . time, the detailed record requirements of the Social 
Washington, D. C. Security Act on each employee, and later the with- 
holding taxes, raised new and additional problems. 
Aware that our business had outgrown pen-and- 
ink bookkeeping methods, we investigated various 
machines and concluded that a Remington Rand ac- 
counting machine would fill the needs of our com- 
plex recordkeeping. We now have two of these units. 
These machines combine the usual journalizing, 
posting and balancing, all’in one operation, for ac- 
° counts’ payable, cash receipts and disbursements, 
Does keeping store records rob snd gaumeal toda Weck. 
you of time that can more 
profitably be spent on selling? Accuracy Assured . 
b +] 
Here’s how People s Hardware Used for accounts receivable, the machines jour- 


was able to handle more complex nalize, post, prepare the monthly statements and 
bookkeeping without increasing automatically enter the new balance after each item 
. i posted, combining four formerly separate operations 
its accounting personnel in one. Accuracy of account totals is assured, 
thereby eliminating the usual necessity of taking a 
trial balance of accounts receivable before mailing 
statements. 

The machines solved our problems of getting out 
monthly statements at our peak period. 

The trial balance of accounts receivable is now 
taken after the statements are out of the way, and 
combines aging of accounts and transferring this 
analysis and balance to next month’s statements. 

The drastic reduction in paperwork under mech- 
anized methods made it unnecessary despite in- 


O BOLTS 
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is 
As és INDIVIDUAL EARNINGS RECORD - PEOPLES HARDWARE eo the end | 
’ MALE x FEMALE NAME DOE JOHN L 7238-15-5682 totais to 
MoM 1 consi eet LEPHO! , 
: 2a — 5 ee ADDRESS 1775 FIRST STREET wo 5332 Compa 
VAC VACATION eintH oaTe 8/15/18 WASHINGTON D C dures wl 
s SICKNESS 
w arnaey couse on BEGINNING DATE 11/45 anys: eo 6a ee Gad ee) oe - : of page ; 
ge a PERIOD HOURS ; EARNINGS eA ae 751. DEDUCTIONS a q a desired ] 
To Dare | MISC EXPL.|'m'| | ENDING Worneo| orr |“ Regyyan | commssions | polBARFam | "POMAMIE? | wGfREGAnn | “HERMOW™ [omen | NET PAY Now 0 
00! Ts | | was | 197 [ 250 00 | 250 00 250 00 +4 30 90 | + 169 65] | to go” w 
| 250 00 |? $ | AN 31's | 117 250 00 | | 500 00 250 00 375; 3090} 1830] 19705 | for the 1 
_ 500 00 | s | | regis | 117 250 00 | 750 00 250 00 3 75 | 30 90 | 29 94| 185 41 they ar 
750 00 * s | | +ep26>1 | 117 250 00 | 1000 00 | 250 00 | 375| 3090 147| 213 86 . th 
1000 00 |° S | | mari5's | 197 250 00 1250 00 250 00 | 375} 3090) 570; 209 65 either 
1250 00 |* s MAR3L'22 | 117 250 00 1500 00 | 250 00 | $75| 3099) | Raga 
| 1 ——_}—___—_} —| tions are 
EXCESS UNEMPLOYMENT t t —_ 4 t ini Forme 
EXCESS RETIREMENT t ] | 
Bene PAR 1$00-00 | |__ 2asso | sps.vo | | up freq 
00 s WRIA 117 250 00 | 250 00 250 00 | 375/ 3090/8 34/207 O1 10th, at 
250 00 : $ WO’ 117 250 00 | 50000} 25000 375| 3090 97} 214 38 | postings 
500 00 2 s May 15 "24 117 250 00 75000} 25000 3 75 3090, 796) 207 39 | Rained 
750 00 |¢ s May 31's 147 250 00 | | 100000/ 250 00 375| 3090) 188! 213 47 obtain 
1000 00 |° s suis’ 117 250 00 | 1250 00 250 00 375| 3090/ 688/| 208 47 A dup 
1250 00 | « s 302117 250 00 | 1500 bo 25000) 375 [er el ae? ceivable 
| . 
| | | | ge collectio! 
XCESS UNEMPLOYMENT | | j } & suiiiiaiaaiaes 
a RETIREMENT | | i | due and 
TOTAL PAYROLL | 4£28.00 AAS? | L&E. ¥o | account. 
00 | 5 W14'. 117 250 00 | | 250 00 250 00 375| 3090| 215 35 00_| these sh 
250 00 |2 s we 31's 117 250 00 | $0000} 25000) HH 30 90 15 30} 200 05 | st due 
500 00 |? s WG15'>. 117 250 00 | | 750 00 250 00 | 1 50 3090) 2342) 19418 | pa 
750 00 |« s WG 31" 117 250 00 | | 1000 00 250 00 | | 3090 132] 217 78. ate syml 
| 1000 00 |: s 56P 1524 | 117 250 00 | 1250 00 | 250 00 | | 30 90 612| 212 9 site the 
1250 00 |: s sep zv' | 117 300 00 | | 1550 00) 300 00 | | 4080) 2106! 236 14 | dicate th 
| , ae | 4 } a aaa . : 
| EXCESS UNEMPLOYMENT | eee ie - | Asme.eo| which 1s 
EXCESS RETIREMENT | } 90.00 The ti 
eer | | 580.00 9.40, /95 30) turned o 
7 | ee ie ecution. 
, ae . . . ' balance 
The employee's Individual Earnings Records. On this form, while the employee's statements and check are tion of 
being written, is duplicated all information, including hours worked, base pay earned, deductions of various salesmer 
types. These figures prove final Social Security and wihholding tax reports. 
yP g P 9 
Does 
We re 
account 
e , , : , ; , : ll ; f- statemer 
creased detail to increase our being duplicated on the employee’s other accounting. All entries a ae 
bookkeeping personnel. The ma- Individual Earnings Record. fecting merchandise inventories ur 
: : : month’s 
chines have made possible a very Payroll totals under each of the are kept on a retail as well as cost he 
much shortened work week in our _— above categories are then cleared basis. rectly tc 
office and frequently enable us to gut of the machine onto a control A large part of our business is atl 
give extra time off to our office card. These control figures are of  cash-and-carry in our 16 Virginia, Two 
force during the latter part of the enormous value in proving the Maryland and Washington, D. C., — 
month. ; ; final totals of Social Security and stores, and previously required send 
This has resulted in high = withholding tax reports. daily register reports from each t tt 
ployee morale with a practically of our branches. We have found “a an 
pe — which is —— Big Saving in Time that by making daily cash denos- ae 
significe in e increasingly ‘ tae : 
ign ant t easingly Posting of several thousand ac- its in neighborhood banks and by eens 
competitive labor market in the eal . reducing our register check-outs 
District of Columbia counts payable invoices is now z by-mont 
pong) eervenene siete . to twice weekly, we are able to 
The machines have vrov en hardly more than an adding ma- Bhar: o general 
_The ‘ proven thins shetiiien.-aiier eines. eliminate thousands of postings i a 
dispensable for complete payroll . -taireener = ?P each week because the three-day a8 SIX O 
check writing, and the detailed ing of the invoices by stores and é he bandied with veil be put < 
pe hen arrangi : d f d postings can be handled with ver; 
recordkeeping necessary for then arranging in order of vendor. , d The r 
: ’ Ti pikes a4 tins ‘ little more work than for one-day. 
proper and easier preparation of ime consumed in posting our The three-day cash transactions to work 
federal and state reports under purchase invoices to the vendor ie 1 ing mon 
: : : pi ts and to wareh d 16 for 16 stores can be posted in less 
the Social Security and withhold- 4¢counts and to warehouse and I ein ton hae ments f 
ing tax laws. stores’ purchase accounts is esti- . ‘ chain t 
While the employee’s earnings mated conservatively at 10 pct of Sales figures, store-by-store, are hour. 7 
statements and check are being the time necessary to duplicate obtainable twice each week sim- any int 
written, all information including the operation by, hand. ply by referring to the ledger of limite 
hours worked, base pay earned, At our central office we use one sales accounts, as all transactions Detai 
commissions earned, less insur- machine for accounts receivable except purchases are posted twice ledger 
ance, hospitalization, FOAB, and accounts receivable trial bal- weekly to the ledger accounts af- and det 
withholding deductions, etc., is ance; the other is used for all fected. There is no waiting until operatic 
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* NET Pay 
70 169 65_| 
30 197 05 | 
94 185 41 
47 | 213 8 
70 | 209 65 
71} 207 64 

| 
7 | 214 38) 
6 207 39 | 
B! 213 47 | 
8 | 208 47 
8 | 206 27 





sk are 
arious 


itries af- 
ventories 
ll as cost 


Siness is 
Virginia, 
a, dD. G 
required 
om each 
ve found 
h denos- 
; and by 
eck-outs 
able to 
postings 
iree-day 
ith very 
yne-day. 
sactions 
| in less 


ore, are 
ek sim- 
ledger 
actions 
d twice 
nts af- 
g until 


» 1952 





the end of the month for journal 
totais to be posted. 

Compare this with old proce- 
dures where it took a great deal 
of page thumbing to collect the 
desired information. 

Now our statements are “ready 
to go” when the posting is made 
for the last day of the month and 
they are promptly mailed on 
either the second or third day of 
the new month. Speedier collec- 
tions are one of the benefits. 

Formerly statements were held 
up frequently until around the 
10th, at which time final hand 
postings were made, trial balance 
obtained and itemization made. 

A duplicate of our accounts re- 
ceivable trial balance is used for 
collection purposes. It shows past 
due and current analysis of each 
account. With a glance down 
these sheets we may quickly spot 
past due accounts. An appropri- 
ate symbol is then inserted oppo- 
site the delinquent amount to in- 
dicate the type of collection letter 
which is to be mailed. 

The trial balance may be then 
turned over to a secretary for ex- 
ecution. One copy of the trial 
balance may be used as a tabula- 
tion of accounts for commission 
salesmen, where necessary. 


Does Not Delay Posting 


We reconcile each month every 
account payable with the vendor’s 
statement before making dis- 
bursements or closing the past 
month’s books. However, this does 
not in any way delay posting di- 
rectly to the ledger cards for the 
current month. 

Two sets of general ledger 
cards, one “detail,” the other 
“master,” permit posting of cur- 
rent items on the detail cards be- 
fore the past month’s totals are 
transferred to the master cards. 
The master cards give 12-month- 
by-month totals each year on the 
general ledger account. As many 
as six or eight years’ records may 
be put on the same master cards. 

The machines have enabled us 
to work out a system for prepar- 
ing monthly profit and loss state- 
ments for 16 stores including the 
chain total in slightly over an 
hour. This work can be done by 
any intelligent clerk regardless 
of limited experience. 

Detail and master general 
ledger cards, which carry total 
and detailed information for all 
operations for 16 stores over the 
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A copy of the accounts receivable trial balance is used for collection 

purposes. Past due accounts may be quickly spotted and an appro- 

priate symbol inserted to indicate type of collection letter to be mailed. 

Here Comptroller L. Kenneth Rice confers with the machine operator 
on procedure. 


past 11 years, are filed chrono- 
logically in three drawers of a 
letter size file. 

Our expense for ledger forms 
was cut over 50 pct because ma- 
chine entries are so much more 
concentrated. If we had had to 
continue our hand operations, the 
increase in personnel and storage 
space for records would have 
compelled us to move into larger 
office quarters. 

Our records are now more con- 
centrated, more legible and less 
bulky to handle. We do not have 
to spend hours interpreting en- 


tries to the auditors since all de- 
tail is readily accessible without 
thumbing back and forth through 
voluminous journals. 

Our present forms and records 
are also more permanent because 
they are more durable. We now 
file them neatly in metal files 
where they cannot collect dust. 

Any future expansion of our 
business would increase the use- 
fulness of the machines, and our 
present equipment and account- 
ing system could absorb a greater 
load with little or no addition to 
our present accounting personnel. 





Hardware Hats Attract Comment 





} 
Rs 





Colorado Springs Hardware, Inc., in the community for which it is 
named, attracted much comment and numerous impulse sales by dis- 
= on manikin heads of hats made of a variety of hardware and 
ousewares items. The display props in the background suggested a 
specialty shop display. Those stopping to admire or gape at the mil- 
linery saw in the store a wide line of hardware, housewares and related 
goods instead of fancy hats for women of the community. 
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| 
TURNOVER 





Can you answer this problem? 


Inventory at cost ........ $20,000 
Estimated retail value 

of inventory .......... $30,000 
Retail sales ............. $80,000 


What is the rate of 
turnover on above? 


(Answer at end of article) 


The meaning and significance of 
turnover seems to be a little con- 
fusing to some dealers. Yet, if a 
dealer wants to fully understand 
the state of health of his business, 
he must thoroughly understand 
turnover, for turnover is one of 
the most important factors in pro- 
ducing profits. 

The important point to bear in 
mind, to properly understand turn- 
over, is that merchandise is money. 
If you have a piece of merchan- 
dise that cost you, say $5, sitting 
on the shelf for six months, it is 
exactly the same as though you 
had a real five dollar bill sitting on 
the shelf. 
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what it is 


how it works 


by E. J. Willette 
Janney, Semple, Hill & Co., 


Minneapolis 


A thorough knowledge of turnover is important for 
profitable store operation. Here is a simple, 
practical, easy-to-understand explanation that will 
help you and your sales people better understand 
how turnover affects profits 


You don’t make a profit while 
it’s sitting there. It has to be 
moved, to be turned over before 
you show a profit. 

This is a fact that should be 
continually stressed to sales clerks 
so that they will give the same care 
and respect to merchandise that 
they would tb actual cash. They 
would hardly leave a dollar bill ly- 
ing on the floor to be walked! over, 
yet they will often leave a piece of 
merchandise worth $1 lying 
around where it can be damaged 
or destroyed. 


A shrewd and rather wealthy 
dry goods merchant once told me 
a story of how he impressed this 
point on a young sales clerk. 

This merchant repeatedly found 
pairs of hosiery pushed behind the 
shelf boxes by the clerk, rather 
than take the time to put the hose 
back in a box. 

One morning the store owner ar- 
rived early and found several pairs 
of loose hose at the back of the 
shelves. He placed a dollar bill 
beside each pair. 

When the young clerk arrived, 





About this article—in an article published earlier this year, men- 
tion was made of a dealer's turnover. Mr. Willette's eagle eye 
spotted an error in the calculation of this turnover and drew it to our 
attention. He commented that ours was a common error and one 
that many dealers made. In fact, it was such a common error, he 
said, that he had developed an explanation of turnover that seemed 
to be especially effective in helping dealers better understand 
exactly what turnover means and why it is so important. Why not 
pass this explanation along to Hardware Age readers, we asked? 


The following article is the result. 
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the merchant casually commented 
that some of the boxes were out of 
order and should be straightened 
and cleaned up. 

Watching the operation out of 
the corner of his eye, he could see 
the consternation in the clerk’s 
face as he found the money with 
the loose hosiery. 

Soon the clerk came to the store 
owner, with a puzzled look on his 
face, to report the strange case of 
the money and the hose. The mer- 
chant, to answer the clerk’s ques- 
tions, placed a pair of hose and a 
dollar bill on the counter and ex- 
plained that to a store owner there 
was no difference between the 
money and the merchandise. When 
you mistreat merchandise, you are 
mistreating money. 

My friend the dry goods mer- 
chant told me that after this expe- 
rience, he had no difficulty in keep- 
ing the hose in the boxes. 


Must Be Put to Work 


This story, of course, only em- 
phasizes that every item of mer- 
chandise in a store is worth so 
much hard cash invested to make a 
profit, which includes paying a 
salesclerk’s salary, rent, etc. A 
dollar carried in the pocket, or 
buried under a rug, or shoved to 
the back of a shelf, will never pro- 
duce a profit. It must be put to 
work, it must be turned over be- 
fore a profit can be made. 

A better understanding of turn- 
over might be had if a dealer 
would look at the situation this 
way: A dollar invested in a screw- 
driver to retail at $1.50, does not 
make a profit on the screwdriver, 
but rather on the dollar invested 
in the screwdriver. 

As a means of visualizing the 
mechanism of turnover and profit 
in retailing you might consider the 
$1 invested in the screwdriver as 
a seed. 

You “plant” or invest this seed 
and with proper nourishment (dis- 
Play, ete.) it grows into « plant 
that bears “profit fruit” in the 
form of 50¢ pieces. The better 
the job you do in cultivating the 
plant, the more fruit you’ll harvest 
.. and all from the one original 
seed. 

Let’s take this screwdriver that 
costs a dealer $1 and retails for 
$1.50 and follow it through a typi- 
cal experience and see exactly how 
this matter of turnover and profit 
looks in black and white; let’s see 
how this seed bears fruit. 
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How Turnover Works 


This table shows in simple form exactly how turnover 
works and how it affects sales and profits. 





SALES 
MADE 


GROSS 


PROFIT 
FOR THE 
MONTH 


TOTAL 
GROSS 
PROFIT 


TOTAL 
SALES 


INVEST- 
MENT 
TURNS 
(TURN OVER) 








JAN. 


NONE 


NONE 


NONE 


NONE 


NONE 








FEB. 


NONE 


NONE 


NONE 


NONE 


NONE 





MAR. 





YES 


@ 


(0! 


]50 








APR. 


NONE 


NONE 


| 50 








MAY 


NONE 


NONE 


150 





JUNE 





YES 


60) 


300 





JULY 


YES 


60} 


450 








AUG. 


NONE 


NONE 


450 








SEPT. 


NONE 


NONE 


450 





OCT. 





NONE 


NONE 


450 





NOV. 





NONE 


NONE 


0 


450 








DEC. 











C\S|SC|S|S/|C/|E|ClE|Sle|@ 


YES 











@ [§ 





600 


Ki wl wl wlwlwilp 














Looking at the table shown 
above, let’s plant (or invest) a 
dollar in a screwdriver in Janu- 
ary. You cultivate it, display it, 
etc., but nothing happens until 
March when you make a sale (or 
gather your first profit fruit). 

As the table shows, you now 
have a gross profit of 50¢ and one 
turnover. 

You now take your original dol- 
lar and invest it in another screw- 
driver. You display this; but no 
sales are made until June’ when a 
customer buys it for $1.50. Now 
your gross profit consists of two 


50¢-pieces, or $1 and you have had 
two turnovers of your original dol- 
lar. 

Now you’re out of stock again, 
so you buy another screwdriver, 
using the same original dollar and, 
surprise, it sells again in July. 

Now you have a gross profit of 
$1.50 (or three pieces of profit 
fruit) and three turns of your 
original dollar. 

Again, you reinvest the original 
dollar in another screwdriver. But 
this one doesn’t sell until Decem- 
ber. 

Now when you sum up at the 
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The author of this article (left) explains 
turnover to a young sales clerk. 


end of the year your financial ex- 
perience with this dollar and the 
screwdriver, you find that you 


turned over the original dollar 
four times, giving you a gross 
profit of $2 (or four 50¢ pieces). 


Your total sales at retail were $ 
but, and this is important, you 
original dollar was turned foyr 
times, not six. 

Here is where many dealers 
make their error in calculating 
turnover. They use their cost 
against retail sales value. This js 
wrong, as you can see from the 
table. 

You can calculate turnover by 
dividing total retail sales by retail 
cost, but you can’t calculate it by 
dividing total retail sales by your 
cost. If you do it this latter way, 
you will end up with misleading 
figures. 

This discussion also highlights 
the consequences of cutting prices. 
From the figures in the table you 
can easily see how much you must 
increase turnover to compensate, 
in the profit column, for a price 
cut. 

Many dealers have found it 
worth while to make certain that 
their employees understand turn- 
over, and why it is important to 
build turnover to pay their sal- 
aries, rent, etc. 





Here's the Answer— 

The answer is 2-2/3 turns. If you 
said four, you had better reread this 
article very carefully. 


Bridal Window Sells Wedding Gifts 





14 


A strong and successful bid for 
sale of gifts for June brides was 
this traffic-stopper display at the 
Haverford, Pa., branch of Subur- 
ban Hardware Stores. In the words 
of an executive this display, 
“caused a great deal of comment 
and was a big help in bringing in 
sales.” 

Designed and installed by Dom 
Mattioli, an employee of the Haver- 
ford branch, the display included a 
large size bridal doll surrounded by 
electric housewares and other home 
needs. Lacy parasols, to carry out 
the shower theme, were decorated 
by Mr. Mattioli’s sisters and his 
mother-in-law dressed the bride. 
The parasols were suspended above 
the bridal doll and the merchandise 
and added an effective note to the 
attractive and eye-catching display. 
The floor was covered with white 
cloth. 
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A table and grill, complete with everything but the 
steak, is a favorite display in the Barbecue Shop 


Sizzling Sales in Barbecue Items 


Outdoor entertaining by customers 
means about $35,000 additional 
business for California store 

which stocks full lines 

in mezzanine department 
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Barbecue grills and related merchandise are big business to 
Potter’s Hardware, Westwood Village, Los Angeles. Not only 
does this line produce some $25,000 in sales during the May 
to September season, but also on additional $10,000 worth of 
business during the fall and winter. 

“We think we have one of the largest assortments of bar- 
becue equipment in our area,” says Jack Potter, Jr., owner. 
“We carry in stock about 50 barbecue grills, ranging in price 
from $10 to $200.” 

These grills, together with related items, are grouped to- 
gether on the mezzanine, during the warm weather months and 
the space is designated as the Barbecue Shop. 

Tables and grills are set up exactly as they might be used 
for outdoor entertaining. There’s one large dining table, and 
two small card tables. 

Accessories shown on these tables include plastic dinner- 
ware; woodneware, crockery and copperware for serving and 
cooking. These items, along with dozens of other table and 
outdoor cooking items are arranged in quantity in the wall- 
cases. 
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Other merchandise such as picnic 
hampers, cooking utensils, cutlery, 
and novelty clothing, including as- 
bestos gloves, plain and novelty 
aprons and chief’s caps are also 
featured. 

“Because of the variety of mer- 
chandise and the type of display 
we use in the Barbecue Shop, we 
can depend on cur mezzanine to 
draw well throughout the year,” 
Mr. Potter says. “It draws heavy 
traffic from May through Septem- 
ber, but it continues on, as local 
people send such merchandise to 
friends and relatives in other parts 
of the country and in Hawaii. We’!] 
do about $10,000 worth of business 
in regular selling and shopping dur- 
ing fall and winter.” 

The mezzanine shop has helped 
to keep the public mindful of the 
fact that this is a major line with 
this Los Angeles store. 

At the beginning of each sum- 
mer outdoor entertaining season 
attention is focused on the Barbe- 
cue Shop by a large share of the 
store’s newspaper advertising and 
window displays. 

Spotlighting this year’s promo- 
tion on barbecue equipment, Pot- 
ter’s ran a series of ads showing 
grills and accessories, with descrip- 
tion of each. 

During the first week of the pro- 
motion most of the front window 
space was devoted to an actual bar- 
becue grill demonstration. For one 
day a professional chef was in the 
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window, barbecuing chickens and 
a large roast in a demonstration 
that stopped passers-by. 

The food was later passed out 
to those who stood outside or in- 
side the store to watch. The dem- 


All types of pic. 
nic and outdoor 
cooking equip. 
ment are dis. 
played along 
one side of mer. 
zanine depart. 
ment 


onstrator passed out store pam- 
phlets that described all types of 
equipment. “This made it an excel- 
lent publicity show from which we 
are still counting the returns,” said 
Mr. Potter. 


Ties Seasonal Background With Brand Names 


| 








"Great Names in Tools" said this attractive panel with a variety of 
autumnal leaves in a window of one of the hardware stores of the 
Hill-Behan Lumber Co. in Chicago. Display of a variety of nationally 
advertised brand name tools at different levels held the attention of 
those who were attracted by the eye-catching background. 
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How a Texas dealer makes profitable 
extra sales with a blacksmith 

shop that services contractors’ 

needs and also turns out 

handmade items for homeowners 


Harry W. Wilk, who operates a 
hardware store under his own name 
in Houston, Tex., felt that he was 
losing some profitable sales because 
he could not provide special taols 


Blacksmith Shop Builds Extra Sales 





One of the blacksmiths at the forge. 





on demand. His solution was the 
establishment of a blacksmith shop, 
in which his men also turn out 
antique style lamps, fireplace equip- 
ment and various wrought iron 
items. 

Says Mr. Wilk, “We have long 
been making special tools to serve 
contractors and mechanics. This 
service led us right into sharpening 
all types of tools that we sell.” 


4. Ww. whee 


Has Its Own Quarters 


Some contractors had been bring- 
ing in a quantity of tools for sharp- 
ening, as for example 50 cement 
breakers used with air hammers. 
Such requests made it necessary to 
turn down business or open a black- 
smith shop. The latter course was 
followed. Now the blacksmith shop 
is in a separate store building 
around the corner from Mr. Wilk’s 
hardware showroom. 

Two full time blacksmiths—one 
69 years old and the other 70—and 





HARRY Ww. WILK, UR, 


HARRY W. WILK HARDWARE 


"The Fool Stow” 
216 MILAM STREET 
HOUSTON 2, TEXAS 





April l, 


1952 


i 


We would like to announce the opening of our blacksmith 
shop, located at 616 Congress, and operated by two "old time" 
blacksmiths, with 90 years of experience between them. in 
this modern age, thw work of a real blacksmith is a rare art, 
and we think our smiths are among the best. They are capable 
of making any wrought iron item - boot scrapers, fire sets, 
candleabra - anything desired. They work from model, sketch 
or under your personal sup.rvision. 


We invite you to come in and see them - we believe that 
you will like their work. 


Yours very truly 


HARRY W. WILK, JR. 
HARRY W. WILK HARDWARE 





both retired railroad men, operate 
the shop. Their shop includes a 
(Continued on page 94) 
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Letters like this turn prospects into customers. 








A 10-in-1 Hardware Store 


Two and one-half years after its 
grand opening, the Indiana Supply 
Corp. of Whiting, Ind., is still con- 
sidered a $90,000 hardware show 
place. Besides being one of the 
region’s largest outlets, the store 
has become an outstanding ex- 
ample of merchandising efficiency. 

Through the huge plate glass 
windows that make up the entire 
front of the store, customers look 
in on 9,000 sq. ft. of appliance 
counters, complete kitchens and 

bathrooms, and spot- 
lighted island dis- 


Kitchenware and other re- plays. This extensive 
lated items are concen- inventory is valueé 
trated on this island display. at $100,000. 


This complete 
kitchen is one of 
three such units 
which help the 
store sell pack- 
aged home mod- 
ernization. 
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Built more than two years ago as a 
$90,000 showplace, this Indiana store 
is departmentalized to the extent 

that each section is practically 


a shop in itself 


Of the total floor space, more 
than half is given over to hard- 
ware, electrical fixtures, and major 
and small appliances. Each of the 
departments are so spacious that 
customers almost have the feeling 
that each is a separate shop. 

One of the most distinctive or- 
ganizational features is the depart- 
mental setup. To give greater con- 
trol over sales records and inven- 
tories, all merchandise is divided 
into 10 basic sections. Each has 
its own display area, and seven of 
the larger departments have their 
own managers. 

The 10 units are as follows: 
Hardware, housewares, paint, ma- 


Partial view of 
the hardware de- 
partment. In ad- 
dition to hand 
tools, there is a 
permanent dis- 
play of four dif- 
erent brands of 
P ower tools, 
ooked up for 
demonstration. 
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jor appliances, electric housewares, 
heating equipment, plumbing 
equipment, electrical supplies, floor 
coverings, and wall tile. 

Each division is assigned a num- 
ber which is used when writing up 
cash receipts, charges, c.o.d.’s, and 
will-calls. When a_ salesperson 
writes an order, he breaks it down 
with the departmental number, the 
item and the price for each item. 

The cashier then rings up the 
sale, the figures being tallied on 
the register to provide the man- 
agement with an exact daily record 
of sales for each section. With 
these totals, not only are frequent 
sales volume checks possible, but 








Max Sherman, president and 
general manager of Indiana 
Supply Corp. 


the effectiveness of promotions and 
department personnel efficiency can 
be gaged. 

Salespeople are permanently as- 
signed to departments. This de- 
velops specialists within the organ- 
ization who are completely fa- 
miliar with the merchandising and 
promotion of their departments. It 
also encourages them to take a 
personal interest in their custom- 
ers and to develop. regulars 


ae oR 
7 TLEMENs 
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as a result of frequent contact. 
Actual floor area is 75 ft. wide 
by 125 ft deep. A 12-ft ceiling 
supported by truss construction 
makes columns unnecessary, and 
creates an effect of even greater 
spaciousness on the sale floor. 


Excellent Illumination 


Tubular fluorescents line the en- 
tire ceiling. In all, 41, 8-ft slim 
line units are used to illuminate 
the general sales area. In addition, 
13 focusing spots of 150 watts each 
are located at 16-ft intervals in the 
ceiling. These are adjustable and 
are used effectively to highlight 
special floor and island displays. 
An acoustic tile ceiling keeps noise 
both within and outside the store 
to a minimum. 

At the rear of the store are the 
business and cashier’s office, man- 
ager’s office, and partitioned by 
corrugated glass, a utility depart- 
ment, devoted exclusively to auto- 
matic washers and dryers. This 
section, 10 by 12 ft, is furnished 
with chairs so that customers can 
be comfortably seated while the 
salesperson makes his  presenta- 
tion. 

Overhead is a large mezzanine 
floor with three more spacious 
sales rooms. A private office is 


also located there for special sales 
meetings, and confidential confer- 
ences. 

In the hardware department, the 
firm carries four lines of power 
tools, and models of each are on 
display. These units are hooked 
into power lines so that working 
demonstrations can readily be 
given. 

George Jalovecky who heads up 
the hardware department is a vet- 
eran of 25 years of hardware re- 
tailing and has introduced many 
important sales techniques. All 
merchandise, for example, is not 
only priced at retail but is also 
identified with a coded cost price. 
This code is considered essential 
for by knowing the cost of each 
item, not only is inventorying sim- 
plified but the time-wasting checks 
of invoices are also eliminated. 


Knowledge Means Profit 


Further, when volume purchases 
are made by contractors the ques- 
tion of discounts often arises, and 
if the salesperson knows exactly 
what the costs are, he can make a 
fair deal and still return a profit 
to the firm. 

It’s a store policy that all hard- 
ware articles be on open display 
to permit the customer to get the 
feel of an article and thus convince 


himself as to the quality of the 
item he’s buying. 

In the electrical department, a 
large canopy equipped with 50 ap. 
pliances is a feature. Wall lights, 
electrical clocks, and other elec- 
trical housewares are displayed on 
the wall in back of the canopy, 
bulbs, plugs, cords and other acces- 
sories are on adjoining tables. 


Effective Display 


To merchandise the numerous 
major appliances carried, the In. 
diana Supply Corp. makes effec- 
tive use of its spacious floor area. 
The store can offer buyers a choice 
from 24 gas and electric range 
models, a dozen refrigerators and 
freezers, 12 washing machine mod- 
els, both automatic and wringer 
type, all displayed on the floor. 
And to display electric housewares, 
the firm uses eight large display 
tables. 

For home builders and those re- 
modeling kitchens and bathrooms, 
the store offers a complete line of 
cabinets, tile wall coverings, baths, 
sinks, heating supplies, and fix- 
tures. Along one wall, for ex- 
ample, three complete kitchens are 
installed to show customers how 
their future homes will look. 

Another section of the appliance 

( Continued on page 135) 





Part of the major appliance display room where customers are offered a choice of brands and types. 
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Attracts 1000 Tool Prospects 


Special demonstrations and tool gifts bring 
good turnout for event celebrating 
| first year in new quarters 


When Frank Lang, owner of 
Lang’s Ace Hardware at 5527 W. 
Cermak Rd., in Cicero, Ill., cele- 
brated his store’s first anniversary, 
late last winter, he put major em- 
phasis on hand and power tools and 
industrial supplies. Business in 
these lines took an upward swing 
and has continued that way since 
then. 

For two days he had two factory 
representatives on hand to demon- 
strate the use and care of power 
equipment. More than 1000 men 
stopped to talk and buy tools and 
related lines. While the tools were 
not operated for all visitors, many 


demonstrations were given. 
Circulars were distributed to all Frank Lang (left) talks with factory man and tool prospects. 
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interested prospects and those wh» 
registered during the two day 
event were given tickets entitling 
them to awards of $200 worth of 
prizes, including power tool items. 
No purchases were required for 
participation in the drawings. 

Mr. Lang put emphasis on his 
tool departments during the anni- 
versary sale because fully 70 pct of 
the store’s volume is in sales to fac- 
tory workers and industrial ac- 
counts. Many of his mechanically 
minded customers have been long- 
time customers of Mr. Lang at his 
present and former quarters else- 
where in Cicero. 

The Lang store carries varied 
and complete stocks. It has bolts 
up to 1 in. thick and 24 in. length. 
A large stock of paints, electrical 
and plumbing supplies, comple- 
ments the bolt stocks, while the 
power and hand tool departments 
are something about which men 
tell their friends. 


Check Customers’ Needs 


“We try to keep a close check on 
what customers need,” says Mr. 
Lang. “Then we order and stock 
what they want and advise them of 
the fact. This secures considerable 
industrial business for us.” 

Paint is another good line—for 
both home and industrial use—and 
Lang’s ranked 5th, last year, in 
paint volume among the Ace stores. 
The store’s paint section is 80 ft. 
long, is well stocked and has a paint 
agitator. Good stocks of brushes 
and other painting aids are well 
displayed. Mr. Lang and his two 
full time and two part time sales 
clerks are well versed in paint tech- 
nique. 

Newspaper advertising and hand- 
bills are constantly used by the 
firm. Cicero Life, a newspaper with 
large local circulation, carried ad- 
vertising on the recent anniversary 
and featured power tools. 

Two weeks prior to the sale, too, 
customers were handed announce- 

(Continued on page 96) 


Top—Mass display of hand tools 
including precision equipment. 


Center—Paint and related items 
get good attention at Lang's. 


Bottom—Mr. Lang and his special 
delivery car used for industrial 
supplies. 
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Know-how and Adequate Stock 
Makes Builders Hardware Top Line 


In an average year, Glendale 
Hardware Co., 730 E. Broadway, 
Glendale, Cal., gets one-third of its 
total volume from builders hardware, 
according to C. Dolliver Webb, 
whose family has been operating the 
business since 1914. The firm gets 
90 pct of its builders hardware busi- 
ness from contractors and the re- 
mainder from householders. Mr. 
Webb says his company gets its ex- 
cellent volume without resorting to 
price-cutting. 


Two of the reason's for the firm's 
heavy volume of builders’ hardware 
business are Hal Roach, left, man- 
ager of the department, with 22 
years’ service, and Bob Hemphill, 
with 16 years in the department. 
Contractors leave plans for a house 
with these two and they specify the 
hardware to be used. An indication 
of the extent of the firm's builders’ 
stocks is a selection of 15 kinds and 
sizes of built-in medicine cabinets. 


Mr. Roach completes an order by 
writing the location for each bit of 
hardware, so that the mechanics can 
readily select what they need with- 
out wasting a lot of time in search- 
ing for the right items. When an 
order is filled the invoice is also 
marked to show where each item is 
to be used. Hardware for each 
room is packed separately to facili- 
tate its use by the mechanics. 
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Large, deep blue lettering identifies 
this visual front, modern store. 


Fire necessitated construction of new store by 


Ned Baldwin. His new and larger store has regained 


his old trade and attracted new customers 


A fire can mean more than the 
loss of your building and stock. It 
can also mean the loss of many 
regular customers who may get in 
the habit of trading elsewhere 
while you are rebuilding, says Ned 
N. Baldwin, who owns Baldwin 
Hardware Co. at 117 E. Chicago 
Ave. in Tecumseh, Mich. 

Baldwin Hardware, now re-estab- 
lished on its original site, serves 
trade from a 30-mile radius in a 
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town of less than 3,000. The old 
store was a 50 by 80-ft. structure 
and has been replaced with a mod- 
ern two story and basement build- 
ing 75 ft. wide and 86 ft. deep. 
After fire gutted the old store on 
Jan. 26, 1951, Mr. Baldwin re- 
opened as soon as possible in a 30 
by 50-ft. side street establishment. 
Although it took months to build 
his new store and prepare it for 
business, Mr. Baldwin has regained 





Modern Store Rises on Ashe 


his old sales volume and has 
achieved increases in several de- 
partments. To a certain extent his 
experience has been similar to that 
of opening a new business. 

The original hardware store was 
old fashioned but was among the 
largest in southern Michigan and 
employed six sales people. His new 
and modern showroom displays 
more merchandise and needs but 
five sales people to staff it. 
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Everything is 
within easy reach 
in this mainte- 
nance and repair 
goods section. 


Ever since the grand opening of 
his new store on Sept. 7, 1951 busi- 
ness has been good. 

Baldwin’s new store is of the 
visual front type with brick front 
and plate glass windows. There 


nd has are more than 6000 sq. ft. of sales 
eral de- space on its 75 by 86-ft. main floor, 
tent his plus a second floor stock room and 
* to that full basement. The entire sales 

floor is visible from the street with 
ore was the only obstructions in the brick Suggesting a giftware specialty shop is this display of 
ong the front steel and concrete building in crystalware, dinnerware and pottery. Deep maroon back- 
ran and the form of supporting H beams. ground attracts attention to the glass shelf displays on 
His new An interior decorator planned the the wall. 
displays interior color scheme. Walls and 


eds but floors are finished in light green 
and the ceiling is a neutral gray 
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Above—Installation of this unit permitted showing electric 
housewares in the open. They were formerly shown in bins. 


Below—Improved tool display has helped increase sales 
by 20 pct. Dark blue backgrounds are used on wall units. 





tile. Fluorescent lighting illumi- 
nates the entire store. 

Glassware is displayed on glass 
shelving against a background of 
dark maroon. The wall display of 
tools, which is on the opposite side 
of the store, has a deep blue back- 


ground. 
86 


Says Mr. Baldwin of his color 
scheme, “I think men appreciate a 
nice looking store and are influ- 
enced unconsciously by the use of 
color in the displays. Women no- 
tice the color arrangements to a 
greater extent and we are definitely 
attracting more feminine custom- 


ers than before as a result of this 
fact. 

Although some used fixtures were 
purchased, about 90 pct of the show- 
room’s display units are new. The 
new store fixtures were supplied by 
W. C. Heller & Co., Montpelier, 
Ohio. 

In the old store less than 50 pet 
of the merchandise was displayed 
in the open. With the increased 
floor space and lack of dividing 
walls all stock is now arranged 
more effectively. It is not uncom- 
mon for people who visit the store 
for one specific item to browse 
throughout the showroom and pur- 
chase a considerable number of 
items on impulse. 


Display Boosts Tool Sales 


Baldwin’s tool department is an 
outstanding example of the benefits 
of good display. Tool volume was 
good in the old store, but sales in 
that department have increased by 
more than 20 pct in the new show- 
room as customers are buying more 
merchandise than they originally 
intended to buy, says Mr. Baldwin. 

The store, according to its pro- 
prietor, sells more merchandise be- 
cause it shows greater assortments 
and has facilities for 20 pct greater 
reserve stocks of fast moving lines. 
In paint, for example, reserve 
stocks are ample for handling <i- 
most any size order. Use of more 
roomy stock rooms has simplified 
the checking of stock and has been 
a factor in lowering the number of 
out-of-stock items. 


Advertising Increased 


Since the opening of the new 
store advertising has been in- 
creased. To capitalize on the pre- 
vailing interest in the very attrac- 
tive showroom, Mr. Baldwin put on 
a two-day grand opening sale and 
advertised it extensively. The pro- 
motion was primarily institutional 
and was aimed at getting people to 
come and visit the store. A few 
specials were offered as an added 
inducement and souvenirs were 
handed out as reminders of the 
occasion. 

Advertising continues to place 
emphasis on the store as a good 
place to shop for a variety of hard- 
ware store lines. Upon occasion, at- 
tention is given to specific items, 
particularly those having seasonal 
appeal. 
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We Used A 
Newspaper 
Supplement 


by Harvey E. Klunder 


Co-Owner, 
Davis-Klunder, 
Colorado Springs, Colo. 


This spring we experimented 
with the use of a four-page tab- 
loid size supplement to a_ local 
newspaper to spark our spring 
promotion. 

Previously, we had used a con- 
sumer catalog supplied by a whole- 
saler. While this had proved very 
helpful in building sales, we felt 
we should experiment with other 
promotion techniques to learn 
which was the most effective for 
our particular needs. 


Sales Increased 12 Pct. 


We feel that the newspaper sup- 
plement was very successful. 
While it is difficult to measure the 
exact effect of such advertising, 
our sales for the month in which 
the supplement appeared ran 12 
pet above the comparable month a 
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year ago when a catalog was em- 
ployed. 


Had 30,000 Circulation 


The newspaper supplement, 
which we called our Spring Bulle- 
tin, appeared as a supplement to a 
Sunday edition of the Free Press. 
Circulation of the Bulletin was 
about 30,000, including the news- 
paper circulation and subsequent 
distribution to all homes in the 
metropolitan area by house-to- 
house delivery. 

One of the advantages of the 
newspaper supplement, we feel, is 
that the items were strictly our 
own. We selected them, priced 
them and decided how much to fea- 
ture each one. 

Having our own supplement also 
eliminated the pricing problem 
that occasionally arises from the 


Report on a promotion experiment 








use of other catalogs due to our 
store being located on the fringe 
of the price circle. 

On the other hand it was quite 
a task to work up the details of 
the supplement, select suitable 
items, etc. It was a’ job that many 
dealers would probably not want to 
undertake. 


Had Wider Distribution 


We are inclined to feel that a 
wholesaler’s catalog probably has 
a longer life than our supplement, 
but offsetting this was the much 
wider distribution of the supple- 
ment for approximately the same 
cost as the catalog. 

There are advantages to both 
techniques, but as a variation from 
usual practice, we feel that there 
is much to be said for the supple- 
ment we used. 
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Partners Bill Atha, left, and Bill Austin, in the 
A & A Hardware built a mailing list of 1,000 
names to which they make periodic post card 


mailings. 


William G. Austin and William 
S. Atha spent only $1,510 when 
they moved last year from a small, 
old store to their new quarters at 
1220 Garnet St., in the Pacific 
Beach area of San Diego, Calif. 

Then to introduce their new 
store, the A & A Hardware, to their 
new neighborhood, they embarked 
upon a program of promotion that 
included the Welcome Wagon, di- 
rect mailings and radio. 

Result was that from a $52,000 





volume during the first year of op- 
eration, the partners are, in their 
second year, doing business at a 
rate of $120,000 a year. 

Key to the small investment in 
moving to a big, modern and at- 
tention-compelling stores that they 
did a lot of the work themselves, 
and rebuilt, and modernized some 
of their old store fixtures. They 
installed their own asphalt tile. 

Costs of the move were: asphalt 
tile, $350; plywood, hardware, and 


A $1,500 investment in 


fixturing a new store, coupled 
with radio and direct mail increased 


volume to $120,000 a year 


“facia” for modernizing old fix- 
tures, $50; miscellaneous materials, 
$100; material and labor for 32 ft 
of shelving and four new island dis- 
plays, $900; materials for rebuild- 
ing two island displays, $110. 

In the old location at Chula Vista, 
Calif., the store was 17 ft wide and 
70 ft long, but in the new quarters, 
the two partners have a store with 
a 50-ft front and an 80-ft depth, 
but only 58 ft of the depth is used 
for display. 
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The new store has a 50-ft full vision front and an 80-ft depth. 
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Using the basic wall fixtures 
from the old store, their bases were 
converted into reserve stock area 
by enclosing them with plywood 
doors. Then shelves were built 
above the bases. 

There is a total of 44 ft of wall 
fixtures on one side of the new 
store: 16 ft for carpenters’ tools; 
8 ft for machinists’ tools; 4 ft for 
wrenches; 8 ft for electrical goods 
and light fixtures, and 8 ft for 
plumbing fixtures and supplies. 


All Fixtures in 8-ft. Units 


All of the fixtures were built in 
8-ft units so that they could easily 
be moved, should rearrangement of 
the sections be desired. Each 8-ft 
unit also has two sets of doyble 
doors at the bottom for keeping 
reserve stock out of sight. 

The partners spent $50 for ply- 
wood and hardware to rebuild this 
wall area and for an additional 16 
ft of wall display space at the oppo- 
site side of the store in which is 
displayed builders’ hardware. 

Twenty-four feet of paint shelv- 
ing from the old store was also 
moved to the new store. Set up 
against the rear wall of the store, 
it again serves as the paint depart- 
ment. And from old lumber, a 16- 
ft rack was built for garden tools. 

The only new fixtures, built to 
match the remodeled units, are a 
32-ft wall display section and six 
modern, step-up display islands, 
each 8 ft long and 5 ft wide, two 
of which were built by the partners 
themselves. The remainder of the 
floor fixtures are refinished units 
moved from the old store. 

Once the interior of the new store 
was finished, and a 50 by 125 ft 
parking lot completed, the partners 
started promoting their business. 
To the 350 names they obtained 
(Continued on page 114) 
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Above—Three display islands, such as these, flank each side 
of the main aisle. The partners built two of them at a cost 
of $55 each. 


Below—This 32-ft wall fixture and four three-tier display 
islands were built for $900, including materials and labor. 
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REGAL 





Full vision display windows on the new Regal Lumber Co. store provide street 
traffic with an excellent view of interior displays. Large, off-street park- 
ing facilities are among the many modern shopping conveniences offered. 


This Store Is Its Own Demonstrator 


Selling hardware and builders’ supplies, the Regal 
Lumber Co. uses the merchandise it sells as 

part of the store design to show its 

application in the home 





“The finest people in the world 
pass through these doors—our cus- 
tomers,” reads the inscription over 
the front door of the newly opened 
home of the Regal Lumber Co., Inc., 
Falconer, N. Y. 

And because Fred F. Dallas, 
owner of the company, really feels 
that way about his customers, he 
planned his new store with every 


facility for serving his trade with FREI 
the utmost of ease and efficiency. ial 
The display layout was designed to 
E am 
save customer time and effort, and Ww 
to provide a high degree of self- ; 
service. els 
In addition, he turned the store yo 
into a “live” demonstration of how ter 


hardware and building materials 
can be used to best advantage to 





Builders’ hardware and tools are displayed in an attractively panelled make homes more attractive and 
section of the store. Panelling throughout the store is of different types, livable. The store itself, and its 
demonstrating the effects that can be created with it. offices, are outstanding examples 
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is the brush 


for you! 





FREE—the story of Neoceta 
—its development, its 
amazing characteristics. 
Write to the address shown 
elsewhere on this page for 
your free copy of this in- 
teresting booklet. 
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PITTSBURGH 


* made by the 
manufacturers of 
PITTSBURGH'S famous 
Gold Stripe BRUSHES 



















ITTSBURGH’S Red Stripe brushes Jook better 

. are better... sel] better! Red Stripe combines 
hogs’ bristle with scientific Neoceta bristle . . . the bristle 
designed specifically for painting. Both brjstles wear at the 
same rate... your customers’ assurance of smoother, neater, 
faster work! And remember — you can sell your non-pro- 
fessional customers Red Stripe all-Neoceta brushes with- 
out priorities. 


FOR THE ADDRESS of the Pittsburgh branch nearest you, 
write: PirTrsBURGH PLATE GLass Company, Brush Div., 
Dept. D-2, 3221 Frederick Ave., Baltimore 29, Md. 


PITTSBURGH 


Kad Stipe 


BRUSHES + PAINTS + GLASS + CHEMICALS + PLASTICS 
ae oe GLASS COMPANY 
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of the correct application of mer- 
chandise sold by the firm. 

All wall sections in the store are 
panelled differently with genuine 
Philippine mahogany, African ma- 
hogany, pre-finished birch plank- 
ing, knotty pine panels. California 
redwood, striated fir, and select 
gum plywood have all been used as 
backgrounds in various parts of 


the store. The ceiling is made up of 
various types of acoustical tile. 


One of the firm’s offices features 
a striking roof effect and has mod- 
ern siding and a Colonial entrance. 
Doors of birch and mahogany are 
in natural finish. The idea is that 
seeing the application of these ma- 
terials will help customers make 
their own selections. 

Another feature of the new store 
is its home and garden department, 
designed to meet an ever-growing 
demand for garden tools, mowers 





One of the store's important departments is its home and garden sec- 
tion, a part of which is shown. In addition to garden tools, lawn mowers 
and related merchandise are featured along with housewares. 
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and related items of merchandise, 

In the builders’ hardware depart- 
ment there is a special section for 
carpenters’ tools, featuring a tool 
bar display to emphasize the self- 
service idea. 

To introduce his new store, which 
is located just south of the old 
store’s location, Mr. Dallas added 
a new twist to the old stand-by of 
having an Open House and serving 
coffee and doughnuts. In addition 
to launching the formal opening 
with full-page newspaper ads, dur- 
ing the period of the grand open- 
ing, all of the coffee and doughnuts 
served at breakfast time by a near- 
by restaurant were served with the 
compliments of the company. 


Gifts for Children 


Another opening day promotion 
was the distribution of balloons by 
Mr. Dallas’ daughter, Deanna, to 
all children in the community. Both 
promotions returned a lot of valu- 
able publicity to the store. 

The Regal Lumber Co., while 
identified as a building supplies 
eompany, does a substantial portion 
of its volume in hardware. 

It’s slogan, used prominently in 
all promotional material, is ““Every- 
thing to Build Anything,” and 
among the principal lines handled 
are builders’ hardware, paints, car- 
penters’ tools, wallboard, sash, 
doors, glass, metal moldings, roof- 
ing, siding and lumber. 


The corner paint 
department fea- 
tures both wall 
and island dis- 
plays. Brushes 
and other paint- 
ers’ supplies are 
spotlighted on 
top of the island 
fixture. 
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For Big Business in Small Packages 
stock and display 


STANDARD DRILL SETS 





No. H45 — SHEET METAL DRILL SET. 
Five drills in plastic container. Special 
point prevents slipping, shifting 
and chatter when drilling. 






No. H14D—WOOD BORING DRILL SET. Five 
drills in each set all with % inch shank for use in 
portable electric hand drills, tempered to avoid 
damage from striking nails or screws. Packed in 
substantial box with clear plastic cover. Six sets in 
a display carton. 





Now advertised to your customers 


® Beginning in October a full page advertisement in Popular Mechanics 
magazine will tell and sell home craftsmen on the value and utility of these 
Foremost Quality drills. Your customers, home craftsmen, sheet metal 
workers, plumbers, electricians and other mechanics will see and read 
these advertisements. 

It will pay to stock and display these drill sets and many others in the 
Standard Line. 

The investment is small—shelf or counter space requirement is small— 
profits are good—customers will be pleased with these drills. 

Your distributor can give you prompt service—no need to carry a large 
inventory. Check your want list now and give your distributor’s salesman 
a starting order. 


STANDARD J00L ((0. 


New York « Detroit - Chicago + Dallas « San Francisco 








3950 CHESTER AVENUE 
CLEVELAND 14, OHIO 





THE STANDARD LINE: Drills » Reamers + Taps + Dies + Milling Cutters + End Mills + Hobs + Counterbores + Special Tools 
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Blacksmith Shop Builds Extra Sales 


(Continued from page 77) 
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Mr. Wilk, left, delivers a candle holder to a customer. 
Fireplace fixtures were made for another customer. 


forge with an electric blower, an 
anvil, an electric hammer, electric 
saws, grinders, a welding outfit, 
pipe threader and pipe cutter. 

“With a full fledged blacksmith 
shop on our hands,” said Mr. Wilk, 
“our contractor customers were 
quick to take advantage of its pos- 
sibilities . .. but not as we expected. 
Making a few tools and sharpening 
others quickly became a minor fac- 
tor. At the start, contractors asked 
us to make them some ornamental 
wrought iron things for their home. 
They explained to one of our smiths 
what they wanted, and it was made 
up.” 


Increases Customer List 


It wasn’t long before the con- 
tractors were telling their cus- 
tomers about being able to get hand 
wrought iron fixtures for their 
homes. 

“We have made many items from 
horse shoes,” said Mr. Wilk. “We 
have made lamps with horseshoe 
base, fireplace fixtures, table and 
fireplace center pieces. 

“Then came an order for wrought 
iron candle holders to be used for 
table decorations. The first one, 
made for a contractor, caused many 
of his friends to have some made.” 

Here was a fertile field with no 
competition. It was worth develop- 
ing. Since the first of the year, Mr. 
Wilk has sent out 200 letters a 
week to families living in sections 
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of the city where the income is 
better than average. 

“If you follow the current home 
magazines,” says Mr. Wilk, “you 
will see that all across the country 
early American architecture is 
coming back into vogue. This calls 
for plenty of wrought iron pieces. 
And many people building these 
homes want to design their own 
wrought iron fixtures, or have us 
make a copy of something they 
have seen. They do not want mass 
production pieces.” 

Mr Wilk has found that the re- 
production of early American 
pieces, made to order, has not in- 
terfered with the sale of factory 
made merchandise, as the specially 
made items are for customers who 
are in position, to indulge in their 
fancies and whims. 

Since the firm started its direct 
mail campaign for the blacksimth 
shop many new customers have 
been attracted to the hardware 
store. 


Shop Builds Store Trade 


Mr. Wilk observes that “90 pct of 
our blacksmith shop customers 
have become customers of our hard- 
ware store. Before receiving our 
letter, many of them never knew 
our store existed.” 

Suggesting quality and with no 
mention of price, the Wilk letter 
appeals to people who are able and 
willing to pay for special work. 
Each letter is individually typed, 
hand signed and mailed first class. 








8 is the first time many of you 
have run into me and you’re prob. 
ably penne - “Who is this guy, 
Bob Davis? . What’s he doing in a 
Black & Decker ad?” Well, the facts are 
these: My job at B&D is to pass home 
job hints along to consumers, to make 
them better customers for you .. . and, 
equally important, to help you sell 
those consumers once they’re in your 
store. I’ve operated a pretty successful 
hardware business. I cut my eye teeth 
on tools. And I’m looking forward to 
seeing more of you. 
‘ * + 


I’m glad to start off our ac- 
quaintance by recommend- 
ing the new B&D Utility No. 
44 Sander to you as a honey 
ofa hardware item! It strikes 
me that this tool gives you 
a one-two sales punch! First 
of all, you can sell it to the 
craftsman who wants a finish sander and 
knows good tools . . . by pointing out its 
many exclusive features, its easy hand- 
ling, its superb performance. And, 
secondly, you can sell it to the beginner 
. . . by emphasizing its many uses... 
and the fact that it turns out professional 
work in many jobs he wouldn’t dare 
tackle before because of a lack of skill or 
pan drudgery of hand sanding. 





Don’t overlook this beginner 
market. The guy who hag 
discovered he can handle a 
portable electric drill is a 
natural for more advanced 
tools of this type. When he comes in for 
sandpaper, go into your sales spiel on the 
No. 44 Sander! That SPECIAL IN- 
TRODUCTORY OFFER described on 
the opposite page will help catch his eye! 
‘& * * 
Let’s close this first ‘“‘column” 
with the place where consumer 
sales begin . . . the ads in 
national magazines! Next 
month, we’re advertising this 
; new No. 44 Sander in big, pow- 
erful ads in The Saturday Evening Post, 
Better ~— & Gardens, Popular Me- 
chanics, Popular Science Monthly and 
Mechanix I lustrated! So it makes good 
horse sense to have your stock of tools 
ready for the chunk of those millions 
of readers who live in your town! 


* * * 
See you next time with complete details 
on P Fall-Christmas Sales Round-Up! 
Meanwhile, if you want more dope on 
the No. 44 Sander just drop a line to: 
BOB DAVIS, The Black & Decker Mfg. 
Co., Dept. H653, Towson 4, Md. 


Blcks Deck 
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MODERN SWITCH HANDLE is located close to AUXILIARY KNOB HANDLE gives choice of UNIQUE PAPER HOLDER stays open when 
ing for better control, less operator three positions for ease in sanding close to attaching or detaching - No “tools’’ re- 


fatigue. Instant-release trigger switch. obstructions, more comfortable right or left quired. Facilitates quick change of grits for 


hand operation. progressive finishing. 


HIS smooth-operating, new B&D Utility No. 44 
SPECIAL INTRODUCTORY OFFER! Sander has everything needed for closing sales! 
a Its orbital motion insures a satin-smooth finish 
To help you properly merchandise this new No. 44 Sander for greater every time. It’s ten times faster than hand sanding 
profits in your store, we’re epeoeucing & with a special introductor on any material. It weighs only 6% lbs., is easy to 
—" outlined below. Ask your Distributor or write us for fi use, helps even a beginner do a professional job. Ask 
@ Two Black & Decker your B&D Utility Distributor for full details or 
Utility No. 44 Electric write to: THE BLack & DeckEeR Mra. Co., Dept. 
ers. 
@ Eye-catching display H653, Towson 4, Md. 
stand that bespeaks real 
quality. 
@ A reversible display 
back piece—one side for 
Christmas—the other for 
early fall and year-round 


use. 

@ 6 packa (12 sheets 
each) of Electro-Coated 
Aluminum Oxide Abra- 
sive Paper in coarse, 
medium and fine grits for 
profitable “‘razor blade”’ 
sales. 
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There are good reasons 
why Kleins are the top 
choice in pliers— 

e Kleins are designed 
right—to fit the hand 
perfectly—to shear 
through tough wire 
with ease—to stay sharp! 
e Kleinsare made right 
—of finest steel—pre- 
cision fitted—each pair 
individually tested! 

e And Klein has the 
widest selection for 
standard or specialized | 
service. | 
Make Klein Pliers your | 
choice—tops in quality | 
“Since 1857.” 







































Write for your 
free copy of the |= 
Klein Pocket | im 
Tool Guide | 

Today! 


ASK YOUR SUPPLIER 
Foreign Distributor: 
International Standard 
Electric Corp., New York 


aus K LEINS& 


CHICAGO 18 iLl 
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Anniversary Sale Attracts Tool Prospects 
(Continued from page 82) 





Giftware and utility housewares section. Only easily 
pilfered or easily damaged items get enclosed display. 


an angle front, full basement, as- 
phalt tile floor and cost about $45,- 
000 to construct. 

The Lang family has been in the 
hardware business in the Cicero 
area for more than 25 years. In the 
first year of operation of his new 
store Mr. Lang obtained a 25 pet 
increase in volume. He says, “Trai- 
fic is much heavier. We know that 
a new store with plenty of well dis- 
played merchandise will draw more 
business.” 


ments on power tools, several thou- 
sand of them being distributed at 
the store. 

“Most merchandise sold to indus- 
trial accounts is billed monthly. We 
like this because these billings con- 
stitute additional advertising for 
us. Monthly billings speed the ac- 
tual purchase and delivery of items 
for industrial users and establish 
us as a regular source of supply, to 
be considered on many purchases.” 

The new store, 30 by 110 ft., has 





Dealer's Billboard Features Power Mower 





This attractive four-color billboard catches the eyes of motorists 
for G. E. Meyer & Sons, Inc., South Bend, Ind., hardware dealers. 
Located on heavily traveled U. S. 31, South of Niles, Mich., the board 

features power mowers, garden tractors and other lawn needs. 
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NO. 1 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 








THE L. S. STARRETT COMPANY oe 
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Mechanics who want the best quickly 
recognize the advantages of Starrett 
Satin Chrome Micrometers with 
Friction Thimble. The improved 
friction control built right into the 
thimble permits easy, one-hand op- 
eration of the micrometer ... insures 
uniform contact pressure on every 


Starrett 


“ate 


YY 





SALES LEADS 


SINCE 1880 WORLD'S GREATEST TOOLMAKERS 


FRICTION THIMBLE FEATURE BOOSTS 
SALES OF STARRETT MICROMETERS 





measurement. Friction Thimble puts 
the friction stop mechanism “right 
under your thumb” where it’s easy 
to reach, easy to use. Don’t fail to 
demonstrate the advantages of Fric- 
tion Thimble when you are counting 
off the 12 big features of Starrett 


Satin Chrome Micrometers. 








ll 


“Small tools with big 
sales possibilities 


Aircraft and electronic instrument 
mechanics, model makers, watch 
and instrument repairmen, office ma- 
chine servicemen, jewelers, opticians 
and other craftsmen doing fine work 
rate Starrett Precision Screwdrivers 
No. 555 and Starrett Pin Vises No. 
240 absolutely tops in their class. 
We are featuring these small tools in 


HARDWARE AGE, AUGUST 21, 1952 


The Saturday Evening Post, Popular 
Mechanics, Popular Science and Me- 
chanix Illustrated over the next few 
months. Cash in on this promotion. 
Display them and talk them up... 
over the counter and on sales calls. 





INDUSTRIAL 
DISTRIBUTOR 





A bigger boost for 
Starrett Distributors 


Alwaysa big feature of every Starrett 








SOO 


MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS + DIAL INDICATORS 
STEEL TAPES + PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 








ATHOL, MASS., U. 





The STARRETT name 
helps build Hack and 
Band business 


Because the men who buy tools in 
industrial plants are often the same 
men who buy hacksaws, band saws 
and band knives, you have a double 
opportunity to capitalize on the 
Starrett name and reputation for 
quality. These men know Starrett 
tools as the finest they can buy. It’s 
easy to convince them that Starrett 
blades and bands are also the finest. 
Stocking the complete line which in- 
cludes hacksaws of every type for 
cutting metal by hand or machine, 
band saws for cutting metal, wood, 
plastics, etc.; and band knives for 
cutting all soft or fibrous materials 
means you are always prepared for 


sales opportunities. 





advertisement, the message “Buy 
Through Your Distributor” now 
gets even more prominence and ef- 
fectiveness. More than 90 million 
Starrett advertising messages ad- 
dressed to your customers and pros- 
pects will carry this new seal during 





the next twelve months. 
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A Promotion for New Customers 





VLCHEK 


BOURS GEISER'S TERRACE HARDWARE 
9 A.M. til 8 P.M. 
Sat. - til 6 P.M. eae 
Sun. < 10 Ale 

til 2 P.M. 








Mountlake Terrace Shopping Centér 





Dear Homeowners 


We, at’ Geiser's Hardware welcome you to your new home in the "Terrace", 
We honestly feel that you've made a wise choice im a pleasant and practics] 
future. May we help you in every way possible te mke living easier for you. 


Asphalt Tile Floors require special treatment. Be sure that 
whatever and wherever you buy cleaners and waxes, they are 
especially made for Aéphalt Tile, We highly recommend Beacon 
Quick Glass Wax and have a FREE sample for you at your request, 
Bruce products are also very good. 





Your septic tank is designed to give you years of trouble-free 
SEPTIC service. However, bleaches, cigarettes and excessive grease 
TANK should be otherwise disposed of, A monthly application of 
Sani-Septo will assure you perfoct service. (6 applications 
Tor 97%. 


A lot of home buyers in Mountlake Terrace face the immediate 


PAINT job of painting. We fecl confident that our oxperience will 
save you greatly in both work and expenses - and who isn't 
interosted in saving those elusivo items? 

In lawn planting also, wo have the knowledge to advise you - 

LAWNS the equipment to loan you, and the best deal in town on seed, 


If you prefer, we can install your lawn or sell you the mater- 
ial on F.H.A. terms. 


Our housewares department is stocked with you in mind - from 
mail box to show ourtains, You'll find our prices right. 


Sincerely, 


OouPrpoNm ) 


The emplayecs and management of GEISER'S TERRACE HARDWARE wish to welcome you to 
Kountlake Terrace and congratulate you on a wise choice in home selection. 











Please accept our HOUSE WARMING GIFT; A set of Brass House Numbers on a Plaque, 
FREE OF CHARGE, upon presentation of this 
coupon, 

GEISER'S TERRACE HARDMARS Your Name 

20222 Ballinger Road 

gu 1212 Address 

Date 














Geiser's letter-size mimeographed circular 
sent to new homeowners. 
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F same opening on both ends e Of alloy steel 


In sets, too, of 3, 6, and 11. 





TO SHOW ‘EM IS TO SELL ‘EM 


THE VLCHEK TOOL COMPANY © 3001 East 87th Street © Cleveland 4, Ohie 









A “house warming” promotion 
specifically designed to attract new 
home owners to his place of busi- 
ness has been developed with con- 
tinuing success by Gilbert H. 
Geiser of Geiser’s Terrace Hard- 
ware, Seattle, Wash. 


The store, located in the Mount- 
lake Terrace district, a rapidly ex- 
panding suburb, north of the city, 
has an exceptionally good op- 
portunity for reaching the new 
arrivals. 

By arrangement with the build- 
ing contractor in the area, Geiser’s 
Terrace Hardware gives each new 
home buyer a coupon which entitles 
him to a free set of brass house 
numbers mounted on a plaque. All 
the new owner need do is to fill out 
the coupon with his name and ad- 
dress and present it at the store in 
person. And all it costs the Geiser 
store for the gift is $1.10. 


Of course each coupon is at the 


bottom of a mimeographed adver- 
tising circular which plays up sup- 
plies all new home owners need. 
This invariably results in a sale, 
and where it does, Geiser’s has 
made that good first impression. 


HARDWARE HUMOR 
By Hardware Age 











Put tin cups 
in the want book." 


"Johnson! 
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Now! A SK/L Home Shop 6’Saw 
priced to outsell competition 


MODEL 516 





Extra Power, All Features, 
Famed SKIL Quality... 
A Sure Sales-Maker! 








A TREMENDOUS "KICK-OFF’ 
FOR THE SKIL FALL CAMPAIGN: 


You've asked for it. You've waited for it. 
Here it is, a great saw value that promises 
immediate sales and big volume in your store! 
It’s the opening gun in the SKIL Fall Cam- 
paign to build more power tool sales for you! 

Not a feature has been left out, yet here is 
@ Depth of Cut @ Sighting Window the lowest saw price in SKILSAW history. 

Adjustment @ Cuts Up to 2” Dressed And here is SKIL quality, SKIL acceptance, 

in a saw that gives you the edge over all com- 
@ Blade Guard Lumber petition, a saw that carries the nationally 
@ Takes All SKIL Saw Accessories advertised SKIL name. 

Get set for more saw business than you've 
ever seen. We're opening a new market for 
you. Get complete information from your 
wholesaler and place your order now! 


Cortact Your SKIL Wholesaler 


SKIL Products are made only by SKILSAW, Inc., 5033 Elston Avenue, Chicago 30, Illinois 
Skilsaw Factory Branches in 34 Principal Cities ¢ In Canada: Skiltools, Ltd. © 3601 Dundas Street West, Toronto 9, Ontario 


All the features your customers expect! 


@ Bevel Adjustment @ Safety Switch 
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Small Store 











Builds Big Basement Business 


When you first see the main floor 
display room of the North Chicago 
Hardware Co. store at 1710 Sheri- 
dan Rd. in North Chicago, IIl., it 
appears to be a small store. The 
street floor is but 25 by 70 ft. 

However, there’s a big volume in 
the firm’s basement display rooms 
which include the basement of the 
structure at 1710 as well as base- 
ments under three adjoining stores. 
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When this dealer could not acquire additional 
street level space, he took over basements 

of adjoining stores. Attractive layouts and good 
stocks in colorful display attract women 


According to R. Courtney, the 
firm needed larger space but was 
unable to obtain it. The solution 
was rental of three adjoining base- 
ments and good use of paint and 
other decorative effects to make 
them attractive places in which 
women would like to shop. 

A sizable gift and appliance de- 
partment and a special toy and 
wheel goods department are fea- 


tures of the basement stores. A 
first floor neon sign calls attention 
to the basement sections and local 
shoppers are now quite accustomed 
to shopping in the extensive de- 
partments there. 

Wallboard siding and ceiling and 
colorful wallpaper on the sidewalls 
give the place an inviting appear- 
ance. 

Mr. Courtney makes effective us: 


Section of the 
basement _ gift- 
wares _ display 
room. Note wall- 
paper covering 
on wall in back- 
ground. 
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| hed Steel Top Wood 
hisel. Sharp ground 
edges. 


Retail 30¢ each. 






#839 Wood 
Chisel. Un- 
breakable am- 
ber handle. Fuil 
bevel edges. 


Retail 55¢ each. 






#1228 Recessed 
Head Screw 
Driver. Hardwood 
Cherry red handle. 


Retail 30¢ each. 


| WRITE TODAY FOR COMPLETE CATALOG 
DEALERS! AND NAME OF NEAREST JOBBER. 
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#25 Socket Chisel 
Handle. Unbreok- 
able amber. 


Retail 40¢ each. 







#985 Scratch Awl. 
Unbreakable amber 
handle. Heavy biade. 


Retail 30¢ each. 





SEE US AT THE 


N. Y. SHOW 


BOOTHS 251, 252 


* 


2 


FOR ALL 6100 MECHANICS 


#522 Deluxe Assortment of 
12 screw drivers. Every 
driver branded and guaran- 
eed. Retail from 25¢ to 70¢ 





@X877 Assortment of 24 
screw drivers. Tool steel 


a Retail 10¢ to 40¢ 












VENTED 
CIRCULATORS 


The New Royal 75,000 
BTU Circulator in the 
NEW RIBBED MAHOGANY 
BAKED ENAMEL FINISH 


Four new sizes of Royal Vented Cir- 
culators 30,000; 35,000; 50,000 and 
75,000 BTU non-radiant models have 
been added to this popular trouble- 
free and fast-selling line. 

NOW, Royal has a complete range 
of sizes: 20, 30, 35, 40, 50, 60 and 
75 thousand BTU. 40 and 60 thousand 
BTU models available with radiants. 


Write for folder and price list 


PERMANENT DISPLAY 
SPACE 1119-A 
MERCHANDISE MART, CHICAGO 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


QUALITY... SINCE 1891 
CHATTANOOGA 6, TENNESSEE 


MANUFACTURERS OF: ROYAL CHEF GRILLS, GAS 
SPACE HEATERS, VENTED AND UNVENTED, 
VENTED WALL HEATERS, GAS LOGS, RANGE 
CONVERSION BURNERS, FIREPLACE FURNISHINGS 
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Electric housewares get attractive display on this wall area. 


of various sizes and types of tables 
in the gift department, on which 
he displays pottery, glassware, 
electric housewares and other gift- 
wares. Tables are of different 
heights and some have colorful 
covers and skirts, their variety add- 
ing much to the department’s ap- 
peal. The floor is painted a deep 
red and its aisles, separating the 
gift and appliance sections are 
covered with black rubber matting. 

Wall displays are on wooden 
shelving which is placed at vary- 
ing levels. 

The right side of two basement 
rooms is devoted to an extensive 
showing of appliances. There is a 
model kitchen, a number of refrig- 


erators, ranges, washers and a 
variety of small and large storage 
cabinets. Placement of these two 
sections near each other helps make 
many extra sales in both depart- 
ments. 

The firm’s TV displays are in the 
basement. Although appliance and 
TV customers are offered complete 
service on merchandise purchased 
from the store, some of the work is 
turned over to an outside shop. 
About 75 pct of the service work is 
handled in the store by the com- 
pany’s service man, a skilled 
worker who is there afternoons, 
evenings and Saturdays. 

“Our service arrangement is 

(Continued on page 107) 


Good lighting, red floor covering and pepe 


walls make this section inviting and co 


orful. 
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Arthur Godfrey says: 
— THOSE DIRT-CLOGGED 
FURNACE FILTERS 
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’ For a cleaner, warmer house. . replace 


Cc U sto m e r f Aes a ; 2 — furnace filters 
reminders 


Fora 
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3 7 _ 
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The Handy Man 
Godfrey says 


it costs you less 

to change 
filters twice 4 

year than to forget 


h.. to get 


MORE of the comforts 
of Home... 


them even once! 
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Basement cash register and wrapping table are under signs 
directing traffic to the store's 52 week toy department. 


functioning very well,” reports Mr. 
Courtney, “and it is only occa- 
sionaliy that we have to send a 
large repair job elsewhere. Our cus- 
tomers like the fact that we handle 
most of our own service.” 

A third and fourth basement 
store division is devoted to an ex- 
tensive showing of toys, wheel 
goods and oil space heaters. Despite 
the fact that the toy section is a 
long distance from the basement 
entrance, a large toy sign in the 
giftwares area pulls traffic to the 
toy displays. Many customers know 
that the store has a basement toy 
section, open all year around, and 


go there regularly for toys for va- 
rious occasions. 

The fact that customers must 
walk down the stairs at the rear 
of the first floor area to get to the 
basement store, does not deter 
them, explains Mr. Courtney. Once 
they have visited the colorful base- 
ment and have seen the wide va- 
riety of merchandise there, they 
like to browse about inspecting the 
merchandise. 

The relative quietness of the 
basement area is helpful in selling 
items such as television sets, model 
kitchens, and other appliances, 
which require complete sales pres- 
entations, 





Uses Live Signs 


~— gga 
A 
v 
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In addition to listing all the merchandise classifications that can be 
found in its basement department, the Jackson Hardware, Newark, 
Del., attaches samples of some of the items to the sign itself. The stair 
well is also used to display basement lines such as small housewares. 
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SELL WINDOWS 
IN ROLLS 


Now, a completely 
new 5-roll mere 
chandising display 
that moves Sol-Q-e 
Lite Window Ma 
terials off the floog 
into customers’ 
hands in a hurry. 
Colorful, compact 
and designed to 
attract prospective 
customers. Fits 
right into your 
plans forother prod- 
uct displays. Prome 
inently shows 
names of products 
and their many 
uses. A special 
dealer plan brings 
you this handsome 
merchandising 
equipment. 


winbOw 
ASTERIALS 





New colar. 


individual 
sales tre 
mendously, 
Highly com- 
petitive. $9 
price. 

SEE YOUR JOBBER OR WRITE DIRECT 


FOR FREE DEALER PROFIT PLAN 


SOL-O-LITE 


MANUFACTURING COMPANY 
4303A W. North Ave., Chicago 39, Illinois 








00 COMPLETE 
ENSEMBLE 


reed 
arnt 


rrecsasaaaastiet 
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CURTAIN SCREEN 
FIRE TOOLS and GRATE 


ORDER IMMEDIATELY! 











Want to Sell More Power Tools? 


Start a Club 





Coast Hardware Co., Studio City, Cal., has boosted 
its sales of power tools and equipment by 





One way to keep a sales thumb 
on former buyers of power tools 
and parts, and to cultivate new 
ones, is the type of homeworkshop 
club organized by Frank Koenen of 
Coast Hardware, Studio City, Cal. 

After seeing his power tool man- 
ager, Bob Setterlund, sell more 
than 100 power-driven tools in a 
six-month period, last year, Frank 
Koenen decided it would be a good 
idea to get all the district’s wood- 


sponsoring homeworkshop group 


working amateurs together for 
educational purposes. 

The thought that such gather- 
ings might also be good for the 
store’s power tool department was 
not an incidental consideration. 

In just three months time the 
newly-organized Valley Shopsmith 
Club, sponsored by the hardware 
store, increased its active member- 
ship from 35 to 135. 

A simple approach was used to 


get the club started. Sixty persons 
who had bought Shopsmiths, and 
other power tools, from the store 
during 1951 received a_ personal 
letter from Mr. Koenen. He in- 
vited them to appear at an upstairs 
meeting room in one of the town’s 
office buildings. To the 36 people 
who came Mr. Koenen outlined his 
plans to start a backyard tool club. 

Mr. Koenen made it clear that 
the management of the club would 





Members of the Valley Shopsmith Club at a typical meeting in a member's 





garage, watch a demonstration by Ken Wooley, manufacturer's representative. 
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WEW STANLEY ‘SALESMAKER 


saves time and space... es 
helps you make more profit 
on sales of STANLEY DRIVERS 








Check These “Self-Selling” Features_ 


SHOWS MORE—SELLS MORE FOR a SROUNE 


—A complete Driver department in less than 4 

sq. ft.— boosts impulse sales, saves valuable bin 

space. Stands 30” high and 19” wide. Displays 
_ @ carefully selected stock of most-wanted Stanley 
* and Defiance Drivers. 





VERSATILE “SALESMAN” 


—Sells on sight from your wall or counter. 
Sturdy easel back. Rugged design for a long 
profitable selling life. There's no doubt about this 
new Merchandiser holding its own .. . in stock 





fe and sales, 
SAVES TIME Put these new sales tools to 
ahi cn rena Foto gigal work for you now... . and turn 
rest cine ich daeren gee te aa in more Screw Driver profit! 





SIMPLIFIES HOUSEKEEPING as Yom oon 


——mokes re-ordering easy. There's a spot 
for every driver—stock is always in place, 
















UNIT No. 2 


look heck (illustrated) Carefully chosen selection of 82 Stanley and 
nect. You can stock at a glance, $ 3 95 Defiance Drivers—wood and plastic handled. A 
And costly pilferage is minimized. 5 LIST complete stock for every need in 3 price ranges. 


48 Drivers — 4° — 6° Unit No. 2 includes— 



















22 Drivers — 3° — 8° 
9 Phillips Drivers in pop- Your profit in $18. 10 
UNIT No. 1 Balanced assortment of 80 top quality viar 1 & 2 point sizes one stock turn — 
Stanley and Defiance Drivers in two price 3 Stubby Drivers 
$ 59 50 — ronges. All Drivers have tough plastic handles 
© to withstand continved hoard use—will not 





THE TOOL BOX OF THE WORLD 


[ STANLEY ] 


Reg. U.S. Pat. Off. 
Stanley Tools, New Britain, Conn. HARDWARE © TOOLS e ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 


30 Drivers — 4° — 6’ conduct electricity or sock up oil or water. 
20 Drivers — 3° — 8” Unit 1 includes— 













21 Philips Drivers in pop- 
GS gcutdee Your profit in $19. 85 
9 Special Purpose Drivers one stock turn — 
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Now BRAZED 


for extra-tight 
sealing! 


MODEL 87 qt., 
88 pt 


polished brass, 
all ports brazed, 
fully shielded, 
self-cleaning 
needle, pistol- 
grip handle, 
bottom fill 


MODEL 200 qt., 
199 pt. 

All parts brazed, 
simplified pump, 
safety valve lock, 
functional tank 
design, top fill 
—available 
polished brass 
or steel (200 s) 


Here’s another BERNZ 
improvement to make 
these blow torches 
sell faster than ever! 


Now, every part is brazed. No solder 
is used anywhere. Thus making these 
torches exceptionally leak-proof. 
What's more, this new Bernz brazing 
process adds to the looks of the torch— 
gives it an overall smooth appearance 
. «. another important selling point. 
Improvements like this, together with 
functional design, pistol grip handles, 
and many other unique features have 
been developed through more than 75 
years of leadership in the torch field. 
They are the reasons why it will always 
pay you to stock the complete Bernz 
line. Write today for full information. 


Hluays Reliable” 
OTTO BERNZ CO., INC. 


280 LYELL AVE., ROCHESTER 6, N. Y 


A club member visits the store to investigate a sanding 
attachment, following a club demonstration. 


be completely in the hands of the 
members but that as a working 


| member, the store would put its 
| weight behind the club to promote 
| its growth. The store would assist 
| in obtaining professional help for 
| talks and demonstrations. It would 


also seek memberships and handle 


| publicity. 


Got the Ball Rolling 


“All we wanted to do,” says Mr. 


| Koenen, “was to get the ball roll- 
| ing. After a spontaneous show of 


interest by those who attended the 


| first session, we ran classified ads 


~paannrr? 


te 


# 
: 


ag ee 


in the five newspapers that covered 
a radius of about 40 miles. 

“The ads asked: ‘Do you want to 
join a Shopsmith Club?’ If so, the 
hobbyists were requested to write 
to Coast Hardware for information, 
or to appear at the initial club 
meeting in member Buford Oeland’s 
garage.” 

While the classified ad drive for 
members was going on, Coast Hard- 
ware set out to make the news col- 
umns with their club, as a civic eii- 
terprise. Since the club was a new 
idea in that area, Mr. Koenen called 
on the city desks of each of the 


A tool cabinet built by a club member is featured in a window. 
A card explains that orders for the chest are taken by the store. 
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Gleam My teanly for lhe. Modern Kilchen 


Smiles of pride too for oractical homemakers who appre 

ciate the step-saving conveniences of ample cabinets at 

their finger tips. 

The art of housekeeping becomes a pleasurable inter- 

| lude when you remove the drudgery of work 
: The beautiful, lustrous chromium-plated cabinet hard 
ware here illustrated was designed and created by 
National. Cabinet doors and drawers function with smooth 
care-tree precision day after day when you install this 
gleaming hardware. The brilliant jewel-like finishes pro- 
vide just the proper beauty touch to every kitchen. 








No. 460R 
Ornamental 
Hinge 





No. 216 
Round Knob 


Pull — in 
— No. 460A 
Semi-Concealed 
No. 107 Drawer Pull Hinge 


VILA MANUFACTURING COMPANY :- Sterling, illinois 
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You can't 
handle a better 
line of bolts 


HERE’S WHY. ..1. Circle © bolts are 
made from high quality selected steel by 
the most modern methods and machines. 
2. Circle ® bolts are packed in clearly- 
labeled, sturdy corrugated board con- 
tainers that simplify your handling and 
stocking. 3. Circle ® bolts are concisely 
cataloged in a useable book that makes 
specifying and ordering easier, faster and 
more efficient. In addition, this complete 
line of quality fasteners, with all the 

plus features, is no high- 
er than ordinary 
bolts alone. 

















































local papers for news stories about 
the club. 

In the meantime, Bob Setterlund, 
in the power tool department, was 
delegated to a window poster and 
display campaign. The store spent 
$30 for painted and printed mate- 
rials, and large window cards called 
on passersby to “Join the Valley 
Shopsmith Club!” Details about 
the club, on store letterheads, were 
pasted on the windows. 


An Effective Display 


Bob. Setterlund’s window display 
proved to be one of the most effec- 
tive that the store had ever used on 
power tools. 

Passersby saw a large stage box 
with a dark purple background in 
the middle of the window. Inside 
was a fully equipped Shopsmith 
with colored ribbons pointing to 
the five basic tool units. This was 
the focal point of the display. Sin- 
gle-purpose tools were displayed at 
the side. The foreground of the 
display was built up of tool attach- 
ments and accessories. 

With all the intensive prepara- 
tions for two weeks, there were 
only 20 people at the first meeting 
but by the next meeting the num- 
ber jumped to more than 50. Be- 
cause of the size of the group and 
the interest it was decided to hold 
meetings bi-weekly instead of 
monthly as previously planned. 

Three days before each meeting 





Coast Hardware mails out a re- wit 
minder card to members. Frank 
Koenen also puts out a regular bul- pa 
letin which reports the club’s ac- sto 
4 tivities. 
Lectures a Feature Ca 
ey The first six meetings were fea- yo 
—~ tured by lectures by Ken Wooley, am 


BUFFALO 














Shopsmith’s southern California 
representative, who devoted one 
talk and demonstration to the fol- 
lowing subjects—the drill press, 
circular saw, lathe, disc sander, 


slit 


ch 


BOLT COM P A RY horizontal drill press, and the vari- fo 
=? ‘ > ous accessories. All the demonstra- 
Division of Buffalo-Eclipse Corporation tions were made on tools owned by 
North Tonawanda, N. Y. members. 
Sales Offices in Principal Cities Window promotions have been 
used extensively to develop the club 
eee ene eee and power tool sales. Bob Setter- Chain f 


BOLTS ¢ NUTS « RIVETS AND SPECIAL FASTENERS 





lund has devoted six special win- 
dow displays to power tools since 


the club was started. 

Last Christmas the club under- 
took a project to provide wooden 
toys for underprivileged children 
in its area. 





NUMBER 51 identifies the latest 
catalog available. If you don’t 
have a copy, we'll gladly send you 
One upon request. 
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CHAIN sales are more profitable 
with the Campbell line because it is 
packaged for profit and easier to 
stock, display and sell. 





Campbell is the one source for all 
your chain needs—from dog leads 
to log chain, from tie-out chain to ante 





p Modern mer. 


° ° . easy. 
sling chains, from sash chain to an- ™e Popular chain. “%° Shain cutter 
’ ‘ tia °Ss0rtment of na With i 
chor chain—chain for every need, a r choice, | 








for every purpose. J 
Ask your wholesaler or write direct for complete invormation. 
Chain for everyneed... INDUSTRIAL... MARINE... FARM... AUTOMOTIVE a 






CAMPBELL CHAIN (Comsauy 


MAIN OFFICE ~YORK, PA. « Factories —York, Pa., and West Burlington, lowa 


MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 
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Returns Big Volume 
(Continued from page 89) 
from registrations at their grand 
opening, they have added 650 addi- 
tional ones in the past 15 months. 
These were obtained through use 
, of the Welcome Wagon Service. 
r Periodic mailings of post cards 
are made to these names, and in ad- 
To Serve You Better... There % | | dition, the store cooperates with 
| four non-competitive merchants in 
Pacific Beach in a five-day-a-week, 
15-minute radio program broadcast 
at 9 every morning. 

Called “Pacific Beach Party 
Line,” it combines music with com- 
mercials. The store name is men- 
tioned in every program, and once 
every five days, A & A Hardware 
gets a big play on the radio pro- 
gram. Since a paint manufacturer 
pays half the cost, the expense to 
the store is $11.90 every 10 days. 

It is by those two promotions— 
radio and direct mail—coupled with 
their new, modern display oppor- 
tunities that the A & A Hardware 
has grown from a $52,000 volume 
business to one that is in the $100,- 
000 a year class. 












. ROUND CALIFORNIA CHAIN CO. 
$0. SAN FRANCISCO 












Ads Boost Rentals 


Simple copy, like this, helps Mil- 
ton Hardware & Furniture Co. of 
Milton, Del., to keep its sander and 
edger out of the store most of the 

ablished 84. — €d the nationwide time, reports L. A. Darby, presi 
Rouadae nizat sa an 1936. Under the manage- dent of the company. With users 
ment of Willis }. Keenan, who has been a Round of these two items making two 
Chain man for 15 years, Woodhouse now offers visits to the store, incident to pick- 
a complete line of welded and weldless chain, up and return, considerable traffic 
slings, chain hoists, electric hoists and trolleys is created. These rental customers 
to the important Middle Atlantic market. Sold buy items used with the machines 


W. 5. KEENAN exclusively through distributors and wholesalers. as well as other merchandise 
bought on impulse. 


FOR RENT 


Now is a good time to ROLL 
‘THAT LAWN... Lawn Roller for 
‘rent. $1.00 per day. Milton Hard- 

ware & Furniture Co. Phone Mil- 
ton 5711. 

FOR RENT: Sander and Edger. 
Milton Hardware & Furniture Co. 
‘Phone Milton 5711. 

FOR RENT: Typerwriters: By 
day, week, or month. All type- 

Towncrier, Milton, Dei. 


FOR RENT: Floor Polisher. 50c SS 
day. Milton Hardware & Fur- 






% 


























IN COMPANIES | 
K = 


) - \ ——__ diture Co. Phone Milton 5711. 
= MISCELLANEOUS | | e's 
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END CONFUSION 


IN YOUR 
PARTS DEPARTMENT 


.. with CRESCENT’S NEW “IDENTIFIED” 
PARTS PACKAGES! 


@ End forever trying to sort wrench parts out of drawers or boxes. 
Keep them separated from each other by ordering your Crescent 
and Crestoloy wrench parts in these new easy-to-identify boxes. 
End all doubt when filling orders. 

Each box contains twelve jaws or knurls with the size plainly 
indicated on a brown band for Crescent “A” style wrenches and 
$ a silver band for Crestoloy ““AC’’ wrenches. 

i Starting at once, all orders for Crescent and Crest- 
¢. y 4 . oloy jaws and knurls from four to twelve inch 
mores WLS Fo Le 


sizes will be shipped in these new “Identified”’ parts 
‘Sowa 























packages. Order from your jobber. 


























os 
i 
i — 
. 
ot 
it 
e 
Pr 
ae hd ek ak a 


| 
r 









ou 
: 3 z 
v4 
vy 


a 
* 
Yr 
- 
oe 
7 
TSS VS e Ves 


SHUSAN 


Sign of lhe 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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HERE’S WHY 


heoll 


SCREWS, BOLTS, NUTS 
ARE Guns EASIER TO MOVE 


J e ° 
Easier to identify see how the tabet 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


Easier to handle preon products are 
packed in sturdy boxes that won’t “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


- 
Easier fo get Prompt, reliable deliv. 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


* 
Easier to sell Pheoll products are 
money makers because they’re easy to sell. 
They’re fast movers. They repeat because they’re 
made to build your business. Our reputation is 


Sau Serows 

are Head S 

$ perry Set mo 

Socket fens ne, *mech UTS 

*Thumb Screws oo Semi-Fin ~ 1 
Wing Nuts ~~" 

Cap Nuts—Brass 

Knurled Nuts—Brass . 


tSlotted ind Phj 
*Stee/ ond actities Recessed Heads 


RODS 
*Threaded Rods 


SCREWS @ BOLTS © NUTS & 
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Letters to the Editor 





Commendation 
Dear Editor: 
Two weeks ago a customer re- 


| turned for credit two defective 


draw pulls. These were returned 
to the McKinney Mfg. Co., asking 
for a replacement. 

We are attaching a letter re- 
ceived from McKinney with a very 
prompt settlement of our request. 
The attitude of this company in 


| making such prompt settlement is 


commendable and should be brought 


| to the attention of the hardware 





| New York 


trade. 
Yours truly, 
Joseph Schulman 
Orange County Paint 
& Hardware Co., 
Middletown, N. Y. 

Editor’s Note—The letter from 
McKinney Mfg. Co. to Dealer 
Schulman follows: 

Dear Mr. Schulman: 

We thank you for the two pulls 
which you returned to us. Despite 
the careful inspection we give 
them, a defective pull occasionally 
slips through because the human 
element is always present. We are 
immediately replacing the pulls you 
returned. 

Yours truly, 
McKinney Mfg. Co., 
Pittsburgh, Pa. 





Thank You! 


Dear Sir: 

The Hardware Age Catalog and 
Directory Issue arrived on schedule. 

It created very favorable com- 
ment from the department heads 
concerned with hardware and tool 
requirements. 

This is a tribute to the Catalog 
Issue since the Naval Activity Li- 
brary probably has the largest li- 
brary of directories in the city. 

F. A. Kissner 





| Old Hardware Idea 


Dear Sir: 

The “Old Hardware” pictures in 
the June 12 issue brought two 
thoughts to mind. One idea would 
be to use a blow-up picture suitable 
for a window display and the other 


would be to use something like this 
without identifying names as the 
basis of a contest. Would appreci- 
ate your making any suggestions 
along this line and giving some 
idea of what the cost of such mate- 
rial might be. 
Very truly yours, 
R. A. Wangrin 

Liberty Hardware 
Liberty Center, Ohio 

Editor’s Note: Would other read- 
ers be interested in the material 
suggested by Mr. Wangrin? 





Reader in Finland 


Dear Sir: 

We are regular subscribers to 
your magazine. We have had it, we 
think, now for a good deal more 
than 30 years, with only wars in- 
terrupting this. 

The writer remembers with a 
great deal of interest having read 
a series of articles written by 
Saunders Norvell about the hard- 
ware trade when he was young. 
I wonder if these excellent articles 
can be obtained in book form. If 
so, I would be very glad to buy a 
copy. 

When these articles appeared in 
your magazine, the writer was also 
fairly young and he remembers 
vividly with what lively interest 
he looked forward to the copies of 
your magazine at that time. 

Yours faithfully, 
Peter Starckjohann 
O. Y. Starckjohann & Co. 
Helsingfors, 
Finland. 





Editor’s Note: While these ar- 
ticles were not printed in book 
form, Mr. Norvell did write a most 
engaging book on hardware et 
titled “40 Years of Hardware.” 
This book, which was published by 
HARDWARE AGE, has long been out 
of print. Any reader having a copy 
and willing to sell it, please write 
the Editor, who will pass this infor- 
mation along to Mr. Starckjohann. 





Pretty, But Useless 


Dear Editor: 

I agree completely with your edi- 
torial “Pretty Girls and New Prod- 
ucts” on page 8 of the May 29 issue, 
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NATIONAL Metal and Felt 
DOOR SWEEPS 


deal more 
wars in- 


Every home needs effective 

door bottom sweeps on 

every door. National’s is 

Ss young. the sweep you can tell 

t articles / \ = your customers eliminates 

form. If . / \ underdoor draughts that 
bring cold and dirt. 


Packaged To Sell Themselves 


Made of high grade, 26 gauge metal 

(brass, brass-coated steel or alum- 

inum) and tough, durable felt. In- 
dividually packaged in card- 
board containers complete 
with screws for easy display, 
quick sale. 


Available out of stock in four lengthe— 
32, 36, 42 and 48 inches. 


NATIONAL METAL 
PRODUCTS COMPANY [iiebiaebiieda 


~~ 


* Zinc and Bronze Weatherstripping 
* Stompings * Bronze and * Aluminum Awnings 
Aluminum Thresholds * Zinc Products 
* Window Guard Units * Quonset Hut Windew 
* Special Rolled for Mobile Machine Units 
Mouldings Shop * Industrial Polishing 





* Metal Frame Screens 


ur edi- 
Prod- 
issue, 
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YOU'LL FIND SALES IN 





There’s a place for Shelby 
Closet Hanger Bars in 
every clothes closet 








They telescope to exactly fit 
any space. The large tubing and 
wall flange are spun into one 
part—extra strong. 


They'll please your customers 
because they're easy to install 
—only four screws— more clothes 
can be stored, clothes and clos- 
ets are always neat. That means 
sales! 


Four sizes for spaces 18” to 
126”. Order from your Jobber. 


THE SHELBY SPRING HINGE CO, 
SHELBY » OHIO 





CLOSET HANGER BARS 
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Letters to the Editor 





that more space should be devoted 
to the selling points of merchandise 
and much less to pretty, but useless 
girls. We do not need pin-ups to 
sell. We need incentive salesman- 
ship. We must learn how to use the 
tools of this type of selling. We 
need concrete, accurate, factual ad- 
vice on selling points. 
Yours truly, 

William E. Aubuchon, Jr., 

President 
W. E. Aubuchon Co., Inc., 
Fitchburg, Mass. 


Dear Editor: 
I am prejudiced against anyone 
using the “pretty girl” technique. 
Yours truly, 
R. H. Wiseman 


Heyworth, Il. 





Dear Editor: 

... We vote against any pictures 
of the “Pretty Girl” type in your 
publication, or any other. 

Yours truly, 
E. S. Belke, 
Manager 
Belke Lumber & Mfg. Co., 
Stevens Point, Wis. 





Window Angler Stops Traffic 


Heavy dependence is placed upon 
the three windows of the Holcker 
Hardware Co. in Crestline, Ohio, 
as traffic pullers. When possible 
both action and novelty are used 
by P. H. Thrush, an employee of 
the store in creating traffic 
pullers. 

During this year’s fishing sea- 
son, Mr. Thrush used a big musky 
landed by C. Holcker, one of the 
store owners, to sell the idea that 
tackle from that store could be 
used to land big fish. Prior to its 
use in the simulated tank, the 
mounted fish had been on display 
in the store. The fisherman in the 


window, called Elmer, was con- 
structed by Mr. Thrush. When- 
ever the moving figure of Elmer 
pulled on the rod the musky 
moved to a higher place in the 
tank, later submerging as Elmer 
turned back. 

Mr. Holcker, one of the store 
owners, reports that “Grown-ups 
and children watched the fishing 
procedure. 

“One customer’s little boy 
watched the fishing as she 


shopped. When they were leaving 
he said, ‘Does Elmer keep all the 
fish he catches, or does he have to 
given them to Holcker’s. 








Half merchandise and half atmosphere, the oe figure of "Elmer" 


in the window and a moving "musky" stopped traffic and encouraged 
buying of fishing equipment. 
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And who wouldn't? For 
Channellock pliers are the finest 
to be bought . . . or sold. Channel- 
lock pliers have been known for 
years as a highest quality tool— 
made by Champion DeArment, long 
recognized as synonomous with quali- 
ty and craftsmanship. Check the 
features Longer Wearing, Closely 
Spaced Adjustments, No Wear on the 
Joint Bolt, Self Cleaning—these plus the 
skill and experience of more than 65 years 
make Channellock Pliers outstanding. When 
your customer relies on your judgment you 
can recommend Channellock pliers proudly. 
Hand him Channellock and he’ll buy. And 
Remember, ONLY Champion DeArment makes 
Channellock. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 


Send for Catalog Dl Today. 





y 


Channellock pliers are histed in the 
Yellow Pages of most Telephone 
Directories under ‘‘Tools’’ 
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For Gift Volume— 


Stimulate Impulse Buying 


Here’s a store that does it the 
simple way—by good display 


The Gretna Hardware counts 
strongly on creating impulse sales 
in merchandising china and glass- 
ware. That means creating dis- 
plays which will make people like 
what they see and buy what they 
like. 

The store’s location, at 125 Huey 
P. Long Ave., Gretna, La., right on 
the town’s principal business street, 
also makes it doubly important that 
the firm keeps on its merchandising 
toes by having the type of window 
displays that will bring traffic in 
through the front door. 





Heavy Auto Traffic 


Because the store is a scant block 
from the Mississippi River ferry 
which people must take to get to 
New Orleans from Gretna, there is 
a heavy stream of auto traffic con- 


stantly passing by. And because 7 
ferries are slow means of trans- 

portation, there is generally a line | 
of waiting cars in front of the pEP: 
store to which the displays can di N 
play for an audience. | 


Seasons when chain and glass- 
ware can be expected to produce 
their peak volume for Gretna Hard- 
ware are late spring and early sum- 
mer. Then weddings and bridal 
showers are most numerous. And in 
the fall months, ending with Christ- 
mas, another peak in china and 
glasswares sales is reached. 





One-of-a-kind displays and not a jumble of merchandise, During those seasons, store win- 
in the Gretna Hardware china and glass department, ac- dows play up gifts of china and 
cent the attractiveness of the gift lines. glass to the passing traffic. In the 


spring and summer, individual 
glassware items and decorative 
pieces of bric-a-brac are featured 
as wedding gifts, and in the fall 
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Manitowoc 


SUB-ZERO FREEZERS 
' 
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ae L 





tailor-made for 
easy LIVING... 
easy SELLING 


Yes, Manitowoc freezers are setting 
new standards of convenience and 
space economy for homemakers... 
in town and on the farm. They 
need only 2% by 3 feet of floor 
space... fit as easily in kitchens 
and utility rooms as most refrig- 
erators. And today’s women love 
the idea of see-at-a-glance visibil- 
ity... with no old-fashioned dig- 
ging or diving. 


These big advantages make it 
easy to sell Manitowoc freezers... 
easy for you to bring new profit to 
your freezer business. Write now 
for the full story. And remember 
the name... Manitowoc, first to 
bring homemakers so much freezer 
capacity in so little floor space. 


See the Manitowoc “kitchen-style” 
ad in full color in August issues 
of these national magazines: 


BETTER HOMES, GOOD HOUSEKEEPING, 
McCALLS, COUNTRY GENTLEMAN 


MANITOWOC EQUIPMENT WORKS 
of M 


A Division amtowoc Shipbuilding Co 


MANITOWOC, WISCONSIN 
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months, the display stress shifts to 
selling complete sets of china and 
glassware. 

Though this merchandise gets 
only seasonal window attention, it 
has year-round display inside the 
store in a location where it can be 
seen by all. Occupying space at the 
front, just inside the store’s main 
entrance, wall displays stretch half- 
way the entire store length and 
special items are featured on front- 
of-store display islands. 

Gifts create buying impulse with 
their attractiveness, not necessarily 
with their utility. And whether or 
not people will buy them from 
Gretna Hardware or from depart- 
ment stores across the river in New 
Orleans will depend entirely on how 
well the hardware store can accent 
the beauty of its lines. 

Consequently only one-of-a-kind 
is on display, whether it is a single 
item or a matched set. This makes 
it possible to display the merchan- 
dise to its best advantage and pre- 
vents the department from becom- 
ing a jumble of poorly displayed 
giftwares. 


When buying china and glass. 
ware lines, the store’s trade is kept 
foremost in the management’s 
mind. Experience has taught that 
the sales goal must be mass rather 
than class, and purchases are made 
accordingly. 

For that reason Gretna Hard- 
ware does not go in for the more 
expensive china lines, which de- 
mand a large inventory of open- 
stock patterns. Rather, the low-to- 
medium priced lines are bought and 
result in higher volume and profit 
since they are sold as complete seis 
without the need for odds and ends 
in inventory. 

To encourage people to get in the 
habit of selecting their gifts at the 
Gretna Hardware, the store offers 
a regular gift wrapping service for 
which no charge is made. This is 
one of the best traffic builders. 

Second in importance in creat- 
ing gift sales is the availability of 
a lay-away plan on which basis 
about 10 pct of the regular china 
and gift sales are made. This vol- 
ume, of course, increases greatly 
during the Christmas season. 





Drama for Your Window Display 


W. G. Arthur Co., hardware and 
appliance store in Orchard Park, 
N. Y., built up sympathy for old 
and worn refrigerators as a means 
of urging people to replace them 
with modern models. In a window 
display, that stopped street traffic, 
en old model was set up and tilted 
at an angle as though hobbling on 
crutches. To bear out that illusion 
crutches were propped against 
either side of the box. 





ee 





One crutch was labeled, “Last 
Leg,” and the other, “Repair Bills.” 
A simulated grave, at the left, bore 
a tombstone on which the inscrip- 
tion read, “Here Lies ‘R. E. Frig- 
erator.’ ”’ 

A banner running across the top 
of the window blazoned out: 
“Yours? Too Bad! Look!” and an 
arrow pointed to an adjoining win- 
dow in which a brand new model re- 
frigerator was on display. 





This window display brought refrigerator prospects into the store. 
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No. WB-10 OVAL ROASTER 3 Ib. ¢, 16 best-known brand 
Size: 15 x 10% x 7% 2 dozen 18 Ib, of enameled 
Holds 7 Ib. fowl or 9 Ib. roast Ibs. ware! 
Packed 2 dozen—Weight 20 Ibs. 
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Feature 
the profitable 


FEDERAL 


line of 
best-selling 


BLUESTONE 
ROASTERS 


(OPEN STOCK) 


For every need—in every size! 
Federal gives your customers a 
choice of round, oval, or oblong 
roasters . . . popular Bluestone 
with White Spray .. . in sizes to 
hold everything from a 4-Ilb. fowl 
to a 25-lb. roast. Offer your cus- 
tomers a complete assortment. 


Put them in your windows! Pile 
them on your counters! Feature 
them in your local advertising! 
They'll pay off in profits! 








No. B-1 OVAL ROASTER 
Size: 15 x 10% x 7% 


Holds 7 ib. fowl or 9 Ib. roast 
Packed 2 dozen—Weight 19 Ibs. 








No. B-2 OVAL ROASTER 
Size: 184% x 12% x 8%e 


Holds 13 Ib. fowl or 18 Ib. roast 
Packed 4% dozen—Weight 26 Ibs. 








No. B-3 OVAL ROASTER 
Size: 20 x 13% x 9' 
Holds 20 Ib. fowl or 25 Ib. roast 
Packed 2 dozen—Weight 32 Ibs. 











No. B-O OVAL 3-IN-1 ROASTER 
Size: 12% x 84% x 513% 
Holds 4 Ib. fowl or 7 Ib. roast 





Packed 1 dozen—Weight 23 Ibs. 


BLUESTONE OBLONG ROASTERS 


No. B-220 OBLONG ROASTER 
Size: 15% x 10% x 8 


Holds 10 Ib. fowl or 12 Ib. roast 
Packed 2 dozen—Weight 26 Ibs. 














BLUESTONE ROUND ROASTER 





JUMBO OBLONG ROASTER 
Size 18 x 13 x 8% 


Holds 20 Ib. fowl or 25 Ib. roast 
Packed 4 dozen—Weight 20 Ibs. 









No. B-12 
ROUND ROASTER 
Size: 12 x 642 
Holds 4 Ib. fowl 
or 7 lb. roast 
Packed one dozen 
Weight 26 lbs. 








FEDERAL ENAMELING & STAMPING COMPARNY : Pittsburgh, Pa. 
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TV Trade-Ins Made Painless 


If a hardware store is to build 
up a TV and radio volume, it must 
use the methods of the appliance 
specialty stores with which it com- 
petes—and offer trade-ins. 

But trade-ins can be dangerous. 
How can losses be minimized? 

Anthony Cavallino, who has op- 
erated a television and appliance 
section in connection with his Cav- 
allino Hardware store at 421 Wil- 
liams St., Kenner, La., for years, 
has an answer. 

“There are three things that 
must be taken into consideration 
when making a trade-in sale,” he 
says. “The first is to appraise the 
resalability of the set being offered 
as a trade-in. 

“The second is to estimate the 
parts and labor necessary to restore 
the trade-in to good, working con- 
ditions for resale. 

“Third, which is as important as 
the first two, is to consider the par- 
ticular customer.” 


Methods Not Complicated 


Mr. Cavallino’s trade-in methods 
are not complicated. When decid- 
ing how much to allow for an old 
set, no definite formulas are used. 
He goes by the rule of thumb 
rather than by any book values for 
he feels that no figures prepared 
for national use can provide for va- 
riances in the local market. 

Further, trade-ins are regarded 
as volume builders rather than 
profit-makers. This does not mean 
that Mr. Cavallino expects to lose 
money. He just wants to break 
even on the resale of trade-in mer- 
chandise. 

Thus, when considering a trade- 
in, the current experience of the 
store with local used market condi- 
tions for a particular model and/or 
year, provides an accurate guide to 
closing the deal. 

When considering a trade-in, the 
current experience of the store 
with local used market conditions 
for a particular model and/or year, 
provides a good guide to the allow- 
ance to be made on the old model. 

Since an independent TV-radio 
repair man handles all the store’s 
work on a job basis, rather than on 
a retainer, the cost of his labor is 
the next important influence on the 
allowance the store offers. 

Next affecting the conditions set 
by Mr. Cavallino is the customer 
himself, and his business relations 
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with the store. If he is a good, 
regular customer, Mr. Cavailino 
will naturally work a little more 
closely with him. Use of a trade-in 
manual wouldn’t take this impor- 
tant factor into account. 

“if we did not take the fact that 
a TV prospect is a regular cus- 
tomer, and let him go elsewhere,” 
observes Mr. Cavallino, “we would 
not only lose the sale, but also prob- 
ably the customer himself.” This 
does not mean that the store neces- 
sarily offers unknown prospects or 
occasional customers, less than a 
fair allowance, but sometimes reg- 
ular customers are offered more. 

This practice does not mean the 
store must take losses on such 
trade-ins for a small margin for 
the store is always counted in and 
that is sufficient to cover the loss 
on trades for regular customers. 

For instance, should two old, 
small screen sets, each worth $90 
in resale on the used market, be 
taken in, on the one offered by a 
regular customer, the store might 
allow $100. But on the other, the 
allowance might be $80. Thus the 
store comes out even and achieves 
its trade-in objective. 

A pressing problem in all TV 
selling is post-sale service. Like 
many other dealers, Mr. Cavallino 
likes to sell appliances such as re- 
frigerators, washing machines, 
dryers, etc., because they present 
little, if any, service problems. His 
store, in line with others, also does 
not find it practical to set up a ser- 
vice department of its own. 

Instead, all installation and ser- 
vice works is turned over to his 
appliance and TV suppliers, freeing 
the store from all headaches aris- 
ing from faulty installation or in- 
adequate servicing. Suppliers have 
special staffs to handle this work, 
and the hardware store does not 
run the risk of losing a customer’s 
good will. 


Due for Expansion 


Cavallino Hardware’s appliance 
department, which is located in 
quarters adjacent to the hardware 
store, is due for expansion just as 
soon as a new service is begun 
which should prove to be a big 
traffic draw. The store is to become 
an agent for American Express 
and will not only sell money orders 
but will also be able to receive pay- 
ments on accounts for utilities. 

This is a move calculated to 





over 2,000,000. ~ 
bottles sold in 6 month 


CLEANS, POLISHES COPPER, 
brass, stainless steel—in 
one second. Wipe on, rinse 
off —no waiting. 

* QUALITY ASSURED: U. S. 
Testing Co., York Research 
Lab., Good Housekeeping. 


* POWERFUL ADVERTISING 
in Good Housekeep- 
» ing, Better Homes 

& Gardens, Ameri- 
can Home, TV, } 
Radio, etc. | 
















COPPER BRITE, INC. 
1109 N. Poinsettia Pl., Los Angeles 46, Cal 


DAISY iine 





CRUTCH AND CHAIR TIPS 


MADE TO 
GOVERNMENT 


SPECIFICATIONS 
AVAILABLE IN 
BLACK OR WHITE 
RUBBER 
The famous DAISY Crutch and Chair 
Tips are the finest quality tips you can 
stock. They sell at a popular low price— 
give complete satisfaction—and pay a 
nice profit. Made strictly to government 
specifications and available in all sizes 
in black or white rubber. 


Write today for prices 


SCHACHT RUBBER MFG. CO. 
Dept. H Huntington, Ind. 
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They're worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick ‘“Diamond- 
Arrow” and “Diamond-Dart” casters 
and rubber cushion 
glides. First in cus- 
tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 


ille, O 
mi traiaaat sw 
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bring many new people to the store, 
which is located 12 miles from New 
Orleans’ city limits. However, Mr. 
Cavallino can’t count on drawing 
traffic from the South’s largest 
city, rather he has to count on a 


predominately rural or small-town 
group in the area surrounding 
Kenner. He makes his bid for that 
business by adopting the methods 
of the city stores rather than going 
into the city after their business, 





Brings 25% Increase in Steel Goods Sales 








t bt NI 





ti. 


Installation of 64 ft. of bright green enamel finished perforated metal 
wall panels has been the means of increasing steel goods sales 25 pct 
for Van Nuys Hardware in Van Nuys, Calif. With a 36-ft. section re- 
served for steel goods in the center, these panels permit quick change 
of display and easy handling by customer and store staff. 








HARDWARE HUMOR 
By Hardware Age 











"You were right. It doesn't work." 
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PROFIT-PACKED PAIR 


“| (( MARTHA WASHINGTON 
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j_ most modern members of the genera- 
tions-old MARTHA WASHINGTON Range Line are smartly styled 
for volume sales and profits. There are 17 new electric and 8 new gas 
models... full size and apartment ranges... profit-packed with show 
and sell features. 
Get acquainted with the busiest line in the business... MARTHA WASHINGTON, product of Gray 
& Dudley... the ranges to see for'53! Get the complete profit-packed story today. Call your jobber or 
write us now, 
& GRAY AND DUDLEY COMPANY «* Nashville 3, Tennessee Est. 1862 
2) s 
=e The most complete line! 
a | 
eS 
» 1952 
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ITEM 


NEW 


Ve pemaying 
FAST SELLING \ 


SHUR-LOK 


BED SPRING 
SUPPORTS 


Pat.No.245-2645 


Replace dusty, squeaky, 
unsafe, wooden slats with 
SHUR-LOK Bed Spring 
Supports. Humorous ad- 
vertising throughout U. S. 
and Canaca bringing huge 
demand. No installation. 
Just drop SHUR-LOKS on 
bed rails. They lock on. 
Set of 6 only $1.75. Tie up 
with national advertising 
with window and counter 
displays. Ask your jobber. 


ADS LIKE THESE 
BUILD SALES 


SLAT IN THE BED 


a) Werh 2 ss 


Shansoe ~ 


“j/ SED spp 
IN 
See oe SUPPORTS 


en 
The Fleer 


“ 


FURNI 
MANUFACTURING CO. 
39 WEST E. H. CRUMP BLVD. 


MEMPHIS, TENN. 


Sold!—200 Power Tools 


é 


Deriniiats *S: ‘ 
OW POUR fF 
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R. C, Setterland inspects one of the power tools. 


In 1951, the Coast Hardware, 
Studio City, Calif., sold 200 power 
tools of three different brands—a 
fourfold sales increase over the 
previous year. 

It was the direct result of add- 
ing a power tool specialist to the 
sales staff—R. C. Setterland, who is 
not only an experienced machinist, 
but who has had 20 years’ experi- 
ence in retail hardware selling. 

Mr. Setterland turns his experi- 
ence to advantage in this manner. 
He is at hand at the store to help 


all persons with their problems 
with power tools and he also calls 
at their homes to show power tool 
owners how to get the most use out 
of their equipment. 

That advice is given regardless 
of whether or not the tool was pur- | 
chased at the Coast Hardware. 

The firm has a motto: “Don’t 
drop the customer after you sell 
him.” That is applied to power tool 
sales by the formation of a wood 
working club for which Mr. Setterv 
land conducts all meetings. 


High Display Sells Baseball Gloves 


Joe Plyer, owner of the Marshall-Wells store in Ishpeming, Mich. 
uses this high display to attract the attention of all ballplayers to his 
sporting goods section. A center wire, anchored to the ‘ies helps 
keep the long glove display from sagging. Gloves are supported on 

easily removed hooks. 
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GILTON HELPS YOU SELL 
the fastest selling convenience line in America | 
» with powerful pulling National Advertising | 
reaching 80,000,000 READERS in ’52° 


aS | 


» with realistic merchandising designed — 
TO INCREASE YOUR PROFITS! 


Counter Cards 
& Window Cards 


cash in...order from your jobber TODAY! 


GILTON 


MANUFACTURING CORPORATION 
145-58th STREET, BROOKLYN 20, N.Y. 





“BROAD-JUMPING” FURTHER 
than anyone before, Jesse Owens, 
_ American, set @ world’s record 

in May, 1935, with @ sensational 
leap of 26 feet, 824 inches. 


GOES FURTHER.TOO.. 


GUARANTEED FOOTAGE — You get full meas- 
ure with every roll. Tapes up tight to the last inch. 


NO WASTE— Gold Seal Friction Tape tears 
evenly, won't ravel, molds to uneven surface. 
HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 
LASTING “TACK"’— Gold Seal sticks to the job 
under toughest conditions of ‘cold and moisture. 


EASY HANDLING — Gold Seal does not peel, 
dry out or smear the hands in hottest weather. 


FRICTION and RUBBER TAPES 
In either 10-roll cartons or single 
rolls. Every roll sealed in cello- 
phone, stoys fresh. Jenkins Bros. 
(Rubber Division), 190 Pork 
Ave., New York 17. 


STOCK AND SELL GOLD SEAL TAPE 
for fast turnover — for steady profit 


Jenkins Bros. moke Diamond Seal Friction and Rubber Tapes 
which also meet ASTM ond Federal Specifications. 
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If Stocking Fasteners 
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Is a Problem... 


This cabinet makes it a simple matter to stock fasteners. 


Warter’s Hardware in Tacoma, 
Wash., believes it has found an in- 
expensive answer to displaying, 
stocking and inventorying nuts and 
bolts. It’s a cabinet, a used fixture, 
bought for $25, containing 288 
drawers, each long enough to hold 
most bolt lengths. Three rows of 
42 bins were added to the top of the 
cabinet to hold the longer bolts. 

Further to adapt the cabinet to 
its purpose in the hardware store, 


the drawers were equipped with 
drawer pulls at a cost of $27. Each 
drawer was then labeled to identify 
its contents by size, type and 
price. 

The upper row of drawers hold 
nuts for the bolts in the vertical 
row of drawers beneath, and each 
vertical row holds bolts of the sams 
diameter and type, the lower 
drawers holding progressively 
longer bolts. 


Advertising That Works While You Sit 


Uplands Hardware, South Universi 


and Main St., Peoria, Ill., put 


its ia message on the back of benches placed at corners where 


a large num 


er of people wait for busses. The idea is that a store 


which provides for the comfort of people can provide their needs. 
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A SUCCESSFUL HARDWARE WAG vine 


Retailer“: Jobber” Rubbermaid! 


Sam Crenshaw, buyer, and L. J. Sharp, Jr., owner, Sharp 
Hardware Company, Dallas, Texas; Fred W. Perryman, 
salesman, Hall Wholesale Company, Dallas, Texas. 


§ RETAILER SAYS: “We must carry Rubber- 
maid, properly displayed and in a good location... 
because our customers ask for Rubbermaid by name. 
It is one of the best-moving lines in the store. . . 
and our customers are always satisfied when they 
buy Rubbermaid products.” L. J. Sharp, Jr., Sharp 
Hardware Company, Dallas, Texas. 


» JOBBER SALESMAN SAYS: “I like to sell 
nationally-advertised Rubbermaid to my accounts 
because I know that it will really move out of their 
stores and make satisfied customers. Every order I 
write has some fast-turnover Rubbermaid items on 
it.” Fred W. Perryman, Hall Wholesale Company, 
Dallas, Texas. 
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fe Rubbermaid idbber now! 


Riedldemaid @wouseware 


_. assortment... 
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RUBBERMAID SAYS: ‘‘Rubbermaid will 
pay off in sales for you . . . because women 
everywhere need and want Rubbermaid. 
STOCK a complete, basic Rubbermaid 
all items, sizes, colors. 
DISPLAY; the ‘complete line in a busy 
traffic spot on the sales-tested, compact 


Rubbermaid display unit. ADVERTISE 


Rubbermaid in your local newspapers. Tie- 
in with national advertising . . : mats are 
available. REORDER regularly to keep your 
basic Rubbermaid stocks complete.” 


Coll your 


The original ... complete... nationally-advertised line of rubber housewares. 


THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
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COUNTER DISPLAY 


GRIES' famous zinc alloy wing nuts in exclu- 
sive finger-grip design. Strong, rustproof 
brightly finished, clean threads. No. | Assort- 
wee 48—3/16"; 60—1/4"; 24—5/16"'; 


LARGE PROFIT! Suggested retail price $5.88. 
Dealer profif—50%. 


ALSO AVAILABLE: 
All popular thread sizes, 100 to the box. 


JOBBERS: Write for details and prices 
on this profitable item. 


GRIES REPRODUCER CORP 


788 E. 1SEnd St., New York 54 ° Phone MO 5-7460 


C9 x 


HANDICE A) 


No. 205 HOBBY WORK BENCH 
(size: 20” x 10” x 1542”) — 
with complete selection of X-acto 
Hobby Tools and Knives—List $48.00. 


Every Progressive Hardware 
Store should have a Hobby 
department. 


Retailing from 25¢ to $30.00 


Write teday fer our new illus- 
trated Catalog of fhe complete 
X-acto line. 


X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, New York 


Features Framed Pictures on Stair Wall 











Otherwise wasted space on the staircase wall, between the main and 

second floors at Selin's in Negaunee, Mich., is utilized for showing a 

variety of framed pictures and mirrors. Rudy Luttinen, manager of 
the store, says this display creates many impulse sales. 


Attractive Key Department 


Canopied _ cutting department, with the word "Keys" in large 


letters over a fluorescent lighted reflector, helps attract attention to 
that section of Geele Hardware Co. in Sheboygan, Wis. Located in 
the rear of the store, the department is plainly visible for quite a 
distance. Key cutting equipment is mounted on table in front of the 
racks of key blanks. Door stops and other equipment are serviced 
and attract large volume from schools and other institutions. 
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' FULL COLOR 





in and 
wing a 
ger of 





@ NEVER NEEDS POLISHING! 


Glistening chrome on sturdy 
MIRRO aluminum, always 
shines like new! 


mew rT ~ 


Ag 
Guaranteed by > @ COMPLETELY AUTOMATIC! 


Good Housekeeping 

Just put in enough coffee and 
cold water to make 4 to 8 cups 
and plug it in! 


@ STARTS PERKING IN SECONDS! 


@ STOPS AUTOMATICALLY WHEN 
COFFEE IS DONE! 


@’ CHANGES AUTOMATICALLY TO 
AN INDEPENDENT LOW-HEAT 
ELEMENT ! 


@ AUTOMATICALLY KEEPS COFFEE 
DRINKING-HOT TILL POURED! 


Buy This New Chrome 
MIRRO-MATIC from 
Your MIRRO Jobber 


oon te 
— aulomaur for the siege in ease | 


THE FINEST ALUMINUM 





large 

yn to 

“ m ALUMINUM GOODS MANUFACTURING COMPANY * MANITOWOC, WISCONSPN 
the FIFTH AVENUE BLOG NEW YORK 10 MERCHANDISE MART. CHICAGO 54 

Acod A Pioneer Maker of ELECTRIC PERCOLATORS...millions made under various brand names 
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Stock Judd for 
Summer Profits! 


Business needn’t cool off just because 
the weather’s hot! Stock these Judd 
items that are sure-fire sellers every- 


where. That’s because women are 


responding to Judd’s national ad- 


vertising — asking for Judd drapery 
hardware. 


Extending Non-Snag Thimble Rods 
The built-in thimble can’t snag or tear 
curtain headings. In off-white enamel, 
with Judd’s exclusive ‘Walls of Troy” 
design. Extension 28” to 48”; 2” projection. 


No. 9340 


28-Inch Thimble Rod Extenders 


Finished to match the thimble rods above, 
these extenders will add 28” to the usable 
length of the rod. Heavy gauge steel will 
not sag. 


Brass-Plated Round Curtain Rods 
No. 9165 extends from 12” to 22”; also 
in off-white (No. 9165/275) extending from 
23” to 42”. Brackets can be attached to 
inside or outside of casing. 





H. L. JUDD COMPANY, 87 Chambers St., New York 7 
Wallingford, Connecticut 
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Wire The perfect door mat for home, office, 
factory or store. Extra rugged, long- 
lasting with heavy wire reinforce- 
ments. 


bd -Shebioh detzte! 


Long-lasting Available in sizes: 


14” x 22” and 16” x 28” 
Special sizes made to order 


Attractive 
Non-skid 





Sold through recognized jobbers and distributors 
Write for catalog sheets and prices 


Second Street © Phiiadelphia 6, Pa 













Rio Grande 


ANNOUNCES / Pri 
ow V “yelp 


ALWAYS A TOP SELLER! 
Made of one-piece hand 
turned Maple bowls with 
LIFETIME GUARANTEED 
steel gears. Beautifully 
decorated, by our talented 
artists, in designs of 
English Ivy, New Dogwood, 
Apple and Cherry. 








WHITE STUDIOS 


2421 McKINNEY AVE., DALLAS, TEXAS 






















The ARTMOORE MOP ona 
\@, CLEANING APPLIANCE 


leads in performance and service 


Across the land, users acclaim it as the BEST! 
“By all odds, the best mop ever made.” 
Mrs. R. H. D.—Maine 


“Different kinds of sponge mops on 
the market; I prefer Artmoore.” 
Mrs. W. Van V.—Washington 


Feature Artmoore for profitable sales 
, and satisfied customers. 


See your jobber or write 


ARTMOORE CO. 














1319 N. 3rd St., Milwaukee 12, Wis. 
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Books for the 


Hardwareman’s Library 
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Bolt, Nut and Rivet Standards— 

This new 256-page book replaces 
the first edition of the standards 
published in 1941. In addition to 
the older standards, a large number 
of new ones are included in this 
volume. There is also a section list- 
ing weights and stock production 
sizes, and discussions of screw 
threads, gaging practices, fastner 
materials, manufacturing proc- 
esses, etc. Industrial Fastners In- 
stitute, 3648 Euclid Ave., Cleveland 
15, Ohio. $3, 256 pages. 





A 10-in-I Store 


(Continued from page 80) 


sales floor is devoted to water 
heaters, basement laundry sinks, 
and boilers, as many as six or 
eight of the latter being displayed 
at one time. 

A special back entrance to the 
store, leads directly into the hard- 
ware department from a parking 
lot at the rear of the building 
This entrance was provided for the 
special use of two classes of cus- 
tomers: those from the steel mills 
and oil refineries who come in ofi 
the job in their work clothes, and 
for contract plumbers, carpenters, 
and others, on the job, who require 
quick service. 

Storage for stock was a major 
consideration in the planning of 
the store building. Therefore in 
the firm’s large basement, long 
rows of bins and shelves hold hun- 
dreds of fittings, pipe, nipples, 
enamelware, plumbing fixtures, 
and other inventory. While about 
75 pet of the store’s inventory can 
be stored in the basement, outside 
warehouses contain the larger 
items. 

A separate office and sales staff 
is maintained in the basement. A 
truck entrance opens onto a back 
driveway to service contracts and 
others who make pick-ups with 
their own trucks. 

Though the present store build- 
ing is new, the name, Indiana Sup- 
ply is a familiar one in northern 
Indiana. Max Sherman, its presi- 
dent and general manager, has 
been in business in Whiting for 
more than 30 years. He started 


HARDWARE AGE, AUGUST 21, 1952 











King Cotton Clothes Dryer Cord 








The King Cotton Clothes Dryer Cord is a 
good, strong, long-lasting cord. It will give customer satisfaction because it 
will remain white and strong through many seasons even under rough outdoor 
usage. Its price, for such a high quality cord, is surprisingly low. 


Put up in 100 foot hanks and in 3-50 foot connected hanks which can be 
sold as a unit or separately. 


Ask your jobber about King Cotton Clothes 
Dryer Cord. THE King Cotton LINE 
* Sash Cord 
Ki 
: © Venetian Blind Cord 
CORDAGE |: * 


* Clothesline 

* Clothes Dryer Cord 
JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK &, N. Y. 










* Heavy Duty Cord 


* Mason's Line 
® Chalk Line 


* Cable Cord 
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in his own firm after working as a 
plumber for two years. At the 
start, his shop carried supplies for 
plumbing and heating contractors. 

In 1932, he moved to a larger 
building, across the street from 
the present establishment. Then 
in the winter of 1949, he opened 
the present, modern store, and 
played host to more than 3,000 4 
friends and customers during the 
Open House celebration. 


It Pays to Advertise 


Jack & Andy’s Hardware Co. in 
Providence, R. I., is now doing as 
much business in one week as it 
formerly did in two months. 

This is the way it came about: 
When Jack Kennedy and Andre 
Thibault bought the hardware 
store at 523 Elmwood Ave., Provi- 
dence, R. I., one of the profitable 
introductory activities was the 
mailing of letters to 130 personal 
friends announcing the new busi- 
ness venture, and inviting them to 
stop in to say “Hello.” Two-thirds 
of them are now regular customers. 

An additional 850 prospects 
were reached by postal cards, and 
newspaper copy reached the gen- 
eral public with offers of mer- 
chandise specials for a three-day 
Open House event. 

That’s the way Jack & Andy’s 
Hardware learned it pays to ad- 
vertise. They’ve learned that: 

A nearby savings bank is the 
store’s best traffic builder, with a 
large, deluxe super market, rank- 
ing second; that tenement and 
apartment dwellers are good cus- 
tomers, especially for electrical 
supplies, electric housewares, and 
small-sized units of paints; that 
hardware selling is based on solv- 





MORE BEAUTY 


























Cay Waterloo Boxes have the exclusive WEIGHT SAVING : ‘ 
Waterloo boxes are COM- DESIGN that catches and holds customers, first glance. ing a customer’s problem. 
PETITIVELY PRICED. Made to 
outlook, outlast, outsell com- MORE MODELS - 
celtien The Waterloo line is a COMPLETE LINE with a box for HARDWARE HUMOR 
4 every job. No customer need buy a box unsuited to his « 
specific requirements. By Hardware Age 
Stock your counters with MORE VALUE Ge 
eye-catching Waterloo Waterloo boxes are PRECISION MADE—PRECISION 
Boxes. Write your jobber or ASSEMBLED—PRECISION INSPECTED. Give cus- H 
send for free catalog. tomers the finest box money can buy. co 
ER A le A A A INL es NE ce A OR es an 
WATERLOO VALVE SPRING COMPRESSOR CO., WATERLOO, IOWA br 
! ° 
Gentlemen: Please rush me the new 1952 Catalog. t yc 
NAME a i 
ADDRESS ee wan 3 t J 
city STATE x ps 
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SALES and PROFITS! 








ais Finest Gas Heafer Value! 


Get your heating season sales off to a flying start. Feature 
Hearth Glo, this season’s outstanding heater value. Rugged 
construction, dependable performance, smart, clean styling— 


and priced to pull customers into your store. For red-hot cold- 
weather sales, feature Hearth Glo Heaters! 

> ORDER NOW, to be sure of getting all the Hearth Glo Heaters ~— 
roe Yocith Ue 






Sold only through Authorized Wholesalers CIRCULATOR 
.-. for areas where 
vented heaters 


JACKES-EVANS MFG. CO. © St. Louis 15, Missouri are required. 


l, 1952 
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makers of the famous 


“ST. LOUIS BLUE" Tempered Steel STOVE PIPE | 











ANOTHER 


TRADE MARK 


ITEM 


STURDY, HEAVY STEEL TUBING 
EXTENSION CLOSET ROD 


138 


Made of heavy steel tub- 
ing. Outside tube 1” diam- 
eter. Bright zinc rustproof 
plated finish. 6 rods to a 


carton. 


SIZES AVAILABLE 


# 503-18 
# 503-30 
# 503-48 
# 503-72 


Extends 18” 
Extends 30” 
Extends 
Extends 


A gold mine of 
fast selling shelf 
hardware specialties 
that you con carry 
and feature with 
profit. 

HAE /H-W-3, 6/52 














Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Gas Association annual con- 
vention and exhibit by the Gas Ap- 
pliance Manufacturers Assn., Oct. 
27-30, at Atlantic City, N. J. Ameri- 
can Gas Association, 420 Lexington 
Ave., New York City 17. 


American Hardware Manufacturers 
Association, joint convention with 
the National Wholesale Hardware 
Association, Oct. 12-16, at Atlantic 
City, N. J. Hotel headquarters, 
Marlborough-Blenheim Hotel, Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York City 17. 


American Society of Architectural 
Hardware Consultants joint conven- 


tion with the National Contract 
Hardware Assn., and National 
Builders’ Hardware Exposition, 


sponsored by both groups, Sept. 28- 
30, Oct. 1 at the Palmer House, Chi- 
cago. A. W. Mathewson, executive 
secretary-treasurer of the Society 
and John R. Schoemer, managing 
director of the Association, both 
with administrative offices at 420 
Madison Ave., New York 17. 


Bicycle Industry, Jan. 18-23 at the 
Boca Raton Club and Hotel, Boca 
Raton, Fla. Sponsored by Bicycle 
Institute of America, 122 E. 42nd 
St., New York City 17. 


Industrial Supply Convention, April 
12-16 at Miami Beach, Fla. Confer- 
ence Booth Program and sessions at 
Dinner Key Auditorium. Sponsored 
jointly by the American Supply & 
Machinery Manufacturers’ Associa- 
tion, 814 Clark Bldg., Pittsburgh 22, 
Pa. R. Kennedy Hanson, general 
manager; the National Industrial 
Distributors’ Assn., 1900 Arch St., 
Philadelphia 3. H. H. Rinehart, ex- 
ecutive secretary, and the Southern 
Distributors’ Assn., 712 Volunteer 


Bldg., Atlanta, E. L. Pugh, secre- 
tary-treasurer. 


Motor Boat Shows: National Motor 
Boat Show, Jan. 9-17 at Grand Cen- 
tral Palace, New York City; Feb. 
6-15 at International Amphitheater, 
Chicago, and Sports, Travel & Boat 
Show, March 6-15 at Civic Audi- 
torium, San Francisco, Cal. 


National Contract Hardware Assn. 
joint convention with the American 
Society of Architectural Hardware 
Consultants, and National Builders’ 
Hardware Exposition, sponsored by 
both groups, Sept. 28-30, Oct. 1 at 
the Palmer House, Chicago. John 
R. Schoemer, managing director of 
the Association, and W. A. Mathew- 
son, executive secretary-treasurer 
of the Society, both with adminis- 
trative offices at 420 Madison Ave., 
New York 17. 


National Hardware Show, Oct. 6-10, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City. Frank M. Yeager, 
managing director. 


National Retail Hardware Assn. Con- 
gress, July 12-16, at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 
tel. Managing Director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis 4, Ind. 


National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. G. Marvin Shutt, 
secretary. 


National Wholesale Hardware Asso- 
ciation, joint convention with the 
American Hardware Manufactur- 
ers Association, Oct. 12-16, at At- 
lantic City, N. J. Hotel headquar- 
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One of a Series of Historical Advertisements Illustrating Progress in the Housewares Field 
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Beating a drum on Main Street to announce his arrival 
with new wares, the commercial traveler first appeared 
on the American scene about 1836... and remained to 
perform heroic feats of salesmanship. As late as 1900, 
the products he sold were — with rare exceptions — 
unbranded, unknown. But the drummer’s 


LOVICE/™ of showmanship, his selling savvy, along with his 
resplendent personality, became part of the nation’s 
folklore...and quickened the bloodstream of commerce. 

Mer Uoing Dating back to the drummer’s era is Autoyte—on the 
road with housewares around the turn of the century. 
Today Autoyre still leads the way —with products 
for Ayfele designed for greater convenience and beauty ... priced 
for the volume market... pre-sold to and preferred by 


increasing millions of American homemakers. 


Wy 


COMPLETE, MATCHED LINES OF ACCESSORIES 
FOR BATHROOM e KITCHEN e CLOSET 





The Autoyre Company @ Oakville, Connecticut, U.S.A. 
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5-ZEE WAS 
E  OUNTAIN 
BRUSH 


* SOAKS 
*& SCRUBS 
*& RINSES 





CAR-HOME-STORE-FARM & INDUSTRY | 


* 10” Handle Retails $3.95 
* 36” Handle Retails $4.95 
* Moulded Rubber 


Pat. Appl. enap in—enap out feature. 


* 5 Water Jets 
* Attractive Display Package 


COMPLETE MAT SERVICE FREE 
Ask Your Jobber or Write 


Famous from coast to coast for heavy duty and 
utility fountain brushes used by R. R., Bus ond 
, Truck Fleets. ” 























LAITNER BRUSH CO. 


2000 BROOKLYN AVE. DETROIT 26, MICH 
Established 1855 








RUBITIN” = 
LEVELITOFF | 





DECTO-STICK 
FURNITURE REPAIR KIT 


An ingeniously compounded stick that 
Fills and Colors NICKS, DENTS and 





NO DRYING TIME REQUIRED 
LASTS AS LONG AS THE WOOD 
WILL NOT BLEED OR SHRINK 
Display card helds 12 cellophane bags, retailing 
at 25 cents. Each bag contains a complete kit of 


4 Decte-Seicke (dark mahogaay, light mahogany, 
walnut and maple) a scraper and instructions. 


SOLD THROUGH JOBBERS 
Decto Products Co 


SALEM 6 MASS 





Makers alse ef Decte Run-Smeoth, a light colored 
all purpose Lubricating Stick 
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ters, Marlborough-Blenheim Hotel, 
Conference Booth Plan at Conven- 
tion Hall. Thomas A. Ferney, Jr., 
is executive secretary of the whole- 
sale association with headquarters 
at 1900 Arch St., Philadelphia, Pa. 


Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15. at Chicago. 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America, 
Inc., 4903 Delmar Blvd., St. Louis 
8, Mo. 


Regional Events 


Ace Stores annual convention and ex- 


hibit, Feb. 2-4, 1953, at the Conrad 
Hilton Hotel, Chicago. Sponsored 
by Ace Hardware Corp., 2355 S. 
Blue Island Ave., Chicago 8. 


Cotter & Co. Spring show and annual 
stockholders meeting, Feb. 2-3, 1953, 
at company headquarters, 365 E. 
Illinois St., Chicago 11. 


State Events 


Alabama Retail Hardware Assn., con- 


vention and exhibit, April 19-21 at 
the Tutwiler Hotel, Birmingham. 
Secretary, Mrs. Euna G. Ramsey, 
1006-07 Frank Nelson Bldg., Birm- 
ingham 8. 


Arkansas Retail Hardware Assn., con- 


vention and exhibit, Feb. 22-23 at 
the Robinson Auditorium, Little 
Rock. Hotel headquarters, La- 
Fayette Hotel. Secretary, J. Wayne 
Tisdale, 908 Rector Bldg., Little 
Rock. 


California Retail Hardware Assn., 


convention and exhibit, Feb. 9-11 at 
the Fairmont Hotel, San Francisco. 
Secretary, Krueger B. Jacobsen, 
1355 Market St., Suite 262, San 
Francisco 3. 


Connecticut Hardware Assn., conven- 


tion Jan. 21 at the Hotel Taft, New 
Haven. Secretary, Ned Russell, 
Southport, Conn. 


Illinois Retail Hardware Assn., eon- 


vention and exhibit, Feb. 24-26 at 
Chicago. Convention headquarters, 
Sheraton Hotel; exhibit, Navy Pier. 
Secretary, William F. Ewert, 1194 
Merchandise Mart Plaza, Chicago 
54. 


Indiana Retail Hardware Assn., con- 


vention and exhibit, Jan. 27-29 at 
the Murat Temple, Indianapolis. 
Secretary, G. F. Sheely, 964 No. 
Pennsylvania St., Indianapolis 4. 


Intermountain Assn., convention, Jan. 


25-27 at the Hotel Utah, Salt Lake 
City, Utah. Secretary, Leon L. 
Weeks, 211 Continental Bank Bldg., 
Boise, Idaho. 


Iowa Retail Hardware Assn., conven- 


tion and exhibit, Feb. 10-13 at Des 
Moines. Meeting, Hotel Savery. 
Exhibit, Iowa Exhibit Bldg., air- 
grounds, Des Moines. Secretary, 
Philip R. Jacobsen, Mason City. 


Kentucky Retail Hardware Assn., con- 


vention and exhibit, Feb. 10-12 at 
the Brown Hotel, Louisville. Secre- 
tary, D. W. Laws, 501-2 Republic 
Building. Louisville 2. 


Michigan Retail Hardware Assn., con- 
vention, Feb. 17-19 at Detroit. 
Meetings, Hotel Statler. Exhibit, 
Masonic Temple. Secretary, Harold 
W. Schumacher, 1916 Olds Tower 
Bldg., Lansing 8. 


Minnesota Retail Hardware Assn,, 
convention, Jan. 20-22 at the Curtis 
Hotel, Minneapolis. Exhibit, Audi- 
torium. Secretary, C. J. Christo- 
pher, 2110 Nicollet Ave., Minne- 
apolis 4. 


Missouri Retail Hardware Assn., con- 
vention and exhibit, March 3-5 at 
the Jefferson Hotel, St. Louis. Sec- 
retary, Harry Scherer, 1189 Arcade 
Bldg., St. Louis. 


Montana Hdwe. & Impl. Assn., con- 
vention Oct. 30-Nov. 1, 1952, at the 
Hotel Finlen, Butte. Secretary, Nor- 
man O. Blevins, P. O. Box 1152, 
Helena. 


Mountain States Hdwe. & Impl. Assn., 
convention, Jan. 27-29 at the Cos- 
mopolitan Hotel, Denver, Colo. Sec- 
retary, Francis W. Reich, 1233 
Spruce St., Boulder, Colo. 


Nebraska Retail Hardware Assn., con- 
vention, Feb. 17-19 at the Hotel 
Paxton, Omaha. Exhibit, Audi- 
torium. Secretary, C. A. McCoy, 
325 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers 
Assn., convention and exhibit, Feb. 
23-25 at the Hotel Statler, Boston, 
Mass. Secretary, A. C. MacHardy, 
185 Dartmouth St., Boston. 


New York State Retail Hardware 
Assn., convention, Feb. 10-12 at 
Syracuse. Exhibit, Onondaga 
County War Memorial Auditorium. 
Secretary, Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 


North Coast Retail Hardware Assn., 
convention and exhibit, Feb. 1-3, at 
the Olympic Hotel, Seattle, Wash. 
Secretary, D. D. Stewart, 741 Amer- 
ican Bldg., Seattle 4. 


Ohio Hardware Assn., convention and 
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Style 700—Period Design 


lly. gNew! 


® PLASTIC CABINETS 
another first. by Miami-Carey | 


Color Keyed * Decorator Designed * for the Modern Bath—Powder Room—Utility Service 





Style 702—Water and Lily Pad Design 





Now Miami-Carey brings you new, all-new PLASTIC cabinets, 
color-keyed to harmonize with colored plumbing fixtures and with 

wall and floor coverings. 

These all-new plastic cabinets add smart style, dramatic beauty .. . 

last a housetime. They're molded of tough, durable materials . . . will 

not rust, stain easily or chip, never need refinishing. Corners are rounded 
for easy cleaning. Mirrors are No. 1 quality plate glass . . . and inside, 
roomy design and bulb edge shelves offer generous storage, 





easy cleaning! 

Never before has any cabinet packed so many advantages for you 

and your customers. Satisfaction assured by rigid standards of quality, 
pioneered by Miami-Carey. Be first to profit from Miami-Carey plastic 
cabinets in your market. Call in your Carey representative and place 
your order—or fill in coupon and mail today! 











Style 703—Contemporary Design 


Style 701—Sea Horse and Wave Design 


Check List of Advantages 


® Rust-proof © Color-keyed in green, peach, 
blue, dubonnet, yellow and gray ® Non- 


chipping @ Lifetime durability and beauty 
@ Mild Acid Resistant ® Precision Molded FILL IN 
with Rounded Corners ® Easy to clean ® AND MAIL 
No.1 quality plate glass mirror ¢ COUPON 
Bulb edge glass shelves ® TODAY 
= 








Stainless steel piano type hinges 


oe 


Miami Cabinet Division — The Philip Carey Mfg. Company OEE ee ee 








THE PHILIP CAREY MFG. COMPANY 
Lockland, Cincinnati 15, Ohio 
Department HA-8 


Please send me complete information and price list for 
All-New Miami-Carey Plastic Cabinets. No obligation to me. 





NAME 





C—O 





aooress__£ . . . —EE 


HRS e eee cesses eeeseeeseeeeeeseees 
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exhibit, Feb. 2-5 at Cleveland. Ses. 
sions, Hotel Statler; exhibit, Pub- 
lic Auditorium. Secretary, John B. 
Conklin, 198 S. High St., Columbus, 


Oklahoma Hardware & Impl. Assn., 
convention and exhibit, Feb. 3-5, at 
Municipal Auditorium, Oklahcma 
City, Okla. Secretary, Robert K. 
Thomas, 515 Midwest Bldg., Okla- 
homa City. 





Pacific Northwest Hdwe. & Impl. 
Assn., convention, Nov. 9-11, 1952, 
at the Davenport Hotel, Spokane, 
Wash. Secretary, J. Malcom Smith, 
614 Empire State Bldg., Spokane. 


Pacific Southwest Hardware Assn.. 
convention and exhibit, Feb. 17-19 
at Long Beach, Calif. Meetings, 
Wilton Hotel. Exhibit, Auditorium. 
Secretary, A. C. Kammeier, 416 W. 
8th St., Los Angeles 14. 


Pennsylvania & Atlantic Seaboard ‘ 
Hardware Assn., convention and ex- 
hibit, Jan. 20-22, at Convention 
Hall, Philadelphia, Pa. Secretary, 
W. Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 





South Dakota Retail Hdwe. Co., con- 
vention and exhibit, April 7-9 at the 
Sioux Falls Coliseum. Secretary, 


Get a quick turn and your full profit from O. R. Baily, 1300 S. Jefferson Ave. 


Sioux Falls. 





Tennessee Retail Hardware Assn., con- 
vention, Feb. 22-24 at Peabody Ho- 


9 tel, Memphis. Secretary, Morris 
Oox¢co & | S mers 0 a Jones, P. O. Box 784, Nashville 2. 


Texas Hdwe. & Impl. Assn., conven- 
tion and exhibit, Jan. 26-28 at the 


Clean, colorful display of well-de- stores from Coast:to-Coast. 914 dozen Shamrock Hotel, Houston. Secre- 
signed, well-made household brushes of 8 different brushes; free husky metal tary, R. M. Souder, 822-23 Texas 
puts this “carefully selected’’ assort- display that sets up quickly with no Bank Bldg., Dallas 2. 
ment out in the open for time-saving, nuts or bolts; colorful sign—all in Cee Mies, & tek. fom. or 
money-making impulse sales. Care- one carton weighing 28 lbs. vention and exhibit, Feb. 9-10, 
fully sclected” from Oxco’s entire fine And you're selling brushes branded Herring Hotel, Amarillo, Tex. Sec., 
for their proven ability to produce OXCO—the only brush brand nation- M. D. Shepherd, Canyon, Tex. 
volume—no sluggish movers here! ally advertised month after month in 
It’s a complete package—with an ex- THE SATURDAY ,EVENING POST, Virginia Retail Hardware Assn., con- 
cellent sales record already in many BETTER HOMES & GARDENS. vention and exhibit, March 24-26, at 
Roanoke, Va. Meetings, Hotel 


Roanoke, exhibit, American Legion 

This assortment brings you $49.14... Auditorium. Secretary, G. T. Omo- 
ro, Jr., Scottsville. 

BOWL BRUSH (9455) durable, plastic bristles in pink and light blue hundro, Jr., Scottsville 





RED BREAST WHISK famous reddish brown palmetto fibre. Western Retail Imp!. & Hdwe. Assn., 
TOT BOTTLE BRUSH Metal cap and hanging ring keeps baby’s bottles clean and convention and exhibit, Jan. 19-21 
sanitary. DuPont Nylon bristles at the Municipal Auditorium, 
KLEEN-IT KITCHEN BRUSH crimped wire bristles for scouring—tampico fibre for Kansas City, Mo. Secretary, Wil- 
scrubbing liam J. Shaw, 214 Werby Bldg., 39th 
VEGETABLE BRUSH (9459) colored plastic and white tampico bristles twisted in wire and Main, Kansas City 2, Mo. 
BATH BRUSH (9604-5) pink or blue saran bristles with word “‘Bath” in center ‘ hei 

: : : sae. 4: West Virginia Hardware Assn., con- 
HAND BRUSH (9464) colored plastic bristles—pink center with light blue vention and exhibit, March 16-18, at 
TWINKLE SCRUB resilient colored plastic bristles set in hard wood block the Daniel Boone Hotel, Charleston. 


“ a Secretary, James C. Fielding, 1623 
On your Want Book - today McClung St., Charleston. 
Most jobber’s have Oxco’s BRUSH- 
SHOPPER in stock. Don't miss the op- 


portunity for brush volume that this P 
Deal can bring you. Phone today. OX FIBRE BRUSH COMPANY, INC. 


ereoenicx Selablished /§§¢$ MARYLAND 


Wisconsin Retail Hardware Assn., 
convention and exhibit, Feb. 3-5 at 
the Auditorium, Milwaukee. Secre- 
tary, H. A. Lewis, 200 Strongs Ave., 
Stevens Point. 








(BRUSHES) 
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cs YOUR CUSTOMERS 
& 


WANT 
DISHWASHERS NOW! 


SURVEYS INDICATE OVER 12,000,000 HOMEMAKERS 
ARE PLANNING TO BUY AN AUTOMATIC ELECTRIC 
DISHWASHER NOW!" 


This ts the market thats ready to buy... 


dishwasher users say they bought principally because of dishwasher users say they selected a brand because of 
confidence in the maker. HOTPOINT QUALITY IS UN- use-value features. HOTPOINT FEATURES—front open- 
SURPASSED, AS PROVED BY THE EXTREME MINIMUM OF ing, double washing, double rinsing, extra large capacity 


SERVICE CALLS ON THE HOTPOINT DISHWASHER. —ARE DESIGNED WITH THE USER IN MIND; FOR SIM- 
PLICITY IN USE, FOR COMPLETE SERVICEABILITY. 


Chief er Wine commence: Users say they 


like the dishwasher because it ‘saves time ...no bother 
...saves work.” HOTPOINT FEATURES AND WASHING 
ABILITY SAVE THE HOMEMAKER MORE TIME AND WORK 
THAN ALL OTHER KITCHEN APPLIANCES COMBINED. 





liked about dishwashers are “gets dishes clean... dries 
nicely.” HOTPOINT'S SUPERIOR WASHING ACTION AND 
FORCED HOT AIR ELECTRIC DRYING GET DISHES, SILVER, 
AND GLASSES HYGIENICALLY CLEAN. 


*From recent Good Housekeeping Magazine surveys. 
Ping y 


HAS THE DISHWASHER 


THEY WANT TO BUY! 


SEE YOUR HOTPOINT 
DISTRIBUTOR NOW... 


he'll give you the full story 
about how you can cash in on 
this huge market. There may be 
a Hotpoint Franchise open in 
your area. 


Aucthenr reason why Leading Dealers say: 


_.. Me Novemodt Manche cathe Ladutty/ 


RANGES © REFRIGERATORS © DISHWASHERS © DISPOSALLS © WATER HEATERS 
FOOD FREEZERS © AUTOMATIC WASHERS. CLOTHES DRYERS ¢ ROTARY IRONERS © CABINETS 
HOTPOINT CO. (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 
148 
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Latest Information on New Hardware Merchandise 


" ¥ 


"(Continued from page 13) 


$1.19. A companion bait bucket 
liner, retailing at 40¢, fits all stand- 
ard 9x914-in. round minnow buck- 
ets. Animal Trap Co. of America, 
Locust St., Lititz, Pa. 


Nipple Chuck 


Universal nipple chuck, Beaver 
55, is capable of threading %%-in. 
to 2-in. pipe. It consists of a pol- 
ished steel body, a sliding plunger 
and a hardened steel threaded 
shank. Nipples are easily removed 





by hand, requiring no wrenches. 
Adapters allow for all sizes from 
1g-in. to 14%-in. pipe and no adapter 
is need for 2-in. pipe. An inserted 
pin retains the sliding plunger in 
working position. Chuck is usable 
with a pipe machine, a power drive, 
any pipe vise or a machinist’s vise. 
A metal kit box for carrying chuck 
is also available. Beaver Pipe Tools, 
Inc., Warren, Ohio. 


Sander-Polisher 


Multi-purpose portable sander- 
polisher, No. 966, is a disc sander 
that can be used with many rotary 
accessories such as drills, grinding 
wheels and the like. It has a special 
orbital attachment for fine finish- 
ing. For rotary operation it has a 
6-in. flexible rubber pad, 6-in. 
lamb’s wool bonnet and three as- 
sorted 6-in. sanding discs. For fine 


finishing, the orbital attachment is 
used with 44 of any standard 9x11 
in. abrasive sheet. Sander-polisher 





retails for $37.50; orbital attach- 
ment for $15.50. Millers Falls Co., 
57 Wells St., Greenfield, Mass. 


All-Weather Torch 


A long-lasting replaceable cylin- 
der of liquefied petroleum gas with 
a burning time of up to 15 hours, 
and interchangeable burners, are 
features of this all-weather torch, 





the Bernz-O-Matic. It lights in- 
stantly without preheating or prim- 
ing and operates in any weather, 
even to 30 deg. below zero. Fabri- 
cated from steel and shipped ready 
to operate, it has a valve-adjusted 


flame and burns in any position at 


2300 deg. F. It is 10 in. high with a 


diameters of 2% in. and weighs 2% 
Ib. With fully loaded cylinder and 
choice of utility or pencil type burn- 
er, it retails for $6.95. The fuel 
cylinder can be replaced for $1.95, 
Otto Bernz Co., Inc., 280 Lyell Ave., 
Rochester, N. Y. 


Chip Patcher 


A quick chip patcher for sinks, 
refrigerators or cabinets comes in 
a handy, 12-0z. aerosol container 
with a finger-tip controlled spray 
device. Called Acrylic White spray, 
it is a porcelain-like, plastic base 
enamel which will not chip, crack, 
peel or discolor. Its smooth, 
sprayed-on surface resists mois- 
ture, grease, acids and grime. Also 
available is Crystal Clear, a film- 
thin, transparent solution which 
protects most metals, leather, wood 
or paper surfaces. Radiators and 
plumbing can be given a protective, 





















high luster with Aluminum, an- 
other spray. The Acrylite White 
and the Aluminum retail for $2.25 
each, and the Crystal Clear for 
$1.95. Krylon, Inc., 2601 N. Broad 
St., Philadelphia, Pa. 


Television Receivers 


The 1958 Arvin line includes 19 
new console and table model tele- 
vision receivers and 39 radios. The 
7000 series is featured in the line, 
which includes the Super Custom 
28 group, console type, 21-in. screen 
sets of 28 tubes with all channel 
dual tuner. In this group of nine 
models is the 7218 CM-UHF, shown 
here, which receives all UHF as 
well as VHF channels within range 
at the turn of a knob and without 
adding any strips or a converter to 
the set. The sets range in price 

(Continued on page 148) 
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Blue Chip 
XTRA PROFIT 
\ OFFER“ A” 





for sinks, 
comes in 
container 
led spray 
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er, wood 





You get this *19” 
! Yeon [RON for only $ 


WITH YOUR ORDER FOR 
6 CASCO % au IRONS ...... $1995 


des 19 9J'1 CASCO Yz IRON . for only 6” 
l tele- 


= | OU MMES 72 
pabvoe"'15 DAY FREE TRIAL” PRO 



























15 Day FREE trial ofler 





FREE TRIAL” DISPLAYS 
A Blend the ottractive Casco 


Taraitre tare) =. package and the func 


tiona | beauty of the iron 


OLPENOABLE PRODUCTS OVER A QUARTER CE 
FREE TRIAL STUFFERS 
A supply of colorful 

4 a: double fold mailing CASCO 
an” itself into an eye-catch FREE TRIAL” WINDOW BANNERS ay es 


ng ing unit disploy for your For big banner sales! Bring nts and clinch 
. ind ter them in to t and buy! os ‘oll the wo 
; ee si ‘5 ss " CASCO PRODUCTS CORP #HIDGLPORI 2? 











WESTINGHOUSE R 
NEW LIGHT BULE 


























$1.00 \ 


Custome 
wrapper 
extra for 
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TV Sets will carry news of the 


Westinghouse Ball Point Premium Offer on 


WESTINGHOUSE STUDIO ONE—America’s foremost Drama Show. 


YOU CAN BE SURE...1F iTS 
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TRAFFIC TO YOU 





OT PREMIUM SENDS 







$1.00 VALUE BALL POINT PEN—ONLY 25¢ 


Customers buy one Westinghouse 3-bulb Carton from you. Send 
wrapper and 25 cents direct to Westinghouse. There’s nothing 
extra for you to handle, nothing for you to do. 


MORE CUSTOMERS—BIGGER BULB SALES 


Westinghouse can assure you—fositively—of extra traffic, brought 
into your store by this Special Premium Offer. Coast-to-coast 
promotion in LIFE, America’s miost-read family magazine, and 
on TV’s top-popular WESTINGHOUSE STUDIO ONE, will make 
the Westinghouse Ball Point Premium a “‘must” for every family 
with school-age youngsters. And these customers will buy not 
one—BUT THREE BULBS—for every Ball Point Pen they want 


to order. 


\ 
N\c NiSe 


— 


\ 


SOME LIGHT BULB SALES FACTS 


Few items you carry offer such generous profit — require so 
little effort to sell—as Westinghouse Light Bulbs. A single re- 
minder—‘‘How’s your light bulb supply today?””—to every cus- 
tomer can double your light bulb turnover. And as little as two 
cubic feet of high-traffic sales space will do even more to build 
Westinghouse Light Bulb sales for you. 


\ West 


GET YOUR WESTINGHOUSE LIGHT BULBS 
AND FREE DISPLAYS NOW 


Westingh 
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(Continued from Page 144) 


from $389.95 to $539.95; the 7218 
model retailing for $399.95. There 
are also five 26-tube models and 





five 22-tube models. In the radio 
group there are a short wave table 
model, the 665 SWT, $39.95; the 
651T in four colors; the Sleepy- 
timer clock radio, and the 650P, 
three-way portable. Arvin Indus- 
tries, Inc., Columbus, Ind. 


Kitchen Tools 


These mirror-finish kitchen tools 
of chrome over nickel, easy to clean 
and impervious to discoloring, fea- 
ture natural grain hardwood han- 
dles with colored tips, in red or 
yellow. Known as the 1000 Line, 
each handle has a large, beveled 
hang-up hole and is shaped for easy 
grip and perfect balance. Included 





in the line are 26 items, a display 
assortment, No. 1518, of a dozen 
each of 12 items, and an eight piece 
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Gift Set, No. 1008, of seven select- 
ed tools boxed with an individual 
wall rack. Washburn Co., 24 Union 
St., Worcester 8, Mass. 


10-In. Electric Range 


This divided top model electric 
range, known as the L403, is 40 in. 
wide with four Chromalox surface 
units which include the auto-lift 
heating unit of the 6 qt. deep-well 
cooker. The stove has seven heat 
speeds and one of the surface units 
is a 6-in., 1600-watt high power 
unit. The oven is lined with white 
porcelain and there is a Tele-Vue 
window in the oven door. Fully au- 
tomatic timed heat control permits 
cooking by the clock. The smoke- 
less broiler has a reversible rack 





that may be used as a trivet when 
roasting. There’is an extra-large, 
food-warming drawer, an Adjusta- 
Lamp and an interval timer. Front, 
sides, top and oven are finished in 
white titanium porcelain enamel. 
Perfection Stove Co., 7609 Platt 
Ave., Cleveland 4, Ohio. 


Liquid Fertilizer 


All 18 essential minerals and 
rooting hormone are dissolved in 
this fertilizer solution, called 
Sprout. Applied as simply and 
quickly as watering a lawn, the fer- 
tilizer begins feeding within 30 sec- 
onds. It cannot burn tender plants, 
so brushing or watering down is 
unnecessary. It also serves as a 


transplanting starter solution, be- 
ing hormone - fortified for faster 
action on young or weakened plant 
life. It comes in lightweight con- 
tainers, in six sizes ranging from a 
2 oz. bottle retailing for 25¢ to a 








gallon can for $4.98. L. S. Root 
Laboratories, Inc., 258 Canal St., 
New York 13, N. Y. 


Hickory Chips 

For use with charcoal in barbe- 
cuing and grilling, and with other 
hard wood in smoking meats. Seal 
Brand hickory chips add to the 
flavor and taste of food. Packed ap- 
proximately 5 lb. to a bag, the con- 
tents last for several occasions. 
There are directions on each bag 
and they come 1 doz. bags to a car- 
ton with an attractive banner dis- 
play included. LaPierre - Sawye? 
Handle Co., Jackson, Mo. 


Aluminum Bread Box 


Added to the aluminum Pantry- 
Ware line is this stainless, rust- 
proof bread box, which has polished 
aluminum front and top, and black 





Bakelite sides. Measuring 13% in. 
long, 12 in. deep and 7% in. high, 
it retails for $6.98. Local and na- 
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Fair Trade 
Price 98c 
antry- ® Exclusive patented safety ringed 
. -Kut-K t : 
rust- Penner ornece aver nen ‘ Quick, easy volume sales and fast turnover with these new ARISTO- 
lished rounded edges that can’t cut or : ‘ . 
black snd: Appliance-MATS, in a dramatic, colorful Blue and Yellow counter 
‘ display package of 1 dozen, size 9 x 11 inch mats. ARISTO-Appli- 
® Asbestos padding prevents metal ance-MATS protect fine surfaces from heat burns, nicks, chips and 
from touching surface. stains when you: use electrical appliances on tables, buffets and 
cabinet tops. Heat protection up to 500°F. Heavy gauge chrome- 
© Chrome plated-on heavy gauge © - plated steel. Heavy insulated asbestos back. Non-slip ribbed sur- 
steal for greater durability. face. Packed 6, 1 dozen packages in a master carton, shipping 
‘Arlato-Miats ork sany:to soll weight 42 Ibs. 
they are nationally advertised. . = 
! SEE YOUR JOBBER or write for your nearest distributor. 
| PHOENIX TABLE MAT CO., éicaco'ss tuners. 
. - ef CHICAGO 49, ILLINOIS 
My a -# Manufacturers of the worlds finest quality all purpose stove and utility mats 
| na- ios 14s a Re 
Lopsegeaeie eS 
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SER ca Se 
CAT. NO. 285 3 


598 =a : 
With Magnet ' < 


A TOUCH OF YOUR FINGER 


CHANGES IT INSTANTLY 
FOR TABLE on watt 












Without Magnet $4.98 
Prices in U.S.A. 


NO SCREWS + NO BOLTS * SELF-FASTENING! 


it’s magnetic! Cems 


” we ™ . 
room 1 

corrosi 

bracket 


lers. F 
2 WONDERFUL CAN OPENERSIN 1 




















The most amazing can opener ever made! The only can opener 
with a two-position head . .. use it anywhere! Powerful Plast 
vacuum disc adheres to any flat, non-porous surface. It’s 
portable. Popularly priced, beautifully designed! Combina- j Imp 
tion chromium with choice of red, white or yellow baked a new 
enamel, Here’s your chance to sell that EXTRA can opener Use on refrigerators, —— have it 
every home needs. Ask your distributor today or write direct. lasses ates vacations, camping tries. high te 
greate! 
RIVAL HAS A COMPLETE MERCHANDISE PLAN FOR LOW Rar ability 
Ss » : , 
YOU GUARANTEED TO INCREASE YOUR BUSINESS 25% Good Housekeeping have g 
45 sorrento ES are lig 
RIVAL arr: ee resista 
! J F tables, b kfast 
yom ond ng bars, Vossten a tile @ lytic cc 
Advertised ae y drain boards. sulator 
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Magazines ss Pe AMERICA’S MOST COMPLETE LINE OF CAN OPENERS : 
b — 4 “2 concret 
l Ty } lations. 
(yee mate 1 
) mately 
Sestitn (| MMMM nivat wanuractuaine co., kansas city, mo. fl Pet 
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WHAT'S NEW 








tional dealer tie-in advertising 
campaign will back the Pantry- 
Ware line in a big promotion this 
fall. Heller Hostess-Ware, Inc., 196 
Westmoreland Ave., White Plains, 
M, 2 


Low-Headroom Bracket 


The limited headroom problem of 
sectional-type garage doors can be 
solved with this No. 99 low-head- 
room bracket. Packaged a pair to 
a box, they are easy to install and 
can be used on any Frantz sec- 
tional-type door where less than 
13% in. of headroom is available. 
To use the bracket, only 9% in. of 
headroom is needed. By lowering 
the track 3 in., just 714 in. of head- 





room is required. Zinc-plated for 
corrosion resistance, the all steel 
bracket glides on ball-bearing rol- 
lers. Frantz Mfg. Co., Sterling, Ill 


Plastic Pipe, Coupling 


Improved rigid plastic pipe and 
a new compression type coupling 
have increased resistance to burst, 
high tensile and flexural strengths, 
greater chemical resistance, the 
ability to withstand sunlight and 
have great life expectancy. They 
are lightweight, easy to handle and 
resistant to rot, rust and electro- 
lytic corrosion. Being a natural in- 
sulator, pipe can be used as conduit 
in underground, under water and 
concrete imbedded electrical instal- 
lations. The pipe, “L’’, has an ulti- 
mate tensile strength of approxi- 
mately 6000 Ib. per sq. in. with 3600 
lb. per sq. in. effective tensile for 
piping applications. Flexural mod- 
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LAYER-BUILT ~% 
STEEL WOOL PADS 


(fit the hand... 
Y fit the job! 






Big, cushiony, Layer-Built Pads are 
tailored to fit the hand and are supplied 
in all grades to fit every job. Your cus- 
tomers appreciate their economy too. Nothing is wasted . . . the entire 
300 square inches of long, strong strands of precision cut steel wool 
in each pad can be used. 


JEX HOUSEHOLD PADS 


Housewives prefer these economical full 
bodied pads for cleaning, scouring and 
polishing pots, pans and kitchenware. 





BULK POUND TUBES—sun Ray one pound tubes provide Steel 
Wool in convenient bulk form for particular requirements. Ten 
grades to choose from. 

















SUN RAY STEEL WOOL FITS 
EVERY “‘STEEL-WOOLING’’ JOB! 


Write today for this free Sun Ray Steel 
Wool Uses chart. Ie will help you to 
quickly select the proper Sun Ray steel 
wool for every job... Your customers 
will appreciate this service. 





LOOK AT THE 
— LEADER! 





On dealer sales records as well as on the job, Spot 
Sash Cord is the leader! When your customers ask # 
for the best, they're asking for Spot Sash Cord! > 

Recommend it. Nationally advertised — easily 
identified by the colored spots, our registered 
trade mark. 


© Strong Solid 
Braided Cotton 


® Wear Resistant 


® Pliable For 
Easy Installation 


Carried by most Jobbers! 


Ask him about these other Samson products: 
Whale, top quality cotton clothes line; and Tite- 
Rope, wire-centre, plastic-coated clothes line; 
venetian blind, awning and marine cords; and 
other small lines. 





CORDAGE WORKS 
BOSTON 10, MASSACHUSETTS 











WHAT’S NEW 








ulus is 250,000 Ib. per sq. in. and 
impact is 4.3 Izod (notched). Car- 








lon Products Corp., 10225 Meech 
Ave., Cleveland 5, Ohio. 


Stainless Steel Bowl 


A % qt. stainless steel mixing 
bowl, shown at bottom of the pic- 
ture, has been added to the Bowl- 
master line, which now consists of 
31% qt., 1% qt., and %4 qt. bowls. 
Designed for use with small por- 
table mixers or with one heater 
with a regular mixer, the new bowl 
is also suited for hand mixing and 
for warming or storing’ small 
quantities of food. It has a smooth- 
ly rolled, easy-to-grasp edge foi 





convenient handling. It retails for 
31.45; the set is $6.75. West Bend 
Aluminum Co., West Bend, Wis. 


Offset Equipment Unit 


A unit that provides the dealer 
with a small working stock of* al! 
sizes of Yankee offset adapters and 
No. 3600 rachet handles is a con- 
venient point-of-sale merchandiser. 
It has separate numbered compart- 
ments that hold an assortment of 





eight sizes of hex key adapters to 
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How DU PONT and NYLON are helping 


mort) ~~ 
Abit i] 





080% Annmsivez7sary 


8E6.y.s. pat. OFF 


SETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 


Ayla bustles 
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you sell more brushes 



























Every woman wants to make her house- 
cleaning as easy as possible. That’s why this 
picture of a nylon-bristled ceiling and wall 
duster will attract her attention. This ad will 
appear in the September issues of Ladies’ 
Home Journal and Woman’s Home Compan- 
ion. It will remind women to look for these 
dusters and other nylon-bristled brushes in 
their favorite store. 





Convincing sales points emphasize the out- 
standing features of Du Pont nylon. And 
these features put your customers in a buy- 
ing mood when they see any type of nylon- 
bristled brush on display. 












The ad will leave a lasting impression on readers of 
these popular women’s magazines... including many 
of your customers. It reminds them that the best 
brushes have Du Pont nylon bristles, It PRE-sells 
women on Du Pont nylon—women who already know 
nylon for its fine performance in other products. So 
take advantage of the sales magic in the name Du Pont 
nylon... display nylon-bristled brushes in your store! 


es es ll q 
| 
| And to clinch the sale of any nylon-bristied | 
brush, emphasize these advantages: 
x LONG-LASTING Ye STAY FRESH AND RESILIENT | 
%& EASY-TO-CLEAN ye NEVER Go Limp 
He QUICK-DRYING Je WON'T BREAK OFF 
oe — 
153 














means VIGORO: 


sales and profits 
for you! 





MAKE A SECOND PROFIT 


Sell them End-o-Weed®, too— 
for weed-free lawns. 


Vigoro and End-o-Weed just nat- 
urally sell together during the fall 
because fall is the ideal time to 
feed a lawn—an excellent time to 
eradicate weeds. Make the most 
of this opportunity and display 
the two together in a prominent 
spot in your store. You’ll make 
2 profits . . . 2 sales without any 
extra effort on your part. 


*VIGORO is the Trade-mark for 
SWIFT & COMPANY'S complete, 
balanced plant food. 





End-o-Pest . . . all the 


pest protection most gar- 
dens need. 


End-o-Weed ... destroys 
over 100 dif- 
ferent weeds. 





—* 


Endowed 


ea 


eae 










Presented by SWIFT & COMPANY 
Plant Food Division 7 Chicago 9, Ill. 
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fit 21 sizes of hollow set screws and 
socket head cap screws. Called the 
No. 3650 Yankee Merchandiser, a 
label’ inside the lid lists catalog 





numbers with types and sizes of 
screws each adapter will drive. 
North Bros. Mfg. Co., America St. 
and Lehigh Ave., Philadelphia, Pa. 


Automatic Electric Iron 
Thumb dial, allowing positive 
heat control, double thumb rest, 
for right and left hand use, and at- 
tractive modern design are the 
features of this automatic electric 
iron. Weighing 4 lb., it has a cool, 
plastic handle and an extra-large 
cast-iron, heavily chrome-plated 
soleplate that permits more iron- 
ing with each stroke. A cool, plas- 
tic plate beneath the handle pre- 
vents finger burns and a wide heel- 
rest support sayes lifting. Evenly 





distributed heat is given by 1000 
watts heat unit safely sealed 
against dirt and moisture. It 
comes with a 6-ft. cord, 110 volts, 


A. C. only, 1100 watts, 11 Amps. 
Capitol Products Co., Inc., Win 
sted, Conn. 


Warp-Proof Fry Pans 


Available in four sizes, 7, 9, 10 
and 11 in., these aluminum fry 
pans are made of a special alloy 
metal and will not warp or buckle. 
They have an attractively styled 
plastic handle that is cool to the 
touch. A handy hanging ring in 
the handle slides out of the way 
when the pan is being used. A 
rubber-covered display stand is 
offered free with an initial order 
of 12 or more pans. The display 
holds four pans, one of each size. 
The 7-in. pan retails for $1.75, 9- 
in. for $2.75, 10-in. for $3.45 and 





1l-in. for $38.95; all prices are 
slightly higher in the West. 
Aluminum Goods Mfg. Co., Mani- 
towoc, Wis. 


Plastic Waste Baskets 


A complete line of unbreakable, 
rustproof waste baskets are made of 
flexible polyethylene plastic. They 
are featherlight, colorfast and will 
not dent. Available in two sizes, 8 
and 10 in. wide, they will not fade, 
peel or chip. The bottoms are 
smooth, so they will not scratch the 
floor or leave rings. Said to be 
water-tight, and dust will not leak 
through, they are easy to wash and 
keep clean, they come in green, bur- 
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7 
7 


JA 
7 Name 











y” KEIL LOCK 
CO., Inc. 


2 Charlestown, N. H. 


O Please send full infor- 
mation about your Key 


z: 7 Duplicating Machines and 
A “PAY AS YOU PROFIT PLAN” 





A 
Address 
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Choice of 3 colors... 
Red, White, Yellow 


Standard Models 1409R, W, Y 


Magnetic Models 
1409RM, WM, YM 





pbutomatic CAN OPENER 


Man, here’s a CAN OPENER that really stops ‘em in 
their tracks! New beauty to tempt style-conscious 
women... all the proven features ... PLUS the new 
single action handle which locks can in positjon and 
removes lid in one easy motion. It sizzles with sell- 
on-sight features that bring those dollars out of hiding 

.. keep your inventory investment down... and 
your profit up. 


From SWING-A-WAY .. .a name women trust. 












went a FUND 6 , 
P Cemenieed by ™ oom 


—a ame 


Good Housekeeping PARENTS 
x sop 






vee rene © 


AS AoveaTistd ase 





SWING-A-WAY MFG. CO. 
4100 BECK AVENUE ST. LOUIS 16, MO. 
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WHAT'S NEW 


gundy, coral, chartreuse, blue, gray, 
yellow, red, pink and natural. The 
8x10 in. basket retails for $2; the 
























New 4 Piece 


PORT-Q- OVEN 


the oven of a hundred uses 
© TOP OF STOVE ¢ in oven roaster and baker 
POTATO BAKER * all purpose outdoor grill 
¢ food warmer and crisper oven and baker 


Retails at about $1.59. Shipped nested. 





10x14 in. for $3.95. Plas-Tex Corp., 
2525 Military Ave., Los Angeles 64, 
Calif. 





Combination Clock-Timer 


In the 5400 series, this elec- 
tric clock and minute minder has 









its for you... 





an attractive gold dial and polished Feature blu-pride 
chrome bezel. It has a clear-toned —the kitchen- 
bell chime signal and one button ware that sells 
“twist and forget” setting from.one the year ‘round. 


minute to four hours. When the 
time is up, the bell chimes once each 





SINGLE LOAF PANS 
9x14x1% 5% x9%2x2% 


Send for Price List BISCUIT PANS 














































BS cco 
ellow 
O9R, W,Y 
dels 
YM 
DRIPPING PANS 
8x 10x2% 12x 17x 2% — ne atouge 
10x 14x 2% 16xx17x2% No. 2—8x 12x6 No.6—11x164%42x8 
No.4—10x15x7 No.7—13x18x8& 
in and doit (pwet- 
ma MASTR-LOK STOVE PIPE 
w ; The first... and still 
A second until shut off. Lua Clock the biggest sailing 
Mfg. Co., P. O. Box 1850, Water- stove pipe with pat- THREE PIECE STOVE MASTRLOK ELBOWS 
- bury 20, Conn. — pot tg PIPE REDUCER Shipped nested 12 in 
ig quickly. Made of Specially developed an exclusive octagonal 
d famous Parkersburg g& by Parkersburg. Offset catty eens 
Blue Steel — the steel ; in cover backs up seam - Tau deed 
e e ; ; ee to prevent collapse . . . io” the or 
Folding Utility Tables art GREE domed akc ogee dox, bows 
. P 25 t > wi ly certain. Shipped 
wincataring a 2484 in. steel ton rretanori sie 2 
this folding utility table, model THE PARKERSBURG STEEL COMPANY 
). aa has chromium-plated, tubular PARKERSBURG, WEST VIRGINIA 
steel legs, constructed in pairs as | The home of MASTR-LOK STOVE PIPE and blu-pride Steelware 
1, 1952 
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DIETZ COMET 
Red Enamel 
Finish 





DIETZ No. 2 D-LITE 
Blue Gray Enamel Finish 


EVERY HOME NEEDS 
A DEPENDABLE 
STAND-BY LIGHT 


for darkness without warning 
or unexpected emergencies 


R.E. DIETZ COMPANY 


RB SYRACUSE 1, N. Y. 
OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 











For Satisfied Customers 
Sell SWIFT CUTTER SCYTHES 
with the “ALL DAY CUTTING EDGE” 





Your customers will get the utmost in ser- 
vice and cutting satisfaction when you sell 
them a SWIFT CUTTER scythe because: 


© Specially constructed blade, once properly 

pha holds edge longer than ordinary 
les. 

@ Made from one piece high carbon steel, 

rolled hammered, hardened and tempered. 


Ground sharp by natural abrasive stones 
He bmg cutting edge longer than ordinary 
jes 


@ Royal Blue Standard Finish—other colors 
on special order NEW MONITOR HEEL 


single or double beaded 


in following assortments: ona 





HH 

Grass: 26''-30"' - thy 
Bush: 14-18" trreneth 
son ree tones 
Weads 39"-Ge" or at no extra 
24°'-28 weight 


The Swift Cutter Scythe is the sturdy com- 
panion line to the “Little Ciant” line of 
deluxe scythes. 

ORDER THROUGH YOUR HARDWARE WHOLESALER 
Made in Maine — 

Sold the World Over 


NORTH WAYNE TOOL CO. 
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single units, that fold flat within 
the 2-in. top. The table, shown 
here, is 29 in. high and comes in 





blonde, gray or green top. Modei 
7-B, a similar table identical in 
construction but with a two-coat, 
baked-on enamel finish, comes in 
five colors. The 7-D and 7-B retail 
for $17.25 and $13.95, respectively ; 
$18.95 and $14.95, respectively, in 
Florida and western states. Hamil- 
ton Mfg. Corp., Columbus, Ind. 


No-Clamp Chopper 


Available in four colors, red, yel- 
low, white and chrome, this chop- 
per quickly cuts raw and cooked 
meat, vegetables, fish, fruits and 
nuts. Called the No-Clamp Chop- 
per, it has a minimum of parts and 
is simple and easy to use and care 
for. Also made are two attach- 





Puree for straining 


the 
fresh vegetables and fruits into 


ments: 


puree, soups, tomato paste and 


apple sauce and the grater for 
shredding vegetables, cheese, choc- 
olate and nuts. The attachments fit 
the chopper. Enterprises Mfg. Co., 
Third and Dauphin Sts., Philadel- 
phia, Pa. 


Door-Bottom Weatherstrip 


Called Adjusto-Seal, this door- 
bottom weatherstrip adjusts itself 
to warped or uneven floors and worn 
thresholds, sealing the gap between 
the door bottom and any floor or 
rug surface. Easy to install with a 
screwdriver, it slides freely over 
floors, throw rugs or carpets while 
keeping out draft, dust, dirt, snow 
and rain. Made of 100 pct wood pile 
securely mounted in sturdy 20-gage 
metal strip, it can be cut to exact 





size with shears. Schlegel Mfg. Co., 
277 N. Goodman St., Rochester, 
N. 


Smaller Model Freezer 


An 8-cu. ft. freezer has been 
added to the GE line to supplement 
the 1l-cu. ft. model. Designated 
NA-8J, the smaller model has all the 
features of the larger one, except 
that it has an aluminum inner liner 
rather than one of porcelain- 
enameled steel. The new freezer 
has a temperature indicating light, 
counterbalanced hinges, automatic 
interior light and an exterior fin- 
ish of two coats of white, baked 
enamel. The inner liner is formed 
of one-piece anodized aluminum 
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with rounded corners for easy 
cleaning. There is a one-year war- 
ranty on the unit. Suggested retail 
price is $339.95. Major Appliance 
Div., General Electric Co., Louis- 
ville, Ky. 


Pot and Pan Cleaner 


Loose and charred bits of food 
are easily removed from corners, 
curves and flat surfaces of pots and 





pans with this scouring brush. It 
has a sturdy plastic scraper edge 
and strong crimped wire bristles. 
It is handy and easy to clean, and 
has a large hole for hanging when 
not in use. Its red plastic handle 
is contoured to fit the fingers. Each 
brush, 4x134 in., is individually 
wrapped in a cellophane envelope. 
National Brush Co., 100 Illinois 
Ave., Aurora, IIl. 


Portable Electric Saw 

This heavy-duty 6-in. portable 
electric saw, Model 686, has a 
powerful universal motor, ball and 
needle roller bearings throughout, 





aluminum alloy housing and safety 
trigger switch. It also has an auto- 
matic blade guard with retracting 
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These nationally known jobbers 


can supply you with Judsen Knee Pads 


Amarillo Hardware Company—Amarillo, Texas 
American Hardware Supply Co.—Pittsburgh, Pa. 
Baird Hardware Company—Gainesville, Fla. 
Baker & Hamilton—San Francisco, Cal. 


Bay Cities Wholesale Hardware Co.— San Francisco, Calif. 


Beckley Hardware & Supply Co.—Beckley, W. Va. 
Belknap Hdwe & Mfg. Co.—Louisville, Ky. 
Benson, L. A. Co.—Baltimore, Md. 


Bluefield Supply Co.—Bluefield, W. Va. 
Bostwick-Braun Company— Toledo, Ohio 
Boyer Campbell Company— Detroit, Mich. 
Bruce- Rogers Company—F ort Smith, Ark. 
Buchanan- Williamson Supply Co.—Grundy, Va. 
Budrow & Company—Les Angeles, Cal. 
Buyrn, Old & Eaton, Inc.—Norfolk, Va. 
California Hardware Co.—Los Angeles, Cal. 
Carlisle Hardware Co.—Springfield, Mass. 
Central Wholesale Co.—Boise, Idaho 
Charleston Hardware Co.—Charleston, W. Va. 


Dawson, G. R. & Son—Chester, $. Carolina 
Drumheller Company—Walla Walla, Wash. 

Dunham, Carrigan & Hayden Co.—San Francisco, Cal. 
Emmons-Hawkins Hdwe Co.—Huntington, W. Va. 
Erb Hardware Co.—Lewiston, Idaho 

Ernst Hardware Co.—Seattle, Wash. 

Famport Hardware Co.—New York, N. Y. 
Farwell-Ozmun-Kirk & Co.—St. Paul, Minn. 
Fester-Thornburg Hardware Co.—Huntington, W. Va. 


General Hardware & Supply—Philipsburg, Pa. 
Geshorn Hardware Company—Charieston, W. Va. 


Hall & Company—Spartanburg, $. Carolina 
Hardsocg, Martin The, Company—Pittsburgh, Pa. 
Hibbard, Spencer, Bartlett & Co.—Chicago, Illinois 
Holmes Hardware Company—Puebio, Colorado 
House-Hasson Hardware Co.—Knoxville, Tenn. 
Hulfish, Worth & Sons—Alexandria, Va. 

Hunt & Mottet Co.—Tacoma, Washington 
Janney-Semple-Hill & Co.—Minneapolis, Minn. 
Jellico Hardware Co., Inc.—Jellico, Tenn. 
Jensen-Byrd Company—Spokane, Wash. 

Kane & Keyser Hardware Co.—Belington, W. Va. 
Kruse Hardware Company—Cincinnati, Ohio 
Leonard, Chas. Hardware Co.—Petersburg, W. Va. 
Loewenstein & Sons—Charleston, W. Va. 

Logan Hardware & Supply—Logan, W. Va. 

Lovett & Company, Inc.—Wrightsville, Ga. 


McClung, C. J. & Company—Knoxville, Tenn. 
McComb Supply Company—Harlan, Ky. 
McMaster-Carr Supply Co.—Chicage, IN. 


Mivrely-talm 40] 0] ol-1am i kela 4m alam 





Marshall- Wells Company— Duluth, Mina. 

Maxwell Wholesale Hdwe Co.—Oakiand, Cal. 
Miller, C. H., Hardware Company—Huntingdon, Pa. 
Momsen-Dunnigan-Ryan Co.—El Paso, Tex. 
Moore-Handiey Hardware Co.—Birmingham, Ala. 
Morton, Chas. E. Company—Les Angeles, Calif. 


Newark Specialty Company—Newark, N. J. 
Northern Wholesale Hdwe Co.—Portiand, Oregon 


Oklahoma City Hardware Co.—Okiahoma City, Okla. 
Orgill Bros. & Company—Memphis, Tenn. 
Ott-Heiskell Company—Wheeling, W. Va. 


Pacific Tent & Awning Company—Fresne, Calif. 
Paxton & Gallagher Co.—Omaha, Neb. 
Persingers, inc.—Charleston, W. Va. 

Persinger Supply Co.— Williamson, W. Va. 
Phillips, 1. W. & Company— Tampa, Fla. 
Pritziaff Hdwe., John—Milwaukee, Wis. 
Prutzman, H. C. Company—Altoona, Pa. 
Raleigh Hardware Co.—Beckley, W. Va. 

Ravel Bres., Inc.—Albuquerque, N. Mexico 


Schelly, C. Y. & Bros.—Allentown, Pa. 

Schlatter Hardware Co.—Fort Wayne, Indiana 
Seller Bros. & Company—San Francisce, Cal. 
Shapleigh Hardware Co.—St. Louis, Me. 

Somers, Fitler & Todd Co.—Pittsburgh, Pa. 
Southern Hardware Company—Charieston, W. Va. 
Southern Hardware Co., Inc.—Helena, Ark. 
Southwestern Hardware Co.—Okiahoma City, Okia. 
Sovetts, R. D.—Les Angeles, Calif. 

Strange-Jones Hardware—Clinton, Okla. 

Stratton & Terstegge Co.—Louisville, Ky. 

Summers Hdwe & Supply Co.— Johnson City, Tenn. 
Superior -Sterling Company—Bluefield, W. Va. 
Swank Hardware Co.—Johnstewn, Pa. 


Thomson-Diggs Co.—Sacramento, Cal. 

Townley Metal & Hdwe Co.—Kansas City, Mo. 
Tracy- Wells Company —Columbus, Ohio 

Tryon, Edw. K. Company—Philadelphia, Pa. 

Union Hardware & Metal Co.—Les Angeles, Calif. 
Valley Supply Company—Elkins, W. Va. 
Watkins-Cottrell Company—Richmond, Va. 

Weed & Company—Buffale, N. Y. 

Western Wholesale Hdwe Co.—San Francisco, Cal. 
Willis, R. F. & Bros., inc.—Penns Grove, N. J. 
Wilmington Wholesale Hardware Co.— Wilmington, Del. 
Wilson-Pugh Company—Cumber!and, Md. 
Wimberty- Thomas Hdwe Co.—Bir mingham, Ala. 
Woodbury Hardware Company—Portland, Ore. 
Woodward Hardware Co.—Cairo, Illinois 
Woodward, Wight & Company—New Orleans, La. 
Worth Hardware Company—New York, N. Y. 





4107 W. Kinzie St., Chicago 24 
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on these 
SURE-SALE 
FEATURES 


] HEAVY STEEL guaranteed to 
hold any pressure the hose will 
stand. Can be removed and 
re-used indefinitely. 


2 PERFECT CIRCLE grips the 
hose at every point. 


NO RUST. All parts are sepa- 
rately galvanized after forming. 


4 FIRST QUALITY BOLT AND 
NUT, with cut threads and sep- 
arately galvanized to prevent 
rust inside threads. 


g NO RAW EDGES. Galvanized 
after all manufacturing opera- 
tions are completed. Smooth, 
cannot cut or pinch hose. 


With the guarantee that a Sure Grip 
will hold any pressure any hose 
will stand— with sizes to fit any 
hose, domestic or foreign, you don't 
have to stock more than this one 
line of hose clamps. You KNOW 
that the clamp you sell will meet 
the needs of any clamp purchaser. 


For 54 years, Sure Grip hose 
clamps have been the standard of 
the industry—used on every kind of 
hose, on land and sea. For 54 
years, Sure Grip hose clamps have 
been sold only through the legiti- 
mate hardware trade—no chain- 
store or cut-rate competition. 


ORDER FROM YOUR JOEBER 


If he does not carry 
Sure Grips, write us 


J.R. CLANCY, INC. 


1011 W. Belden Ave., Syracuse 4, N. Y. 
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WHAT’S NEW 








handle, built-in bevel and depth of 
cut adjustments and precision-in- 
dexed rip guide for right or left 
hand use. The depth of cut is easily 
regulated from 0 to 1 15/16 in. and 
the speed of the saw, which weighs 
10% Ib., is 6000 r.p.m. The overall 
length is 10 in. Skilsaw, Inc., 5033 
Elston Ave., Chicago 30, III. 


Colorful Dinnerware Sets 


This “Dresden China of Melmac 
Dinnerware” set is part of the new 
Prolon Ware line, a product of 





Pro-phy-lac-tic Brush Co. Decora- 
tive as well as practical, it comes 
in yellow, pastel blue or green, 
forest green, gray, red, chartreuse 
and buff. The group includes 23 
pieces which can be purchased in 
sets or as open stock. The 6-piece 
set, shown here, retails in the East 
for $6.90, slightly higher in the 
West. Parker D. Perry, Inc., 729 
Boylston St., Boston, Mass. 


Paint Mixing Device 


Paint is reconditioned by the si- 
multaneous cutting and stirring 
action of the toothed discs of this 
dual purpose paint mixing device. 
Called Gyromix, it is designed for 
use in 4-in. electric drills, for re- 
conditioning 5-gal. cans of paint. 
Its cutters rotate around the bot- 
tom of the can, quickly breaking up 
the hard pigment. When whirlpool 
action is created, the vehicle and 
pigment are thoroughly mixed to- 
gether. Hands are kept clean, floor 


and can remain neat, and there is 
no waste. Gyro Products Co., P. O. 
Box 532, Union, N. J. 


Bed Spring Legs 

Legs. for bed springs, Model B, 
are all steel and come four legs to 
a set. The set will fit any steel bed 





spring, coil, link or cable. Each set 
is packed in a separate carton with 
a retail price of $5.95. Hardware 
Div., Dennix Products Co., 78 Fifth 
Ave., New York 11, N. Y. 


Gun Stock Oil Finish 


Old gun stocks can be given a 
bright, new look with this oil finish, 
called GB Lin-Speed. New stocks 





are given a deeper, richer luster 
and a protective coat with each ap- 
plication. The six-stock size, shown 
here, retails for $1, and is available 
to dealers in dozen lots or more. 
E. C. Bishop & Son, Inc., Warsaw, 
Mo. 


(Resume reading on page 13) 
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170 HELP YOU SELL | 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


Designed for efficient utilization of 
floor space, the wire rack display, 
made of durable steel, occupies 
only 1 sq. ft. It also provides stor- 
age space and is available free, 
pre-packed in containers of six or 
12 units, as a package deal. Each 
deal provides 21 seasonal display 
cards, window strips, special 
Christmas gift wrappings, mats, 
cuts and mailing pieces. The pro- 
motion will also be backed by a 
national advertising program in 





leading magazines in the fall. 
Casco Products Corp., 1333 Rail- 
road Ave., Bridgeport 2, Conn. 


Vacuum Bottle Deal 


Universal’s vacuum bottle dis- 
play is designed to create impulse 
sales, with the sales message fea- 
tured in colors on all sides. Each 
item is pre-ticketed with prices. 
Called the Sales Maker, the unit 
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SHOW YOUR CUSTOMERS 
HOW T0 GETA 

_ BEAUTIFUL LAWN 
— 


You will realize a nice profit 
on every Spike Disc you sell. 
It’s easy to handle, too. Sim- 
ply display the Spike Disc in 
the shipping container. Just 
close the carton when you 
close the sale and it is ready 
to take home. 














Ohio Machine Products 


ie en ch caw eae SA aa Se ee Si ane sac sip cs om ts Ses gemn en oem tn cen ws ea 





Your customers will thank you for showing them 
how to get a beautiful lawn by selling them a 


‘ Dunham Spike Disc. It aerates and cultivates in one 


operation and is as easy to use as a lawn mower. 


Explain to your customers how the Dunham Spike 
Disc cuts thousands of unnoticeable slots in the 
soil allowing air and moisture to circulate freely 
around the roots of the grass. 


Nothing can compare with the Dunham Spike Disc 
for use before seeding, fertilizing or top dressing. 
By sprinkling the lawn lightly after using the Spike 
Disc, the seed and fertilizer will sink into the soil 
where it can’t be carried away by heavy rains or 
high winds. 







Tale 





For more information write te: Dept. H.A.2 









JOHN H. GRAHAM & CO., INC. 
Soles Agent 
105 Duane St., New York, N. Y. 
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Sarl! 


Amazing New 


NEW COLORFUL DIS- 
PLAY makes sales on the 
spot! More merchandising 
helps available including 
folders, newspaper ads 
mats, etc., to help you cash 
in with Keystone! 


FRAMELESS TENSION SCREENS 


It’s a MONEY-MAKER for you—this 
revolutionary new KEYSTONE Aluminum 
Frameless Tension Screen! Cash in on 
today’s great market—thousands of homes 
with double-hung windows need full 
length window screens. Keystone is the 
answer—a low cost, top-quality, new type 
of screen that appeals to your customers 
...and sells fast! 

You sell the COMPLETE screen, 
available in standard and special sizes. 
The user gives you width and height 
measurements and he can install complete 
unit in a few minutes. Sells on sight with 
these advantages: adjustable sill bar for 
tight fit on uneven windows, five strand 
selvage, easily replaced screening, low first 
cost and low upkeep, neat appearance. 


Easy Handling 


i 
ANE aR 


Py 





Protits for Yous 
RY EN , 






KEYSTONE WIRE CLOTH CO. 
Pt. 47.10 Hanover, Penna. 






Without obligation, send me complete de- 
tails, prices and discounts on NEW profit- 
making Keystone Frameless Tension Screens. 





OUP ee eee eee eee Peer eee | 


ex: 
LOW COST— 


Cee eeeeeenes 








7O HELP YOU SELL 


uses only 121%x12%% in. of counter 
space and holds five different Uni- 
versal vacuum bottles. The dea! in- 





| cludes the display and 19 bottles, 
| which have a retail value of $35.53. 


Dealer price is $23.69. Landers, 
Frary & Clark, New Britain, Conn. 


Brush Display 

Designed to stimulate the sales 
of Motor-Kleen all-fibre brushes, 
this sturdy display contains 1 doz. 





brushes and is shipped ready-to- 
display in an effective wall or coun- 
ter merchandiser. The brushes are 
made of durable fibre set in rubber 
and set in a heavy duty metal fer- 
rule with tapered hardwood handle. 
It is an all solvent cleaning tool, 
suitable for small or large parts 
cleaning jobs. David Linzer & 
Sons., Inc., 10-20 Astor Pl., New 
York 3, N. Y. 


Fishing Rods Packaging 


The Super De Luxe line of Won- 
derods, glassfibre fishing rods, 
have been given improved packag- 
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end caps fit tightly and are easy 
to remove and replace, and they 
act as bumpers to prevent marring 
of furniture and car. Brighter 
colors, possible with the plastic 
tube, add consumer appeal and al- 
low for product identification. 
The blue colored tube will not rub 
off or fade; the end caps are red. 
Shown here is the No. 1290 7-ft. 
§-in. Wonderod fly rod. Shake- 
speare Co., 417 N. Pritcher St., 
Kalamazoo, Mich. 


Knife Sharpener Display 


An attractive counter box type 
display is now furnished free with 
every 12 Robeson Sharp Stik knife 
sharpeners. The display is litho- 
graphed in green, black and white, 
and when in selling position, it 
shows an actual user of the Sharp 
Stik. Each stik is individually 
boxed. Robeson Cutlery Co., Inc., 
Perry, N. Y. 


Storm Window Package 


Transparent, plastic storm win- 
dow, called Pro-Tex-Mor, is now 
packaged in a 1214x10x% in. self- 
selling display box. The box is 
brightly printed in blue and yellow 


Pro-Tex-Mor 


™. ARENT PLAST! 


| STORM WINDOW 





t 
\ 
| : emciecrere ty CATR SRS POPE AND BOE <O Dw 


er RO Tle nee 


and has a picture of a woman in- 
stalling the window. There are also 
diagrammatic illustrations and sim- 
ple instructions on back of the 
box. The contents consists of a 
36x72 in. sheet of window, fram- 
ing strips and tacks. Suggested re- 
tail price is $1. Central States 
Paper & Bag Co., 5221 Natural 
Bridge Ave., St. Louis 3, Mo. 


Vise Catalog 


Front page of new 32-page vise 
catalog, No. 108, has colored illus- 
tration of the Shop King, an all- 
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FLAME GUN SPRAYER] xwAPSACK SPRAYER 
HUNDREDS OF USES 


2000 degrees controlled heat. § lever develops high pressure easily 
Destroys weeds, brush, rubbish. § while spraying. 5 gal. zinc - grip 
For burning safety strips and § steel or copper tank. Tank is air 





“THE 


World's finest continuous sproyer. 
Large, glistening solid copper 
tank. Pump borrel is highly polished bross 
seamless. Appealing, modern design. Sproys 
any liquid. Pint, Quart (39 ounce). Strongest 
construction. Extreme'y popular. A fast seller. 


PROFIT LINE 


SINCE 1888” 


TO SHOW THEM I$ TO 
SELL THEM 






DEPENDABLE 
























— 5 GAL. y 
Finest knapsack sprayer made. Pump ; 





‘ing —- 
= SPEEDEX GARDEN & 
| +" TREE SPRAYER 


Solid brass. 


any large adjuste- 
be < ble nozzle for 





spraying trees, 
shrubbery, 
| flowers, weed 


killing, ete. 






fire lanes. 4 gal. tank. 7 ft. oil B conditioned preventing dampness : : 
proof hose. Light. Compact. § reaching the back. Adjustable brass ‘ Sturdily built. 
Portable. Burns kerosene or § nozzle. (Recommended by Exten- Low priced. In big demand. 


range oil. 


D. B. SMITH 








sion Services.) 


& CO. 426MAIN ST tate.| a N. y. 


“ORIGINATORS OF SPRAYERS SINCE 1888’ 


SOUTHERN TERRITORY 


BENJ. D. SMITH, JR BOX 847, SANFORD, N. C 
GORDON . COMOOM, 1265 STAMLEY ST. MONTREAL 2, CAMADA 


SEND FOR CATALOG 
DESCRIBING THESE ANB 
OTHER ITEMS 





CAMADIAN REPRESENTATIVE 








Famous Rubber Sealer ''900”’ 
Stops Water Leaks Completely! 





The ideal 
sealer for 


sealing around 
sinks, tubs, 
shower stalls... 
window sash and 
windshields . . 
cracks in base- 
ment walls .. . 
tents, awnings, 
and many other 
applications! 





Proved in marine use by thousands and 
thousands of boat owners, Sealer "900" 
makes an air-tight, water-tight seal that 
withstands all weather conditions. It has 
dozens of uses around the house for 
stopping those annoying leaks quick, 
clean, easy and sure! It does ndt harden 
and can be painted over without bleed- 
ing through. New applicator bottle 
makes it easy to demonstrate and sell! 











Quick and Easy to Apply! 


Pressure on the bottle controls the flow from the 
nozzle and gets the Sealer right where it's wanted 
—there's no waste. Bottle is easily refillable 
from money-saving pint or quart cans. 


Packed in Self-Service Display 


For fast, profitable over-the-counter sales, Sealer 
"900" Is packed 12 applicator bottles to an 
attractive self-service counter display carton. 
List price $1.35. 





Write today for complete information and dealer discounts 


MARINE PRODUCTS, INC. 


59 High Street 
Oshkosh, Wisc. 
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HERES EVERYTHING 


FOR HOUSEHOLD LUBRICATION 


LOCK-EASE A 


LOCK FLUID 


Protects 

all kinds 

of locks 

against 

freezing, 

sticking, “fee 

rust and wear. Contains col- 
loidal graphite in a fluid car- 
rier. Helps free stubborn or 
frozen locks. List 35c for 4 oz. 
“controlled flow” can. Display 
merchandiser, as shown, with 
each dozen cans. 


stainess DOOR-EASE 


STICK LUBRICANT 


Nationally known, steady 10c 
seller. Stops squeaks, prevents 
sticking of drawers, doors, win- 
dows, zippers and other ex- 
posed surfaces. Packed one 


dozen in display 
box, as shown, 

or on individ- § 

ual cards. Al- 
so large 
39c sell- 
er, push- 
bottom 

etal container, 
Dine six to display box. 





Penetrates, 

lubricates, « 

rustproofs 

— the finest 

oil on the f 

market for — 

home and ~~ 

shop. “Runs in—will not run 
out.” Display card with each 
dozen cans. List 25c for 4 oz. 
“controlled flow” can. 

Ties in perfectly with DOOR- 
EASE and LOCK-EASE to give 
you everything your customers 
need for household lubricating 
jobs. ORDER FROM YOUR JOBBER. 


AMERICAN GREASE STICK COMPANY 
Muskegon, Michigan 











TO HELP YOU SELL 


purpose swivel base vise, and its 
features are described in the book- 
let. The new, lower prices available 
on all four sizes of the Shop King 
equipped with pipe jaws, are shown 
together with the line of other 
styles of hardware vises, described 
and illustrated. Free on request. 
Wilton Tool Mfg. Co., 925-941 
Wrightwood Ave., Chicago, IIl. 








Clock Display 

Available to retailers is this new 
clock display called the Rotary Clock 
Center. It holds up to 14 assorted 





models and can be made to revolve 
with a light touch of the hand. 
Holes in the hollow center shaft 
hide cord sets and make puferage 
almost impossible. Its diameter is 
20 in. and it is 20% in. high. Sells 
for $10.95, prepaid. General Elec- 
tric Co., 1285 Boston Ave., Bridge- 
port, Conn. 


‘ 


Wheel Goods Sign 


Attractive electric signs, 25 in. 
long, 84% in. wide and 4 in. deep, 
are offered to dealers. Available in 





red, black and white, a. bright 
chrome strip holds the white plastic 
face to the steel back. Two hooks 





NATORAL FAST 
SELLERS! 








Household Tool Kit #A441 


A Af ALITE Economical 


Tool Kits 


Place these «> selling Amalite Kits to work for 
you! Watch how they actually sell themselves! 
The complete Amalite line Is packed in beautiful 
eye-appealing, red, blue, and green kits. Blades 
are interchangeable and are made of hardened 
and tempered tool steel. The extra-large handle 
is made of aveave durable plastic and is com- 
fortable to the grip. 


Write today for our complete catalog. 
“SET YOUR SIGHT ON AMALITE" 


(fiurdea 7 


1884 PITKIN AVENUE, BROOKLYN 12, W.Y. 


Manufacturers of hardware specialties 


BACK AGAIN! 








SHARON 
STOVE BOLTS 


WITH NUTS ATTACHED 
AT NO EXTRA CHARGE! 


From Sharon, the line with the talking 
labels, comes once again one of our most 
popular packages—round or fiat ~— 
stove bolts with nuts already on... 
no extra cost. For details, ask your ib 
ber or write us. 


x Ds 
Shavon Bol andl, Seria Co 











BOSTON 10, MASS. 
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TO HELP YOU SELL 





attached to the top of the rear 
frame and two lengths of ball chain 
for easy hanging are also supplied. 
The signs, priced at $10, can be 
hung in windows, over doors or set 
on counters. BMC Mfg. Corp., 5-9 
Griswold St., Binghamton, N. Y. 


Spray-Mix Display 
Colorful counter display carton 


shows the various uses of Spravy- 
Mix, a garden hose attachment for 





mixing fertilizers, detergents and 
insecticides with water. A large 
picture of the product in reaiistic 
color and small cartoons illustrat- 
ing the advantages of it are shown 
on the display, which contains 12 
individually packaged units. Melnor 
Metal Products Co., Inc., 112-114 
Lafayette St., New York 13, N. Y. 


Display Tables 


This sturdily constructed display 
table has one shelf and the table 
top is equipped with an oak rub rail, 








oe 
the inside of which can be divided 
into compartments for the display 
of small accessories, using bulb 
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NEW 


A meriesna 


TODAY'S MOST PROFITABLE HARDWARE FEATURES 











: AMERICANA 


KNOB 


with screws 
#391 








AMERICANA 


“HL” HINGE 


with screws 
#320—for flush doors 
#317—for %"' offset doors 





AMERICANA 


“H" HINGE 


with screws 
#318—for ¥%'' offset doors 
#319—for flush doors 


AMERICANA 


DRAWER PULL 


with screws 





#394 
The hardware people are ‘ 
looking for . . . the most , WRITE TODAY 
popular line you-can feature! i FOR COMPLETE CATALOG 





Every ‘Americana’ item is 
beautifully formed 
in hammered steel 
finished in ‘Star pucts co 
Brite’” Black, An- STA METAL PRO a / 
tique, Copper and at Brooklyn" Were 


Brushed Brass. 370 Butler Stre 





Sold through wholesalers only 
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WICKWIRE 
has oe SPRING 100 2002 


The famous cow in the nursery rhyme 
needed the right spring for her fabulous 





jump over the moon. 

A spring like that is even beyond the 
capacity of Wickwire. But—Wickwire does 
make springs to meet every other special- 
ized need... any size, shape or design. If 
you have a special spring problem, let our 
engineers give it the benefit of their long 
and specialized experience. Write for free 
copy of our booklet S-500 entitled “Springs 
and Formed Wires.” Address your request 
to Sales and Engineering, 2 New Bond 


Street, Worcester, Mass. 





THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorado 

THE CALIFORNIA WIRE CLOTH CORPORATION—Oakiand, California 

WICKWIRE SPENCER STEEL DIVISION-Atlanta © Boston * Buffalo 
Chicago * Detroit * New York * Philadelphia 


WICKWIRE SPRINGS 


CF 


Oe eo ee 2 


166 

















TO HELP YOU SELL 





edge or crystal glass. The top can 
also be used for pyramid displays of 
larger items. It is shipped set up 
and has a natural varnish finish 
with a black baseboard, but any 
finish or color can be supplied on 
request. The N-3880, shown here, is 
96 in. long, 30 in. wide and 333%, in. 
high. The N-388042, same as the 
N-3880 except for two vertical up- 
rights, is 60x30x3334 in. W. C. 
Heller & Co., Montpelier, Ohio. 


Storm Window Package 


Need for a tack-up storm win- 
dow can be filled with this storm 
window package consisting of 18 


Crystal Clear 
ee Fune0-Giass 
on 98 
onsists of 
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ft. of select wood molding, a pack- 
age of nails, and a 72x36 in. sheet 
of crystal-clear Flex-O-Glass. Each 
dozen is packed in a sturdy carton 
that unfolds into a colorful double- 
sided dispensing display. Warp 
Bros., 1100 N. Cicero Ave., Chicago 
51, Ill. 


Soft Water Booklets 


Complete facts on soft water and 
its use in the home and on the farm 
are illustrated in two booklets that 
will be of interest to city and sub- 
urban dwellers. “What Everyone 
Should Know About Soft Water” is 
a factual report on the benefits of 
soft water, how it saves money 
and makes living more pleasant. 
“Soft Water Is Needed on the 
Farm” shows the farmer how soft 
water can bring about better pro- 
duction on the farm and better liv- 
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ing in the house. Also offered is a 
power sprayer catalog for consum- 
ers, which serves as a buying guide 
for farmers, home gardeners and 
others. Called catalog PSC52, it is 
a three-color, 21-page booklet. All 
three publications are free on re- 
quest. F. E. Myers & Bros. Co., 15 
S. Orange St., Ashland, Ohio. 


Rust Remover Promotion 


Fall consumer advertising appro- 
priation for the promotion of Zud, 
a specialized cleanser for removing 





rust and stains, has been substan- 
tially increased. Added to the list 
are several magazines with national 
circulation, farm weeklies and daily 
newspapers. An offer of a free 
sample of Zud, proved successful in 
the past, will be used again in the 
fall. Rustain Products, Inc., 240 E. 
152nd St., New York 51, N. Y. 


Closet Bars Display 


Permanent-type metal display of 
No. 7020 nickel plated adjustable 
closet bars in printed in blue and 


raeiiviw coew |) 
St 














yellow and measures 934x14% in. 
It mounts an actual closet bar and 
lists the four adjustable sizes in 
which the bar is available. The 
bars are sturdily constructed of two 
telescoping steel tubes finished in 
durable nickel plate. The outside 
tube is 1 in. in diameter and a ros- 
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The method shown in our illustration may be a bit impractical 
but it’s an obvious fact that you can’t sell to moving people. 


A proven, practical way to make people stop, look and 
buy is to display bolts, nuts and screws where they can 
sell themselves! The Lamson Merchandisers will do just that. 











STOVE 
BOLT CHEST FASTENER 


| 
| 
| CHEST SPEED 


MERCHANT 


| So do as thousands of other hardware dealers 
have done. Make it convenient for customers to buy 
fasteners. Ask your distributor about the Lamson: 
“Stop ’Em and Sell ’Em’bolt Merchandisers. 


The LAMSON & SESSIONS Ca. 


General Offices: 1971 West 85th Street > Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Chicago + Birmingham 


angen 
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Gow hardware, Strix — 


HOUSEHOLD REPAIR HEADQUARTERS 
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i LIKE 


KLEAN-STRIP 


and so do our customers! 


says the owner of 
Corkum Hardware Stores 


# L. E. Corkum, who operates hard- 
ware stores in Newtonville and Welles- 
ley, Massachusetts, says: “I have been 
selling Klean-Strip since it was first 
distributed in this area and have 
found it the ideal paint remover for 
both the home owner and the con- 
tractor. Customers ask for it again 
and again because of its three big 
advantages: (1) Non-inflammable and 
safe to use anywhere, (2) Wax-free 
. requires no afterwash, (3) Fast- 
acting . . . a real labor-saver.” 


Try It Yourself—You, too, can “cash 
in” on the demand for Klean-Strip 
Remover—as advertised in The Satur- 
day Evening Post, Popular Science 
and Popular Mechanics. Just order a 
“Try-It-Yourself” Pack from your job- 
ber today and let your customers sell 
themselves. This pack comes complete 
with painted test panels, brush and 
12 pints of Klean-Strip. (Dealer Cost: 
$6.36; resells for $10.20.) 


For literature and free sample, write 


THE KLEAN-STRIP CO., Inc. 
2342 §. Lauderdale, Memphis 6, Tenn. 


KLEAN-STRIP 


“Peels off Paint’ 
Heavy-Bodied Klean-Strip also available 
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ette with three screw holes is se- 
curely fastened to each end. A 
center support bracket is available 
on order. The display is free with 
an order for 1 doz. bars of one size 
or % doz. bars each of two sizes. 
Stanley Works, New Britain, Conn. 





Screw Driver Display 


Called Vari-Board, this display 
board for screw drivers creates 
brisk self-service movement. Con- 


| structed of multiple punched-out 


masonite, it measures 24x24 in. 
with four movable, self-anchoring 
wooden shelves 1 in. thick, 6 in. 


| deep and 11 in. wide, with indi- 
vidual holes for each screw driver. 


The front edge of each shelf has 
a metal channel for holding price 
strips. The entire unit is finished 
in rich yellow and legs are avail- 
able for use as counter or window 
display. There is also a 12x24 in. 
board. Unit can be had free with 








purchase of accompanying stock. 


| Vaco Products Co., 317 E. Ontario 
| St., Chicago, 11, Ill. 





Water Pump Wall Chart 


Multi-colored wall chart enables 


dealers to demonstrate more effec- | 


tively how their Rapidayton Axial 
Flow electric water pump operates. 
The chart, available free, measures 
22x17 in. and contains sketches and 


photos, including exploded views. | 


The pump makes use of the axial 
flow principle and is for use in both 
deep and shallow wells. They come 
in single- and multi-stage models. 
Dayton Pump & Mfg. Co., 500 N. 
Webster St., Dayton, Ohio. 


(Resume reading on page 14) 


| 
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“Don't you painters ever want anything 
but a Rubberset brush?” 


Their stand-out quality is what makes 
painters go for Rubberset brushes. Fact 
is, Rubberset is the nation’s mos* 
wanted brand, a Popular Mechanics 
Magazine survey of dealers proves. So 
for quality brushes, always choose 
Rubberset. 


FREE! New 20-Page Merchandising Book- 
let: ‘How to Up Paint Brush Profits’. 
Send postal to Dept. -82, address below. 


Russerset Co. 


Haynes Ave. & Lincoln H way 


Newark 5, N J 














( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 






WILL NOT SHRINK 

STICKS AND STAYS pir 

a 
Ta, 


















Most dealers report: 4 
“Our sales of Dur- \Au, 
ham’s Rock - Hard 
Water Putty keep 
ort, year after 
ear.” What’s more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chi off. Durham’s Rock-Ha 
Water Putty y An not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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DOWFLAKE 





e greater store traffic efaster sales e bigger profits 


Almost every home owner has a humidity 
problem—which means fast sales for you 
when you stock DOWFLAKE (Dow calcium 
chloride 77-80%). For Dowflake helps 
lower humidity in basements, recreation 
rooms, work-shops, wherever you wish. 
It attracts moisture from the air, thereby 
reducing mold and rust. Once your cus- 
tomers use Dowflake they’ll be back for 
more to use wherever excess moisture is 
a problem. 


Dowflake is easy to stock and handle. 
Distributors have attractive counter dis- 
play kits and literature to help you 
increase sales. Remember, too, that Dow- 
flake is a year around money-maker . 

in the summer it controls moisture and 
dust—in the winter it does away with 
ice on sidewalks and driveways. Stock up 
now and watch sales grow! 


THE DOW CHEMICAL COMPANY 
MIDLAND, MICHIGAN 


Write Dow today for the name of your nearest distributor. 








Counter Display and Literature Help You Sell 
More DOWFLAKE—Ask for the Dowfiake count- 
er display kit and literature. They make an 
attractive and informative selling package 
which shows the many uses for Dowfiake. Use 
these display aids—and reglize new profits. 
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Consumer Ads Create Demand for DOWFLAKE— 
Dowflake national advertising is working for you, 
helping you sell the product, and creating a de- 
mand for its uses. Have plenty of Dowfiake on 
hand and be ready for your share of the sales! 








REDUCE BASEMENT 
MOISTURE 


vst DOWFLAKE 





























moisture and humidity, freed 
from harmful mold and rust. 
Dowflake can also be used 
to control dust on driveways, 
playgrounds and other 
similar areas. - 








Dowflake licks summertime 
humidity. Basements, store- 
rooms, recreation rooms, 
closets and other rooms are 
protected against excessive 











This is Dowfiake newspaper mat No. 


519. 


Write Dow for the complete series of these 
sales-making newspaper mats. 




















aptain Ray-O-Vac... 





Every youngster 
who buys the Captain 
Ray-O-Vac flashlight 
will receive Captain 
Ray-O-Vac’'s Adven- 
ture and Game Book. 
This super-exciting 
comic book introduces 
the Captain, his three 
friends and his wicked 
enemy, the Sorcerer. 


Snip-Zip .. . it’s a rocket ship! This beautiful Captain Ray- 
O-Vac flashlight comes in an exciting carton. Just a snip of 
the scissors transforms the package into a ‘‘jet-propelled"’ 
rocket ship. It’s a packaging idea that will spark up your sales. 


Captain Ray-O-Vac is new, | ready to go, with a rocket ship 


You'll get power- ‘ - nes Here’s a traffic-stopper. 
house support from = / # ey. This big floor stand dis- 
dramatic window S ~ B . / play has the daring Cap- 
streamers, counter ‘J ; fo Coe p : tain Ray-O-Vac perched 
catds, a counter basket ‘ sina ~ on top. And it’s a prac- 
display, battery tester, LASWLIGHTS oe re : tical display too, for it's 
and a traveling win- | } filled with famous Ray- 
dow display. | O-Vac LEAK PROOF 

4 batteries. It will make 

your battery sales zoom! 
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Put your sales on the beam with 
Captain Ray-O-Vae! What's raking the 
place of cowboys and Indians in young America’s 
imagination? Space cadets and rocket ships, of 
course! That's why Captain Ray-O-Vac is such good 
news for you. He'll zoom over the August horizon 


and right into your store with a rocket-push be- 






The new Captain 
Ray-O-Vac flash- ‘. 
light. Sturdy, 
bright red, sure 
to thrill the kids! 


RAY-O-VAC COMPANY 
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He’s jet-propelled with super-sell! 


RAY-O-VAC 
flashlights 
LEAK PROOF batteries 





hind your flashlight and battery sales. He's fea- 
tured on a wonderful, bright Ray-O-Vac flashlight. 
It's in a slick package which the kids can turn into 
a rocket ship. You'll have loads of display material 
to tell the kids in your community that your store's 
headquarters for Captain Ray-O-Vac. Get all the 


information from your Ray-O-Vac representative. 


loaded with sales and merchandising helps! 


The Captain Ray-O-Vac flashlight uses 
famous LEAK PROOF flashlight batteries. 
They stay fresh from power sealed in steel 






MADISON. WIS * RAY-O-VAC CANADA, LTDO., WINNIPEG, MAN, 
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Priority and Price Digest 


News and Interpretations of Government Orders 





Steel Cost Pass 
Through Coming 
For Manufacturers 


Reports from Washington now 
indicate that retailers will at least 
get higher price ceilings as a re- 
sult of the price increase granted 
steel. What this will do to actual 
retail selling prices remains any- 
body’s guess. 

However, indications are that 
OPS is about ready to issue orders 
allowing manufacturers, who will 
be paying more for steel—when 
they get is—to pass through some 
portion of that cost increase. And 
since most retail price regulations 
are of the margin type, there is 
no way to prevent the steel boost 
from showing up in higher retail 
price lids. 

At the same time OPS has 
worked out new decontrol stand- 
ards, which will first have to get 
White House approval before be- 
ing made public. There is now no 
indication as to whether or not 
such standards will be strict and 
mean just token decontrol. OPS is 
split into two camps on the sub- 
ject. 

Meanwhile, NPA, except for 
steel, has become more generous in 
parcelling out the once-so-critical 
metals—aluminum and copper. 
The construction industry has been 
allowed freer use of these metals 
and they can again be used for 
fancy trimmings on consumer 
goods. The agency has also re- 
moved all controls from insect wire 
screening. 


Expect Housing Credit 
Curbs to End Soon 


Housing credit controls prob- 
ably will be thrown out by Oct. 1, 
Acting Defense Mobilizer John R. 
Steelman recently advised Presi- 
dent Truman. 

This step, Mr. Steelman said, 
would be taken to conform with 
amendments of the Defense Pro- 
duction Act which call for removal 
of controls if housing starts fall 
below a seasonally adjusted annual 
rate of 1.2 million for three con- 
secutive months. Starts in June 
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were 10 pct below the 1.2 million 
rate. 

Ending of housing credit curbs, 
administered by the Federal Re- 
serve Board as Regulation X would 
put an end to minimum down pay- 
ment requirements. These had re- 
cently been eased, but the change 
mainly affected low-income bracket 
homes, and those priced above 
$25,000. 


Steel Withheld For 


Defense Purposes 


NPA recently ordered steel mills 
to reserve certain percentages of 
their fourth quarter production for 
military, atomic energy, and ma- 
chine tool orders at the expense of 
civilian production. 

M. N. McCafferty, director of 
the agency’s Iron and Steel division 
said the action was taken to in- 
sure that military and other high 
priority programs get all the steel 
they would receive in 1952 had 
there been no steel strike. 

The reserves for these programs 
range from 5 to 100 pct, depending 
upon the types of steel products. 
This means that steel orders for 
civilian production will be pushed 
back until defense needs are satis- 
fied. 


Stores May Stop Free 
Parcel Deliveries 


Retailers operating under CPR-7 
who have had no minimum sales 
requirement for free delivery of 
small parcels can now establish one, 
OPS recently advised the American 
Retail Federation. 

The Federation asked the agency 
whether Amendment 21 to CPR-7 
—the free delivery amendment— 
permitted a retailer who had no 
dollar value delivery point to in- 
stitute dollar value as a criterion 
for free delivery of small parcels. 

OPS said, “Under paragraph 
(G) of Section 55 a retailer may 
discontinue free delivery of par- 
cels small enough and light enough 
to be carried in hand by the pur- 
chaser, regardless of his previous 
delivery parcel.” 


Copper, Aluminum 
Freed for Stores 


NPA, in a recent action, eased 
its construction restrictions, mak- 
ing approximately double the 
amount of copper and aluminum 
available for use in building retail 
stores and factories without mak- 
ing application to the agency. It 
also removed many of the limita- 
tions which it had placed on the 
use of these metals in construction. 

For commercial construction, 
such as retail stores, the new self- 
certification limits are 2,000 pounds 
of aluminum and 1,000 pounds of 
copper compared with the previous 
limits of 1,000 pounds of aluminum 
and 750 pounds of copper. 

NPA also revoked its ban on the 
use of copper for decorative pur- 
poses in construction, and in gut- 
ters, downspouts, etc., when fabri- 
cated on the site. 


End Controls On 


Wire Screening 


NPA recently removed controls 
on insect wire screening. The 
agency revoked Order M-52, it re- 
ported, because production of in- 
sect wire screening is now ade- 
quate to meet all demands. 

The order which was issued in 
March, 1951, limited the acceptance 
of rated orders by manufacturers 
to 10 pet of production schedules 
in any month. 


NPA to Tighten Steel 
Inventory Enforcement 


NPA is opening a drive against 
steel users who violate’ the 
agency’s new inventory restrictions 
on steel, according to a recent an- 
nouncement by Henry Fowler, NPA 
chief. 

Mr. Fowler said that NPA en- 
forcement officials in the field will 
be assisted, by “flying squads” 
from Washington in checking steel 
inventories of manufacturing con- 
cerns against their present orders 
now placed with steel companies. 

The-agency recently cut per- 
mitted steel inventories from a 
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4 ge You bet safety is important. Especially when 

previous you're selling safety equipment! Will the merchandise 

luminum you sell do exactly what it’s supposed to do for your customers? 

. Will it hold up a man in a marine emergency? Will it save his life? 
n on the You can count on it doing just that if it’s Tapatco. 


























ive pur- ae 
in moe For Tapatco spares nothing in time, men, methods and 
n fabri- materials to make marine safety equipment safe. 
When you’re selling a product that may be called 
on to save a life, it’s good to know you’re ‘ 
selling the best! Ask your jobber about the 
complete Tapatco line, or write us for literature. \ 
controls : 
g. The 
ros on. AN EXAMPLE OF TA-PAT-CO SAFETY 
“9 
of in- The new Tapatco #8 Sportster Vest is designed to be 
w ade- dependable — both for you and your customers. The 
buoyant kapok filling is fully-enclosed in vinyl envelopes. 
sued in It never touches water because it’s sealed in. The vest 
eptance retains its original buoyancy and dependability despite 
cturers repeated wettings. Covered with green jeans cloth. 
hedules Universal size. Packed six to a carton. 
THE AMERICAN PAD & TEXTILE CO. 
el GREENFIELD, OHIO 
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The Great Name in Skates 


{t mokes more dollars... and sense, too . . . to 
carry the skate that keeps customers happy and 
satisfied. Good quality and workmanship in all 
CHICAGO skates assures you of continued sales and 
profits. For over 40 years now... CHICAGO’s are 
known for ruggedness and dependability. 






No. 101 

FLYING SCOUT 
with famous "Triple 
Tread” wheels. 





No. 181 
SILENT FLASH 
Noiseless rubber tires 
outweor steel. Quiet, 
fast, strong. 






Best low priced skate, 
lighter copy of No.101. 


Backed by national advertising 
plus full line of sales helps 


66 CHIC AGo” 


ROLLER SKATE COMPANY 
4456 West Lake Street—Chicago 24 
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45-day supply to a 30-day supply, 
which level will remain in effect 
for the remainder of the year. 


Ease Material Bans In 
Civilian Goods Use 


NPA recently eased its restric- 
tions on the use of copper and alu- 
minum in civilian goods and con- 
struction. Manufacturers of con- 
sumer products will now be allowed 
to use those two metals for decora- 
tive purposes such as trimmings 
cn appliances, fixtures, toys, cut- 
lery, and other items. 

This does not increase the cop- 
per and aluminum rations manu- 
facturers can have. They’re still 
restricted under the Controlled 
Materials Plan, but now are only 


| given greater freedom in deciding 
| how to use their allotments. 





Ferguson Promoted 
To New OPS Post 


Lester A. Ferguson was recently 
promoted to the position of assis- 
tant director of the consumer goods 
distribution, textiles, and new ap- 
parel division. He was formerly 
chief of the division’s wholesale 
and central pricing branch. Frank 
Strunk, chief of the division’s soft 
goods section,. was promoted to 
chief of the wholesale and central 
pricing branch, succeeding Mr. 
Ferguson. 


_ Caretta, D.C. Attorney 


New FTC Member 


Albert A. Carretta, Washington 
(D. C.) attorney, took office as a 
member of the Federal Trade Com- 
mission on June 18. His term of 


| office expires Sept. 25, 1954. 





Mr. Carretta previously served 
with the Securities & Exchange 
Commission, the Office of Price Ad- 
ministration, and the Navy Dept. 
His appointment brings FTC mem- 


| bership back to its full complement 


of five members. Other commis- 
sioners are James M. Mead, Lowell 
B. Mason, John Carson and Stephen 
J. Spingarn. 


CPR-22 Manufacturers 
May Round Ceilings 


OPS recently amended CPR-22 
to allow manufacturers to round 
their own ceiling prices to pre- 
serve markups on branded mer- 
chandise customarily resold at 
uniform prices. Reason for the ac- 
tion was because of differences be- 


tween the rounding provisions of 
SR 4 to CPR-7, the retail regula- 
tion, and those contained in 
CPR-22. 

Rounding provisions permit seil- 
ers to price at their customary 
“endings.” If a manufacturer has 
a computed ceiling of 64.39 for an 
item, and customarily sells at a 
half-cent ending, he may “round” 
his ceiling to 64.5 cents. 


NPA Permits Quota 
Shifts Under 47B 


Manufacturers of consumer du- 
rable goods listed under Order 
M-47B may, for the first time, use 
their controlled materials allot- 
ments with complete interchange- 
ability, NPA recently announced. 
This was achieved by establishing a 
single listing in place of the two 
groups under which products were 
listed in M-47B’s schedule for the 
second quarter, 1952. 

Interchange of allotments was 
previously permitted only among 
vroducts listed in the particular 
group to which allotments were 
made at the same relative percent- 
age levels. Because of the greater 
availability of copper and alumi- 
num for third quarter allotment, 
the distinction between the two 
groups is wiped out in the new 
amendment. Complete freedom for 
shifting allotments among any 
items listed under the order now is 
possible. 


Decontrol Directory 


OPS has issued a reference di- 
rectory showing the approximately 
1,000 commodities and services for 
which price controls have been 
ended in decontrol or suspension 
actions. The 56-page volume con- 
tains an appendix showing the 
broad categories of commodities 
and services affected. 





HARDWARE HUMOR 
By Hardware Age 
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SAVAGE SALES CALENDAR 


1952 














BE READY when they come in... 


When your shotgun customers come in this Fall . . . be ready to 
sell them Savage-Stevens-Fox shotguns—famous for quality, de- 
pendability and value. Here are just two of the many fine profit- 
makers in the Savage-Stevens-Fox line—a// performance-proven, 
all pre-sold to your customers through regular national advertising 
in shooters’ favorite magazines! 


STEVENS MODEL 820 


A streamlined, six-shot, hammerless slide action repeater with fast, smooth, 
dependable action. Barrel and frame interlocked into rigid unit for perfect align- 
ment of parts. Loading port on bottom of receiver for quick, easy loading. Proof- 
tested 12 gauge barrel, 28”, in standard chokes. Stock and slide handle of American 
walnut, newly designed for quick sighting, fast swinging. Point out these features 
—then point to the price—and you've made a sale! 


SAVAGE AUTOMATIC SHOTGUNS 
Model 755 (standard) — Model 775 (lightweight) 


A smartly streamlined, fine handling automatic loading shotgun—in two models to 
fit the kind of shooting your customers prefer to do. For long range shooting 
recommend Model 755 (standard). Its added weight further reduces the recoil of 
high velocity loads. For upland game or skeet, Model 775 Lightweight permits 
faster pointing, easier carrying. Either model has the sleek appearance, perfect 
balance and smooth operation shooters appreciate. Feature these fine Savage guns 
this Fall—for ‘‘automatic’’ sales! 


SAVAGE ARMS CORPORATION 


Firearms Division Chicopee Falls, Mass. 


First in the Field i ets 


“aeRO. 





STEVENS + FOX 


Rifles and Shotguns 


SAVAGE: 


SAVAGE * WORCESTER Power and Hand Lown Mowers 


Raise your sights with SAVAGE in 1952 ! 





STEVENS MODEL 820 
7 Slide — 
epeating Shotgun 
12 po cc yo e 








. 


SAVAGE MODEL 755 


Standard Automatic Shotgun 


(Also Savage Model 775 
Lightweight at $105.00 
Retail) 12 and 16 gauge 
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Yond Ar va 
SoutH BEND CRoQuer: 


Families with a reason for using 
their yards are more likely 
prospects for outdoor items. 
And a popular reason for yard 
activity is the great family 
game — South Bend Croquet. 

So, build your window and 
interior displays of yard equip- 
ment around South Bend Cro- 
quet. This tie-in can furnish 
a wealth of suggestions to cus- 
tomers and more sales for you. 


Show This Book, 


16 page, 2-color bobok— 
“How To Play Croquet” 
—describes complete his- 
tory and rules of game — 
25c list. Quantity dis- 
counts to dealers, 





SALES REPRESENTATIVES 


East—Julius Levenson, 7 East 17th St.,N. Y. 

South —Louis Williams & Co., 3rd National 
Bank Bidg., Nashville, Tenn. 

Midwest—South Bend Toy Mfg., So. Bend, Ind. 

Calif. & S. W.-— Anderson Sales Company, 
730 W. 10th Place, Los Angeles 15, Calif. 

Denver & Pac. N. W.-Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 

Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 





AMERICA’S FAMILY GAME 
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wh Weshington 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


Tin Can Situation 
May Become Critical 


Hardware dealers are likely to 
find it tougher during the next 
few weeks to keep goods packaged 
in tin containers on their shelves. 

The reason doesn’t stem from a 


| serious threat of a tin can short- 
| age, but from efforts of the gov- 
| ernment to get enough tin cans 


into the hands of commercial 
packers to save most of the per- 
ishable food crops. 

Tin mills and closure manufac- 
turers were ordered to reserve tin- 
plate and production from strike- 
bound inventories, as well as new 
“in process” tinplate, through Aug. 


15 for use by perishable food 


packers. 


| Civilian Ammunition 


Arms Get Set Back 


Manufacture of civilian-type am- 
munition and small arms has re- 
ceived another set-back. It may be 
nearly a year before dealers’ 
shelves are again carrying their 
normal inventories of these items. 

This springs from efforts to 
make small-arms ammunition for 


| the military available in quantity 


| tion” 


as soon as possible. The flow of 
mortar and artillery shells has 
been placed in a “critical situa- 
because of the steel strike. 

The Pentagon says stoppages 
and slowdowns in vitally-necessary 
ammunitions production have lost 
about 37 pet of the expected pro- 
duction for the current fiscal year. 

The Army has assigned top pri- 
ority for delivery of ammunition 
for crew-served supporting weapons 
to those units actually in combat. 
Units training for combat have 
second call. 

Quick action by industry and 
government in getting strike- 
bound stocks and new production 
into shipping lanes has largely 
offset danger of all but spot short- 
ages. 

(Resume reading on page 11) 











Mice are easy fo cate 








These ads are running 
over and over and 


over again in the 





Mice are easy fo cate 
yi 
¥ 





SATURDAY EVENING POST 


this Fall... selling 


Victor mouse traps 





Mice are easy fo cate 
TRAPS 








Sold 
Everywhere 






Victor Little Champ plestic mouse trap 





to your customers. 
Cash in on the demand 


with a complete stock. 





Mice are easy fo cate 
RAPS 








Order Victors from your wholesaler 
ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa, © Pascagoula, Miss. 
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© NEW LOWER PRICES * NEW STYLING 
© UNIQUE COOPERATIVE ® NEW MODELS 
ADVERTISING PLAN * NEW COLORS 


more P 


TRACTOR SR. HEAVY DUTY 


FEATHER WEIGHT BIKE WITH TRAINER WHEELS THUNDERBOLT HOOK AND LADDER (CHAIN DRIVEN) 


Here's the line:"Young America’s favorite TOY ride!" 


. « the line that's bound to be top money-maker for youl Ride along! 
Promote more profit for yourself with BMC, the only complete line of 
juvenile wheel toys! BMC's the line that sells itself! Above: just 4 of 
thirty-three sleek models designed especially for youngsters 3 to 8 years 
old—racers, autos, tractors, coaster wagons and sidewalk bikes . . . plus 
8 models of fast-selling attachments to bring you extra sales! 


WRITE FOR FREE CATALOG: 
Address BMC Manufacturing Corporation, Dept. H. 
See BMC's complete line of sales builders! 


BMC MANUFACTURING CORPORATION BINGHAMTON, N. 
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4 The Most re Buy Winchester 

Powerful Fastest, me ame Super Speed with 
Hardest Hitting Hy Exclusive Sealed 

Shells inthe World ie | 6as Chamber and 


HUNTING SALES 








WINCHESTER 


TRADE-MARK 


FIREARMS AND AMMUNITION 


_ 
Please send me FREE fall PRODUCTS OF 


Arms and Ammunition bunting kit of 31 
Division of Olin Industries, Inc. WINCHESTER 


New Haven 4, Conn. displays. 


SEND 
COUPON 
NOW! 


Your Name ae CA ed Pee INDUSTRIES, INC. 


Name of Store. ‘ ; ote Fa! ee 
Address __ 
City and State__ 


ie. 
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Co N Sal Di Cosgrave takes over the po- W. E. Peterson Will W. J. SI 
sgrave New dales Director jin tormeniy sssiened to Represent Eagle Lock | Indiana 
Of J | Hill Co as vice-president of the com- William E. Peterson has 5 W. J. | 
ann Se pany. been appointed to represent ve yeal 

ey, mp. e, e the Eagle Lock Co., Terry- Merchan¢ 


Appointment of Paul L. 
Cosgrave as director of sales 
for Janney, Semple, Hill & 
Minneapolis 


Co., hardware 





western University in Chi- 
cago, Illinois. 

An independent hardware 
store introduced Mr. Cos- 
grave to the business world 
as a sales clerk. From there 
he joined several large chain 
store organizations such as 
Sears Roebuck & Co., Mer- 
cantile Stores and Dean 
Phipps Stores. These assign- 
ments took Mr. Cosgrave to 
many different kinds of mar- 
kets in the states of Illinois, 
Missouri, Ohio, Pennsylvania, 


Fishing Rod Licenses 
Clarify Patent Problem 


Royalty free, non-exclusive 
licenses for the manufacture 
of glass fishing rods have 
been offered to 35 manufac- 
turers by Libbey - Owens - 
Ford Glass Co., under its 
Dubois patent No. 2,571,692, 
it was announced recently by 
John D. Biggers, president 
of the company. 

It is believed that this ac- 
tion will clarify a confusing 

















New York, -New Jersey, Ala- patent -situation which has W. E. PETERSON : 
bama, Florida and Georgia. existed in the industry for s 
As director of sales, Mr. some time. ment Ser 
—_— ville, Conn., in the St. Louis, Retail Hi 
Mo., area. resigned 
PAUL L. COSGRAVE Formerly associated with ————— 
. the Shapleigh Hardware Co., : 
Deitel tale <teie Leonard D. Marshall, 80, Retires From i kode ahaa ee % Nichol 
nounced by Allan J. Hill, 7 buyer of builders’ hardware 
pray Fhe aA yenay _ Emery-Waterhouse Co. After 62 Years 20. iher ines, Mr. Peterson 
nounced the election of Mr. Celebrating his 80th birth- retiring as general manager. TeSigned from the company 
Cosgrave to the board of day on Aug. 1, Leonard D. Pits executives cf thetcen- ™ May, 1951, to enter busi- iD. 
directors of the company. Marshall marked that occa- ri s ness for himself as an advisor cently be 
. ‘ ; . pany arranged a celebsation . tI 
Mr. Cosgrave who has sion with his retirement from o¢ the store in tribute to Mr, *? Wholesalers, contract hard- ident o 
served as manager of the Marshall’s long and faithful “T° dealers, manufacturers Co., whe 
company’s dealer service avin. Tha efile Gee and architects wishing infor- Minn. ¥Y 
department, will be respon- tended by the firm’s execu- ™#tion about marketing “4 charge of 
sible for all the company’s ! tives, employees and the guest specifying of builders’ hard- sion of t) 
sales activities as well as of honor, A dinner is also “*?* products. expand i 
for .the.. dealer service pro- planned for next month to Mr. Peterson is a past pace wit 
gram. which Mr. Marshall’s manu- President of the National industry 
A native of Ohio, Mr. Cos- facturer friends will be in- Contract Hardware Associa- wR 
grave joined Janney’s in vited, including companies tion, the St. Louis Hardware 7 —vi H 
1950, following many years with whom he has had a Club and the American So- a oe 
of activity in various sales close and long relationship. ciety of Architectural Hard- acy 4 
and merchandising capacities Mr. Marshall. started work W#Te Consultants. Sniiier 
with several large chain store ~ with the Emery-Waterhouse | was. tl 
organizations. . “C6. in 1890 a8 a’ clerk earn- years he 
One of Mr. Cosgrave’s re- ing $4 per week. He remained manager 
sponsibilities in his new post with the company through 35 Pittsburgh Stores Mine an 
will be the development of the LEONARD BD. MARSHALL four wars and several depres- In Advertising Program that per 
Janney Dealer Service Pro- sions, being very instrumen- Newspaper advertising in cally ev 
gram, a program of mer- tal in steering the firm the Pittsburgh Press. forms company 
chandising assistance to the active duty with the Emery- through the worst depression the basis of a long-range ad- dent, ste 
dealer. Waterhouse Co., Portland, of all in 1933. vertising and promotional the elect: 
Mr. Cosgrave attended Me., wholesale hardware firm. In 1892 he became a sales- program undertaken recently He has 
school at the Montclair Acad- Mr. Marshall held the execu- man and in the ensuing years by 35 leading Pittsburgh the Nati 
emy in Montclair, New Jer- tive positions of treasurer was named to the three ex- neighborhood hardware tributors 
sey, the Double L Bar Ranch, and vice-president during his ecutive positions he held with stores. These neighborhood working 
Cody, Wyoming, and North- 62 years with the company, the company. (Continued on page 182) area rep! 
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W. J. Sheely Joins 
Indiana Association 


W. J. Sheely, for the past 
five years manager of the 
Merchandising & Manage- 


W. J. SHEELY 


ment Service of the National 
Retail Hardware Association, 
resigned that post to, become 


assistant secretary of the In- 
diana Association. 

In his new position Mr. 
Sheely will work with his 
uncle, G. F. Sheely, who is 
now in his 48th year of As- 
sociation work—the longest 
service record in the history 
of the National and its affili- 
ated associations—and will 
be in line for the Indiana ex- 
ecutive office upon retirement 
of the elder Mr. Sheely. 

W. J. Sheely came to the 
National Association staff 
five years ago from the Geo. 
Worthington Co., Cleveland, 
Ohio, where he had been in 
charge of the company’s mer- 
chandising division. Previ- 
ously he was in charge of 
retail store engineering for 
the Simmons Hardware Co. 
of St. Louis and in earlier 
years he worked from stock 
boy up to store manager with 
Montgomery Ward & Co. 








Nicholson Joins Kelley-How-Thomson Co.; 
In Charge of Industrial Division 


J. D. Nicholson has re- 
cently been made a vice-pres- 
ident of Kelley-How-Thomson 
Co., wholesaler of Duluth, 
Minn. Mr. Nicholson is in 
charge of the industrial divi- 
sion of the company and will 
expand its activities to keep 
pace with the expansion of 
industry in eight states from 
Montana to Michigan. 

Mr. Nicholson takes to 
Kelley-How-Thomson his 36 
years of distribution experi- 
ence with. the- Mine and 
Smelter Supply Co. of Den- 
ver, Colo. For the past 11 
years he has been general 
manager and a director of 
Mine and Smelter; prior to 
that period he held practi- 
cally every position in the 
company except that of presi- 
dent, starting as a clerk in 
the electrical department. 

He has been very active in 
the National Industrial Dis- 
tributors’ Association on 
working committees and as 
area representative and vice- 


president. He served two 
terms as president of the 
Rocky Mountain Distributors’ 
Association and has served 
on the Board of Governors of 
the Westinghouse Agent Dis- 
tributors’ Association and the 
National Electrical Wholesal- 
ers’ Association. Also, he 
was President of the Colo- 
rado Chapter of the Amer- 
ican Steel Warehouse Asso- 
ciation. 





J. D. NICHOLSON 
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Our Own Offers Dealers New 
Monthly Merchandising Plan 





Shown examining a new gift-wrapped tool deal at the recent 
Our Own Hardware Co.'s Summer meeting, are, left to right, 
S. E. Hunt, Hunt Bros., chairman of the board of Our Own 
Hardware; E. J. Murray, sales manager, Pexto Tool Div., 
Peck, Stow & Wilcox Co.; S. P. Duffy, president and general 
manager of Our Own, and George Gabisch, of Townsend, 


Mont., a visiting dealer. 


A new monthly merchan- 
dising program for building 
store traffic that enables deal- 
ers to tie into a series of con- 
sumer ads appearing in farm 
magazines was announced at 
the summer meeting of Our 
Own Hardware Co., dealer- 
owned wholesaler of Minne- 
apolis. 

The meeting, held July 28- 
30 at the company’s ware- 
house, featured several busi- 
ness meetings and an exten- 
sive display of Fall and 
Christmas merchandise, as 
well as standard items. 

S. P. Duffy, president and 
general manager, in review- 
ing the company’s sales pic- 
ture, reported that wholesale 
volume for the first _ six 
months showed a_ decline 
from the volume of the com- 
parable period of a year ago. 
He expects the second six 
months to show a gain, with 
the likelihood that the year 


as a whole will be at least 
equal, if not slightly better 
than 1951. 

Prospects of good crops 
this year is one of the rea- 
sons for anticipating a good 
last six months, Mr. Duffy 
said. Dealer sales were re- 
ported to be holding up well, 
and there has been a general 
working off of excess inven- 
tory at the dealer level. This 
has been one of the factors 
contributing to the slightly 
lower wholesale volume. 

The new monthly merchan- 
dising plan was announced to 
the dealer-members by Paul 
J. Huch, assistant to the gen- 
eral manager. The basis of 
the plan is a series of adver- 
tisements to be run each 
month in a group of farm 
magazines that blanket the 
seven-state trading area of 
the company. 

These ads will be half 

(Continued on page 190) 
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Your H-! man 
can be 
a life-saver 


Your H-I man knows tackle and the tackle business — 
because tackle is his business. Doesn't it make sense to rely 
on him for sound advice on tackle buying and selling? 


He’s in a perfect position, too, to supply you with exactly 
the right tackle that’s right for your area. That's because 
the H-I line is complete—29,000 items, including complete 
equipment for every fisherman and every kind of fishing. 
He'll show you H-] Power Glass Rods — the largest line, 
greatest values in the field—bamboo and steel rods, reels, 
lines and lures. It’s the H-I line, one great source for all 
your tackle needs. 

Ask about national advertising and promotion. Your H-| 
man will give you details on H-I’s outstanding 1952 cam- 
paign, and how easily and economically you can tie in. 


Rely on your tackle man — your H-I man. See him — or 


ORROCKS 
BOTSON 


<I 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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News of the Trade 





Bayer Registration for 1952 National 
Hardware Show Reaches All-Time High 


Buyer registration for the 
1952 National Hardware 
show has reached an all-time 
high and the value of mer- 
chandise on display will be 
far greater than at any other 
previous show, according to 
Frank Yeager, director. 

The National Hardware 
Show will open its doors at 
the Grand Central Palace in 
New York City, Oct. 6-10, 
with the largest backlog of 
requests from manufacturers 
for exhibit space in the his- 
tory of the show. 

Seven hundred manufac- 
turers will exhibit their new- 
est and best products to buy- 


ers from all over the country 
as well as more than 50 for- 
eign countries. The 1952 
show was sold out at the ear- 
liest date in its history and 
already manufacturers are 
requesting space for the 1953 
show. 

Every available square foot 
of space at the Grand Cen- 
tral Palace has been taken 
for exhibition space and, 
once again, arrangements 
have been made to store ship- 
ping crates in outside ware- 
houses. 

Exhibitors are placing 
great emphasis on their new 
merchandising plans and new 
products. 








Col. Siegmund Retires 
From Olin Industries 


Col. Walter F. Siegmund, 
former general sales mana- 
ger, Olin Industries, Inc., 
East Alton, IIll., retired from 


COL. W. F. SIEGMUND 


the company July 1, 1952, 
after 21 years of service. 

Col. Siegmund joined West- 
ern Cartridge Co., November, 
1931, as a special represen- 
tative of both Western Car- 
tridge and Winchester Re- 
peating Arms companies, now 
the arms and ammunition 
divisions of Olin Industries. 
He became assistant sales 
manager of Western’s am- 
munition division, April, 
1933, advancing to the posi- 
tion of sales manager, 
March, 1941. 

He began his military 
career more than 30 years 
ago as a 2nd Lieutenant in 
the First Missouri Infantry. 
He became a full Colonel in 
1922, and was retired with 
that rank in 1944, 

Upon his return from ac- 
tive duty, he was appointed 
general sales manager of 


Olin Industries, August, 
1944, 

He has always been an 
active sportsman, and an ex- 
pert rifie, pistol, wing, trap, 
and skeet shot. Included in 
his skeet honors are three 
national professional skeet 
shooting championships in 
San Francisco in 1939, and 
the World All-Gauge Profes- 
sional Skeet Shooting Cham- 
pionship in Asheville, N. C. 
in 1940. He also is the author 
of several military publica- 
tions, 


35 Pittsburgh Stores 
In Advertising Program 
(Continued from page 180) 


hardware stores, known as 
the Associated Hardware 
Stores, are sponsored by the 
F & B Woodenware Co. of 
Pittsburgh. 

Formed more than two 
and a half years ago by more 
than 85 hardware merchants 
in the Tri-State area includ- 
ing 35 in the Pittsburgh dis- 
trict, the stores in Associated 
Hardware use cooperative 
buying. 


Philco Names Skinner 


The appointment of James 
M. Skinner, Jr., as vice- 
president of distribution for 
all domestic divisions of 
Phileo Corp., Philadelphia, 
Pa., was announced recently 
by James H. Carmine, execu- 
tive vice-president, 

In this capacity, Mr. 
Skinner will coordinate and 
have supervision over Philco 
field sales managers and di- 
vision managers. 
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.s HUNTING CLOTHING 















placing 
eir new 
and new 


BUILDS STORE TRAFFIC... 


MAKES MORE MONEY 





It’s no secret that RED HEAD hunting clothing is used by almost 
all of the best dealers in the country to draw traffic into their 
stores. What some dealers do not realize is that the RED HEAD 
This is a line is such a terrific profit-maker. Once those customers come 
into the store, the RED HEAD duck drives home sale after sale. 
The quality and construction plus the famed RED HEAD 
reputation for making field tested favorites builds up the pres- 
tige of the retailer. Your best way to cash in on this obvious 
popularity is to display RED HEAD products prominently in 
your windows and in the store. Keep fully stocked in all sizes 
\ ; ...remember too that at least one of the RED HEAD "193 
. ways to make a profit” can mean that extra sale that will con- 
tinually boost your profits to new highs! 





These three headliners are real drawing cards. 

they are hunting garments that you can depend on 
to fully satisfy every need and desire of the most 
experienced hunters everywhere. Every feature of 
these garments is constructed to make hunting a 
physical pleasure in the roughest terrain. ''Bone-dry"’ 
comfort in itself sells for you...add the best all- 
around designing and you can build up your own 
store's reputation by making RED HEAD your "'top”’ 
line this fall. 















"“Bone-dry’’ HUNTING COAT 













Phileo 7 “Bone-dry'’ Hat-cap 
nd di- 
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4 HUNTING SEASON rare 
ANNOUNCEMENTS fishing t 
Be the first to remind names “TF 
hunters when local tol.” 

seasons begin. For M. G. I 
your door or window, chandisin; 
will send 8” x 21” Brunswicl 
posters with blank Co., and 
spaces to fill in exact general n 
dates. & Adler, 
rector of 
sales for 





+ Booeé YOUR FALL HUNTING <2. 



















A JUMBO 
SHOT SHELL 


A key display for 
your window or other 
prominent spot in 
your store, in color, 
40” = 21". 







Sargent 
R. Salam 


The ap 
G. Salame 
director a 
as adverti 
motion m 
& Co., h 
by J. Bry 
dent and 
ager of th 








8 SHELF TALKERS Make your shelves “‘talk”’ 
to customers. 4 featuring SUPER-X shotgun 
shells. 4 featuring SUPER-X SILVERTIPS, Full 
color 6144” x 73%". 

| oe 6-f UeLhUmeLhLUmD.LUD.UM CU UCU SC OK TSC SS. COU. OU. OD UD. OU 


Send me fall hunting kit of 17 












SEND 
COUPON 
NOW! 


4 BOX TOPPERS 


To make shells sell themselves. 614”x 734”. 


Dept. 15C 

Arms and Ammunition 

Division of Olin Industries, Inc. vases mann 
East Alton, Illinois displays. 





oe 
TRADE-MARK 


’ 
r 
— —__—_—— § 
Name of Store - ' WORLD CHAMPION AMMUNITION RO’ 
1 p———7 ——— 
1 


Address. as : eee iNew 2 SEER 


Mr. Sal 


City and State______ Se Nes DS 
director | 
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News of the Trade 





Union Hardware Reorganizes Sales Dept.; 
Parchases Assets of Horton Bristol Co. 


An extensive reorganiza- 
tion of the sales department 
of Union Hardware Co., Tor- 
rington, Conn., and _ its 
wholly owned subsidiaries, T. 
H. Wood Co., South Coven- 
try, Conn., and the Spring- 
field Co., Springfield, Mass., 
with its Joseph T. Wood Div. 
of Ware, Mass., was an- 
nounced today by E. Morris 
Jack, Union Hardware pres- 
ident. 

At the same time it was an- 
nounced that the company 
has purchased the assets of 
the Horton Bristol Mfg. Co. 
Div. of Wright Machine Co., 
Inc., exclusive of the real 
estate owned by the Horton 
Bristol Div. and of the fishing 
line business. Union plans to 
manufacture and sell com- 
plete lines of golf clubs and 
fishing tackle under the 
names “Horton” and “Bris- 
tol.” 

M. G. Meinig, former mer- 
chandising manager for 
Brunswick - Balke-Collender 
Co., and vice-president and 
general manager of Wagner 
& Adler, has been named di- 
rector of merchandising and 
sales for Union Hardware 


and its various subsidiaries. 

Milton L. Lundgren, for- 
merly in sales executive ca- 
pacities with Nesco and An- 
chor Hocking Glass Corp., 
has been appointed general 
sales manager; Kenneth L. 
Douglas, formerly sales man- 
ager for Union Hardware, 
becomes assistant general 
sales manager for the parent 
company and its subsidiaries. 


The reorganized depart- 
ment will be headquartered 
at Torrington and from there 
will handle all merchandising 
and sales effort for Union 
Hardware roller skates and 
fishing rods, Springfield base- 
balls, softballs and golf 
clubs; Joseph T. Wood rink 
roller skate shoes and roller 
skate outfits, baseball shoes, 
bowling shoes, ice skate shoes 
and ice skating outfits, in- 
cluding Canadian Flyer ice 
skates, and T. H. Wood Co., 
fishing lines. 

Union Hardware sales rep- 
resentatives will also handle 
Bristol golf clubs. Bristol 
fishing rods will be handled 
by independent representa- 
tives to be announced. 








Sargent & Co. Advances 
R. Salaman, T. Orban 


The appointments of Roy 
G. Salaman as merchandising 
director and Theodore Orban 
as advertising and sales pro- 
motion manager for Sargent 
& Co., have been anounced 
by J. Bryer Duff, vice-presi- 
dent and general sales man- 
ager of the firm. 





ROY G. SALAMAN 


Mr. Salaman was formerly 
director of advertising and 
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salés promotion, and Mr. Or- 
ban advertising manager. 

Mr. Salaman, whose work 
as director of advertising and 
sales promotion involved spe- 
cial sales clinics for Sargent 
salesmen, the training of job- 
bers and Sargent builders’ 
hardware men, sales studies 
in the field, market research, 
lectures at architectural and 
building trade schools, and 
other special assignments 
will direct the company’s 
merchandising activities in 
his new assignment. 

A Sargent employee since 
1916, Mr. Salaman served in 
the company’s field sales or- 
ganization for 25 years in the 
Middle West. In 1945, he 
was appointed advertising 
and sales promotion man- 
ager, and, in 1951, director 
of advertising and sales pro- 
motion. 

Mr. Orban joined Sargent 
& Co. as a sales trainee in 
1946. The following year he 
became assistant to the ad- 
vertising and sales promotion 
manager, and in August, 
1951, was promoted to adver- 
tising manager. 


21, 1952 


















Draper-Maynard Rubber Covered 
Footballs and Basketballs 
are made of newly developed 
laminated materials. Simulated 
lacing, valve inflation, official 
in size, shape and weight. 


Draper-Maynard Rubber Covered 
Footballs and Basketballs are 
ruggedly built to withstand the 
hard wear and grind of outdoor 
concrete courts, gravel and cinder 
"playgrounds and recreation fields. 


Order DRAPER-MAYNARD Rubber Covered 
Balls from your Wholesale Distributor now. 


he Lidthy Doe kine’ 
gare ; MMA 





Suet e, 


THE DRAPER-MAYNARD (O., 4861 Spring Grove Avenue, Cincinnati 32, Ohie 
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Push Hoppe Products NOW 


These are the days when target, trap and skeet 
shooters are building up their shooting averages and 
they need clean guns to do the job. So why not 
go after this gun cleaning business with “old reli- 
able Hoppe’s No. 9” for removing primer, powder, 
lead and metal fouling and for protecting guns from 
rust. And don’t overlook Hoppe’s Patches—Hoppe’s 
Lubricating Oil for guns and reels—and Hoppe’s 
Gun Grease. These products are known, used and 
respected by every experienced gun owner. Ask 
your Jobber. 


FRANK A. HOPPE, INC. 
2314A North 8th St., Philadelphia 33, Pa. 


fae 











Cater to these 


BACKYARD SPORTSMEN 


this Spring“and Summer 


These low-cost units make ar 
OUTDOOR FIREPLACES A 
easy to build, fun to use NICE 


More home recreation is PROFIT 


centering around Outdoor 
Fireplaces. This popular 
trend opens markets for 
you to supply these all- 
metal “cores” that fit in- 
side any masonry design. 





Outdoor Cooking 


(and eating) 
The Majestic Company offer great sport 
304-C Erie St., Huntington, tod. for all the family 









ss rz oe 


TO DEALERS: 
Your Copy* (REE! 


NEW 52-page idea 
book of Outdoor 
Fireplaces 
*More copies avail- 
able at nominal 


cost for you te sell 
ot 25¢ eac 
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News of the Trade 





Pittsburgh Plate Glass Elects Two New 
Vice-Presidents; Reorganizes Personnel 


Election of two new vice- 
presidents and the reorgani- 
zation of executive personnel 
in ’ Pittsburgh Plate Glass 
Co.’s Manufacturing, Mer- 
chandising and Glass Sales 
divisions was announced by 
Harry B. Higgins, president 
of the firm. 

Wallace R. Harper has 
been elected to the new posi- 
tion of vice-president in 
charge of plate glass sales. 
Mr. Harper has been with 
the company since 1930 in 
various sales posts, including 
10 years as manager of the 
Boston branch prior to his 
appointment as manager of 
plate glass sales in 1947. 

David G. Hill, general 
superintendent of plate glass 
factories since 1940, has been 
elected vice - president in 
charge of glass manufactur- 
ing. Mr. Hill joined Pitts- 
burgh Plate Glass in 1924 
as an efficiency engineer, in 
which post he served at sev- 
eral of the plants before join- 
ing the general office manu- 
facturing department in 1929 
where he served 11 years 
prior to his appointment as 
general superintendent of 
plate glass factories. 

Donald C. Burnham, who 
has been vice-president in 
charge of glass sales and the 
Merchandising Div. since 
1947, will devote full time to 
the company’s rapidly ex- 
panding Merchandising Div. 

Ralph V. Reisgen has been 
appointed general superin- 
tendent of plate glass fac- 
tories, succeeding Mr. Hill. 
Mr. Reisgen is a 34-year 
Pittsburgh Plate veteran who 
has been an assistant super- 
intendent of Works Four, 
Ford City, Pa., since 1929. 

William A. Gordon has 
been named manager of plate 
glass sales, succeeding Mr. 
Harper. Mr. Gordon has 
been with Pittsburgh since 
1934. Since 1947 he held the 
position of manager of trade 
sales. 

Paul A. Ketchum succeeds 
Mr. Gordon as manager of 
trade sales. An assistant 
general manager of ware- 
houses since 1945, Mr. 
Ketchum has been with PPG 
since 19381. 

Robinson F. Barker has 
been named assistant to the 
president. With Pittsburgh 


since 1935, he held various 
sales assignments and for the 
past year and a half has 
been an assistant general 
manager of warehouses, 
Thomas G. Wright has 
been promoted to the newly 
created position of superin- 
tendent, fabricating. He has 
been with Pittsburgh since 
1930 and assistant general 
superintendent of plate glass 
factories since 1947. 





Marshall-Wells Names 
Bruner Manager, Buyer 


Vern Bruner has_ been 
named manager and buyer 
of major appliances of the 
Major Appliance Dept., Mar- 
shall-Wells Co., wholesaler of 
Portland, Ore., it was an- 
nounced by H. L. George, 
general manager of the Port- 
land branch. 

Mr. Bruner succeeds El- 
mer Jorgensen, who has re- 
signed to accept a position 
with Arvin Industries, Inc., 
Columbus, Ind., as a district 
sales manager of the entire 
West coast in the radio and 
television departments. 

Mr. Bruner, with Marshall- 
Wells for more than 15 years, 
was formerly service man- 
ager of the Portland branch 
and one of the firm’s leading 
major appliance salesmen. 





VERN BRUNER 


In his new position he will 
be responsible for the man- 
agement and procurement of 
merchandise for the Major 
Appliance Dept., which in- 
cludes Zenith major house- 
hold appliances, as well as 
Arvin radio and television, 
and covers the eight western 
states from Minnesota to the 
Pacific coast. 
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THEY ALL WANT 





REPEATING SHOTGUNS 


Z ...and that means Mossberg, because 
Mossberg supplies them in fine quality at 
popular prices. 


C-LECT-CHOKE 


instant changing — finest of them all 





Any choke de- 
sired — instantly 
— by a twist of 
the fingers. Set- 
tings are positive, 
ond visual, like 
@ micrometer. 










729 roi 


($30.95 west of Rockies) 


20 ga. Model 185K 
with C-LECT-CHOKE 






x | Le 


($32.95 west of Rockies) 


16 go. Model 190 
with C-LECT-CHOKE 












— change 





$9995 
spi 

($23.95 west 
of Rockies) 


tubes quickly, 





410 ga. Model 183D 


with Full and Modified choke tubes easily, even 


in the field. 






: * 
25 retail 

_ 4$26.95 west 
at Rockion : 


B "20 ge. Model 18 1895p. 
Cylinder choke tubes hele 


MOSSBERG NATIONAL ADS 
BUILD STORE TRAFFIC 
In ads in 30 magazines read by millions of 


sportsmen, we’re saying, ‘Your Mossberg 
dealer invites you to see these models’’. 


These are the shotguns for a cost-conscious 
and quality-demanding public. There is no finer 
instantly changeable choke than Mossberg's 
C-LECT-CHOKE. And Mossberg's interchangeable 
choke tubes on Models 185D and 183D are abso- 
lutely top values. 


Dealers find Mossberg shotguns profitable 
because they give the shooter what he wants in 
quality and performance — and at a price he 
can afford. 


ORDER FROM YOUR DISTRIBUTOR TODAY! 


OF. | 
/ 


ossber 
es 


NEW HAVEN 5S, CONN. 





21608 ST. JOHN ST., NEW HAVEN 5, CONN. 
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Builders’ Hardware Men Hold Meeting 
To Organize Chicago Club; 130 Attend 


Plans for the formation of 
a Builders’ Hardware Club 
in Chicago, Ill., and sur- 
rounding area were discussed 
at a meeting held July 21 
which was attended by 130 
builders’ hardware men from 
Chicago and the midwest 
area. 

Kenneth Lee, chairman of 
the 16th Annual Builders’ 
Hardware Convention to be 
held in Chicago in the fall, 
opened the meeting and in- 
troduced Franklin Schlitt, 
Schlitt Hardware Co., 
Springfield, Ill.; Robert E. 
Foltz, vice-president and 
sales manager of Lawrence 
Bros., Inc., Sterling, TIIl.; 
Herman Brink, sales man: 
ager of Knape & Vogt Mfg. 
Co.; and A. H. Schliecher, 
Jr., sales manager of Oscar 
C. Rixon Co. 

Mr. Lee then introduced 
W. J. Hodge, vice-president 
of LCN Door Closer Co., who 
was the featured speaker of 
the evening. Mr. Hodge, who 
is well acquainted with the 
problems of the organization 
and operation of hardware 
clubs, divided the gathering 
into groups with a speaker 
for each group. This devel- 
oped into a question and an- 
swer session. 

Mr. Hodge outlined the ad- 
vantages of a builders’ hard- 
ware organization and dis- 
cussed the success of the 
various clubs throughout the 


country. He pointed out that 
the Southern California Club 
is so successful in the con- 
tract builders’ hardware 
field that the jobbers devel- 
oped an educational program 
for their builders’ hardware 
sales personnel. It was also 
mentioned that the St. Louis 
Hardware Club, in existence 
15 years, has_ successfully 
satisfied the necessity of a 
closer understanding between 
the members of the builders’ 
hardware fraternity. 

Franklin Schlitt, past pres- 
ident of both the American 
Society of Architectural 
Hardware Consultants and 
the National Contract Hard- 
ware Association, elaborated 
on the extensive growth of 
the builders’ hardware clubs 
and the resultant benefits 
reaped by AHC and NCHA. 

The membership then 
agreed to organize a club, 
and appointed a nomination 
committee to elect officers of 
the proposed organization. 
The following were named to 
the committee: Carl Frank- 
lin, Clark & Barlow Hard- 
ware Co.; W. A. Guay, Rich- 
ards-Wilcox Mfg. Co.; Rob- 
ert Kline, Hibbard Spencer, 
Bartlett Co.; Les Casey, 
Lawrence Bros. & Payson 
Mfg. Co., and Walter Howell, 
Howell Hardware Co., who 
was chosen to head the com- 
mittee. 

The next meeting of the 
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group was tentatively set for 
Sept. 12 or 19, the exact 
date to be announced later. 
At the close of the meeting 
a program committee, con- 
sisting of the following, was 
formed: Wiley Morrison, 
Edward Hines Lumber Co.; 
William Kennedy, Hager 
Hinge Co., and Robert Whyte, 
Russell & Erwin Div. of the 
American Hardware Corp. 





National Lock Co. Gets 
Advertising Award 


National Lock Co., Rock- 
ford, Ill., manufacturer of 
an extensive line of hard- 
ware products, has recently 
been accorded outstanding 
recognition for an advertis- 
ing campaign. 

In the 1952 National In- 
dustrial Advertising Associa- 
tion “Toppers” competition, 
the National Lock entry was 
one of three top winners in 
Classification 1... “Intro- 
duction of a New Product.” 
Embracing direct mail, pack- 


aging, newspaper,’ trade 
paper, consumer magazine 
advertising, display and 


other elements of a _ well- 
rounded program, the Na- 
tional Lock campaign was 
designed to introduce Na- 
tional LOCKset, a new door 
knob-lock ensemble for use 
in the home. 

National Lock’s award- 
winning campaign was pre- 
pared under the direction of 
company advertising mana- 
ger H. M. Johnson. 


Hamala Heads Sales For 
Royal Vacuum Cleaner 


Edwin A. Hamala_ has 
has been appointed director 
of sales and advertising for 





EDWIN A. HAMALA 


Royal Vacuum Cleaner Co., 
Cleveland, Ohio. 

Mr. Hamala started in the 
appliance industry with the 
Apex Electrical Mfg. Co., 
leaving after nearly 13 years 
to go with Premier Vacuum 
Cleaner, which subsequently 
became a division of General 
Electric. After serving nine 
years with Premier as adver- 
tising and sales promotion 
manager, he held a similar 
position with Jack and 
Heintz. 

Then he became an adver- 
tising account executive with 
Beaumont and Hohman, Inc., 
New York. He became as- 
sistant sales manager for 
Royal in 1950, and _ sales 
manager in July of last year. 











Shown above are some of the 130 builders’ hardware men who attended a recent meeting to discuss plans for the formation 
of a Builders’ Hardware Club in Chicago and surrounding area. 
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Frank Niemuth Mr. & Mrs. Charles B. Greer Bob Alexander 
Veteran Lake Poygan Guide African Big Game Hunters Merrymeeting Bay Guide 
Fremont, Wisconsin Houston, Texas Brunswick, Maine 





pee 


Through the pages of the nation’s leading farm and out- 
door magazines, well-known guides, hunters and sportsmen 
tell your customers how Peters packs the power for every kind 
of game. 

You can depend on a steady demand for Peters ammuni- 
tion. That’s why it pays to stock the entire Peters power- 
packed line. 





PETERS packs thes power 


OU POND PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“‘Rustless’”’ and ‘‘High Velocity’’ are trademarks of Peters Cartridge Division, Remington Arms Company, Inc. 
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The NEW HOODED TYPE--- 


> 0 0 


CAMADA PAT OFF 


*... the most important 


Curtain fire screens today are a 
commodity, not a specialty. 75% 
of all fire screens sold nationally 
are curtain screens. 


fire screen development 
since we introduced 


the original Flexscreen 


twenty years ago.” - 
y: s' Now, at last, here is a curtain 


screen that can be sold as an over- 
the-counter commodity ... a 
screen that was designed in rec- 
ognition of your selling problems! 


John B. Turner, President 
Bennett-Ireland Inc. 


4 out of 5 customers prefer “‘attached” screens to the 
frame type. The new Hooded Flexscreen lets you take 
care of them—with a screen that’s merchandisable . . . 
readily stocked . . . made for volume selling. 


A New Concept... 
New, graceful hood-shaped* cornice adapts a traditional 
fireplace feature to new purposes. An appealing design. 


Size Adaptability eee 4 
Just 3 sizes fit 91% of all fireplaces. The hooded shape com- 
pensates for all but the most unusual heights. 


Simple Sales Story... 
Just two questions take the order —“How wide is your 
fireplace opening?” and “Brass or Black finish?” Then 
deliver from your stock, 


Easy Attachment... 
“Installation by Customer” is now a fact. A pattern locates 
the two small support screws. Pre-assembled hood and cur- 
tains snap together. And when the sercen is up, it’s right 
permanently, 

The new Hooded screen opens up a new volume of Flexscreen 

sales for you. It’s a “natural,” designed by the most experienced 

manufacturer of curtain fire For details, write us at 

852 North Street 


BENNETT 


screens, 


* Patented 


IRELAND ENC, 


. * 
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Our Own Offers New 
Merchandising Plan 
(Continued from page 181) 


pages, signed by Our Own 
Hardware and will be paid 
for by the wholesale house. 
Each ad will feature a single 
item, with a special price and 
wide appeal, and will be de- 
signed to emphasize the 
values offered by Our Own 
stores. 

Dealers participating in 
the program will be supplied 
with a duplicate of the ad- 
vertisement in mat form, 15 
in. by 2 columns in size, for 
running in local newspapers 
simultaneously with the con- 
sumer ad in the farm maga- 
zine. Cost of the local news- 
paper ads, which will be 
signed with a store’s specific 
name, will be shared by the 
wholesale house and the in- 
dividual dealer. 

In addition to the mat, 
dealers will be supplied with 
posters and window banners 
featuring the item. 

Where local newspapers are 
not adequate for covering a 
store’s territory reprints of 
the ad will be made available 
for direct mailing by a dealer. 

Mr. Huch explained that a 
number of methods had heen 
studied and that it was the 
general feeling that this com- 
bination of farm magazines 
and local newspapers offered 
the best opportunity for com- 
plete coverage of the market. 

Carl Brandtner, Our Own 
toy buyer, told the dealers 
attending the meeting that 
1952 would be a banner year 
for toys and other Christmas 
gifts. Some of the reasons 
for this prediction, listed by 
Mr. Brandtner, were: The 
availability of spending 
money; the larger child popu- 
lation; the younger age of 
grandparents, and the fact 
that educators, doctors, etc., 
are acknowledging the im- 
portance of toys for a child’s 
proper development. 

Mr. Brandtner gave five 
suggestions for cashing in on 
this toy and gift business 
(1) Display a generous, well 
assorted stock of toys; (2) 
set up a separate department 
and let one person specialize 
in buying and keeping up the 
display; (3) glamourize the 
toy section and keep it attrac- 
tive; (4) use a toy consumer 
catalog, and (5) start the toy 
selling campaign early. 

Handling toys, Mr. Brandt- 
ner said, is one of the best 


News of the Trade 





ways to build store traffie at 
Christmas and to increase 
sales in other lines. 

The toy and gift display 
at the meeting was one of the 
largest and most extensive 
ever set up by the firm. Buy- 
ing of fall and Christmas 
merchandise was at a brisk 
pace. Preliminary estimates 
indicated that buying ‘at this 
show was higher than the 
volume placed at the 1951 
show. 

One of the items that at- 
tracted special attention at 
the show was a line of gift 
packaged hand tools. These 
tools, all standard, popular 
items, are pressed into a 
brick of imitation snow, then 
wrapped with colorful gift 
tape and have a to-and-from 
card attached. 

Thus, they come to the 
dealer completely gift wrap- 
ped. Prices of the items 
range from $1 to $4.25 retail 
and vary from a single item 
to a package of three popu- 
lar tools. 

Dealers at the meeting also 
had a preview of the com- 
pany’s new Fall consumer 
catalog which features as 
one of the new items in the 
book, an unusual square iron 
frying pan retailing for $1.98. 


Kuzell to Represent 
Wooster Brush Co. 


H. S. Davies, vice-presi- 
dent and sales manager of 
the Wooster Brush Ca. 
Wooster, Ohio, announced 
Paul E. Kuzell as the com- 
pany’s new sales representa- 
tive in Michigan, Indiana and 
part of Ohio. 

For 21 years Mr. Kuzell 
has been associated with the 
Wooster Brush Co. in a sales 
capacity, principally in New 
England and the East, and 
has had long experience in 
the field of painting tools, 
their merchandising and sale. 





PAUL E. KUZELL 
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AT LAST... A Broom Rake 


that CANNOT 


LOSE ITS SHAPE 
or 
COME APART 


Now you can offer your customers 
the most durable, satisfactory broom 
rake ever constructed. The 
Rugged Robert Broom Rake gives 
useful service for the life of the 





ONE-PIECE INTER- 


LOCKING CONSTRUCTION steel! 









The tines, made of high carbon, tempered cold rolled flat 
wire with rounded edges, 5/16" x .029"', interlock into 
the 18-gauge steel neck. As the picture shows, the 
horizontal and vertical tabs positively lock tke 
cover plate to the frame. The cover plate 
also extends into the neck of the frame add- 
ing great strength where needed. The 
semi-circular depression in the plate pre- 
vents tines ever becoming loosened. This, 
plus the one-piece frame, guarantees that 
the rake will never lose shape. 


Handle is No. | hardwood, clear lacquer finish, 42'' long, 
packed 6 to bundle. Heads packed 6 to re-shipping carton. 
Combined shipping weight, 23 Ibs. per dozen. 


“Serving the Jobber for 15 Years" 


UGGED 
Wire Products Company 


OBE 
2713 North 24th St. BRAMD Birmingham, Ala. 


Members, American Hardware Manufacturers Assn. 

















.--for FUNCTIONAL Kitchens 








Specify 
McMAHAN 


CABINET 2. e8 
LIFTS ln 











Model A-21 
Gives ‘Hide-a-way” : 
Storage for Mixers 
and other Appliances, 
Swings Up for 

Instant Use. 








Nw 
Model UD-22 


McMahan Cabinet Lifts raise cabinet efficiency, lowers 
work and saves valuable space. The all-steel mech- 
anism is counterbalanced for smooth, always-level 
operation, and locks rigid and safe in the working 
position. Tested and approved by hundreds of satis- 
fied users; McMahan Lifts add extra sales appeal and 
profit to any cabinet job. 


A-21 Adjustable Model 
For cabinets with drawer on 
bottom. Adjustable in width 
(1249” to 1742”). Minimum 
dimensions: Inside depth 
21”, door height 18”, door 

140 
we so". with Platform $29.50 
Lift Less Platform $12.50 Lift Less Platform $24.50 


FOR FURTHER INFORMATION 
' CONTACT YOUR LOCAL WHOLESALE HARDWARE 
BUILDING SUPPLY OR LUMBER DEALER 
OR WRITE DIRECT TO 
McMAHAN BROTHERS, Dept. A 
2220 $. Hoover Street, Los Angeles 7, Calif. 


DEALER AND DISTRIBUTOR INQUIRY INVITED 


UD-22 Under Drawer Model 
Two sizes 15” or 18” for con- 
verting steel cabinets with 
drawer on top into appliance 
cabinets. Adjustablein 
length. Minimum door 
height 20”. 
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new | 


| and youre tt the 
BIG MONEY, BIG PROFIT 


FLOOR SWEEP FIELD 





A moderate stock of these 
quality sweeps, specially se- 
lected for hardware dealers 
and tailored to every floor 
surface, mean a Big Market 
for you. 






JUSTRITE... 
For light and me- 
divm heavy § dirt 
over smooth floors 








You can sell stores . . . res- | 
taurants . . . service stations 
and garages; banks 

schools . . . offices and hospi- 
tals—plus hundreds of home- 
makers in your own commu- 
nity. These, and anyone with 
a floor surface to clean, can 
quickly be shown that ‘‘push- 
ing”’ dirt with an Oxco sweep 





CHOCTAW... 
Sweeps light and 
medium heavy dirt 
over smooth or dry, 
rough floors 











is the easiest way, because 
floor sweeps cover more area, 





with a single, non-tiring mo- 
tion; raise less dust and give 






FAVORITE... Simi- 
lar to CHOCTAW, 
: but lower-priced 

longer wear than ordinary siiaite 








brooms. ‘ 


Stock these 5 Oxco styles and * 
your investment is low—your 
stock turn steady—your dol- 
lar profit much larger than 
the average hardware sale. 







SINGAC.. .Sweeps 
heavy and caked 
dirt over roughest 


Your nearby jobber has eee ten 


all the details and prices 
in Oxco’s colorful new 
Catalog Sheet. Phone 
him today and have his 
salesman call. 


Oxco 


OX FIBRE BRUSH COMPANY, INC. 
sasocnicn SatebGehad (PGE manviane 















GARAGE... 
extra rough 
with heavy-caked 
dirt—wet or dry 


+ For 
floors 
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NO MORE M 


Fits all rollers—single, double and latex—adapt- 
Made of heavy gauge alloy 
in | . Every 


able to all sizes. 
wire 13'/." x 2!/." and finished 


PAINT ROLLERS 


soiling hands 


CLEANS 


without 


Easy to use 
squeegees paint 
and solvents 
from paint 
rollers in 


simple operation 


Ess 





painter, every home owner needs a KLEENROLL. 
No other paint tool will clean paint rollers as 
thoroughly—insist on KLEENROLL. 
‘hard-to-sell’ paint roller prospects will buy both 


rollers and KLEENROLL. Quick 


hardware & paint dealer. Jobber inquiries invited. 


q 


Now those 


turn-over for the 


R.M.& SONS CO. 


MANUFACTURERS 


3741 N. 60th St. 


MILWAUKEE, WIS. 








~A[BAe “COMBINATION” 


‘ CAULKING C€ 


ARTRIDGES 





USE THEM TWO WAYS! 





STANDARD HOLE- 
IN-CAP WITH 
METAL NOZZLE GUNS 








WITH SNAP-IN 
PLASTIC NOZZLE 
FOR ALL GUNS 


Now more popular than ever with contractors, builders and 


home owners! So easy to use .. 


- either way the caulking 


compound never touches the sides of the gun. No after- 
cleaning required. Plastic nozzle supplied with each 
cartridge of non-staining, non-hardening, CALBAR 
Caulk-O-Seal. Meets all specifications! 


NO INCREASE IN PRICE! 


simplifies inventory . . answers all needs! 


CALBAR PAINT & VARNISH CO. 
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HARDWARE BRIEFS 








Alabama 

The Tuscaloosa Hardware 
Co., Inc., 2218 Broad St., 
Tuscaloosa, held a two-day 
open house at its recently 
remodeled store. 


Arizona 

E. F. Bardwell has pur- 
chased the Falls’ Hardware 
& Supply Co., 615 W. Hatch- 
er Rd., Phoenix, from Bill 
Falls. 
Arkansas 

Under new management, 
the Arkadelphia Hardware 
Co., Arkadelphia, is having 
its interior redecorated. The 
new manager is J. A. Rust. 





Colorado 

The Coast-to-Coast store 
at 8420 W. Colfax, Lake- 
wood, has been sold _ by 
Clarence Lewis to John W. 
Pletcher. 


lowa 

The Cory Hardware, 
Mitchellville, has bought the 
Parmenter garage which 
will be repaired and im- 
proved and then used as a 
warehouse by the hardware 
firm. 


Kansas 

Mr. and Mrs. Edgar Tay- 
lor have closed out their 
hardware stock in a recent 
auction and are planning to 
retire in the near future. 
Ill health has brought about 


| their decision to give up 


|} and recently 
| sion, 


heir store in Republic. 





W. T. Knipp has _ pur- 
chased the Smith Cash 
Hardware, Westmoreland, 


took posses- 


Mr. Knipp has been 


| working in the store for the 


past year and a half. 





Michigan 

The Bay City Hardware 
Co., Bay City, suffered se- 
vere losses in a recent fire 
that swept through the store 
and building. 





Minnesota 
A newly-remodeled Bee- 
man’s Hardware store in 


Rochester has re-opened its 


doors for the first time since 
it was damaged by fire last 


January. Gifts were pre- 
sented to all women and 
children. 


Peter E. Stepp, his son, 
Robert L., and his son-in-law, 
Robert A. Coe, have  pur- 
chased the Browerville Hard- 
ware Co., Browerville, from 
Phil Bergh. The firm will 
continue to do business under 
the same name. 





After completing extensive 
remodeling of the interior of 
their Ellendale store, the 
Miller Bros. Hardware Store, 
Martin and Albert 





owners 
Miller held an _ eight-day 
grand opening sale. 
Missouri 

Mr. and Mrs. Louis J. 


Schieber have purchased the 
Wornall Hardware store, 
7438 Wornall Rd., Kansas 
City, from W. W. Mack. 





Richard Sprague recently 
resigned as manager of the 
Richardson Hardware store, 
Mound City, but will remain 
until a successor can _ be 
found. 





Kenneth Forrester has 
been named manager of the 
Mountain Grove Hardware 
Co., owned by Malcolm 
Wright. Dale Hegwer for- 
merly managed the Mountain 
Grove store. 





Nebraska 

Mr. and Mrs. Harry Olson 
have bought the stock of the 
Arnett Bros. hardware store 
and are opening at a new lo- 
cation. After 37 years at its 
former address, the new 
owners will do business in 
the Killion building in Phil- 
lips. 





Milius Hardware & Appli- 
ances, Plymouth, recently 
held its grand opening. The 
store, owned by Elmer Mi- 
lius, has a 75-ft. front on 
Main St. 





Herman J. Janzen is now 
the sole owner of the J. J. 
Janzen & Co. hardware 
store, Henderson, after being 
associated with it for 35 
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“More than 98% 


of our 27,000 employees 


have enrolled in the 


Payroll Savings Plan” 


JOHN E. GOBLE 


President, National Tube Division, 
U.S. Steel Corporation 


“We of the National Tube Division of the United States Steel, recognize that 
systematic saving through the Payroll Deduction Plan is an investment in the 
security of the Nation, as well as of the individual. We are proud of the partici- 
pation resulting from a person-to-person canvass in our plants and offices. 
More than 98% of our 27,000 employees have enrolled in the Payroll Savings 
Plan—a complete affirmation of their faith in America. Such personal savings 
are the backbone of our free enterprise system.” 


Concisely, clearly, Mr. Goble cites three of the reasons 
why 98% of the 27,000 employees of National Tube are 
enrolled in the Payroll Savings Plan: 

e recognition by management that the Payroll Savings 
Plan contributes “to the security of the Nation as 
well as of the individual.” 

e the purchase of Defense Bonds through payroll de- 
ductions is concrete affirmation of Americans’ faith 
in America. 

© a person-to-person canvass in plants and offices put a 
Payroll Savings application in the hands of every 
National Tube employee. 

There is still another reason for National Tube’s out- 

standing employee participation: Mr. Goble’s personal 

interest in the Payroll Savings Plan, and the conduct- 
ing of the person-to-person canvass. 
State Directors of the Treasury Department, mem- 


bers of the Field Staff of the Payroll Savings Division, 
Volunteer Chairmen of, industry groups—everyone as- 
sociated with the Payroll Savings Plan—will tell you 
that every highly successful Payroll Plan is a reflec- 
tion of the deep interest and personal effort of the 
company’s top executive. 

If you are the man who makes the top decisions in 
your company, ask today for a report of your Payroll 
Savings Plan, particularly, the percentage of partici- 
pation. Then, call a meeting of your associates. Show 
them this statement of Mr. Goble’s. Tell them you are 
going “all out” to put your company (large or small) 
in the front rank of those who can be justly proud of 
their Payroll Savings Plan. 

A phone call, wire or letter to Savings Bond Division, 
U.S. Treasury Department, Suite 700, Washington 
Building, Washington, D.C., will bring prompt co- 
operation from your State Director. 


If you are not the chief executive of your company, please tear out this page and send it to the “Big Boss” with your recommendation. 


The U. S. Government does not pay for this advertising. The Treasury De- 
partment thanks, for their patriotic donation, the Advertising Council and 
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WHEN YOU 
STOCK AND DISPLAY THE 


E. H. TATE CO. 


251 CAUSEWAY STREET 
BOSTON * MASSACHUSETTS 





to install HELLER 
STORE FIXTURES 


e lowest priced, highest quality, sectional and 
interchangeable store fixtures available. Write 


today for huge catalog No. 's2aua | 


W. C. HELLER & COMPANY 
Montpelier, Ohio 





News of the Trade 











HARDWARE BRIEFS 








years. The store name has 


‘|been changed to H. J. Janzen 


Hardware. 








New Mexico 

Paul D. Wilmot, owner and 
manager of the Wilmot 
‘Hardware Co., Roswell, has 
jopened a district office in El 
Paso, Tex., for Kelvinator 
jappliances. 





| 
|Pennsylvania 


Sauer’s Hardware Store, 
19th and W. Market Sts., 
Pottsville, has its summer 
recreational facilities for 
children displayed in the 
garden to the rear of the 
store. Youngsters have fun 
while parents shop in the 
istore; the summer-fun toys 
are on sale. 

Rebuilding and repairs are 
nearing completion at the 
Broadway Hardware store, 
|Milton, which was damaged 
iby fire last March. Mrs. 
Leah Brautigan is the owner 
\of the store. 

The Eagen Hardware & 
Plumbing Store, 101-103 N. 
Broad St., Ridgway, recently 
marked its 50th anniversary 
with a 15-day celebration 
sale. 


South Dakota 


The new Paterson Hard- 
ware store on Main St., Buf- 
falo, opened for business re- 
cently. 





The Mission Hardware, 
Mission, bought by Francis 
Meehan three years ago, has 
been sold to Vern Yenglin. 


George Carver has pur- 
chased the Gamble Hard- 
ware Store, Platte, from 
Berger Dahl. 


Texas 

The fourth Kelly Hard- 
ware Store has opened in the 
new Ridgecrest shopping 
center at 8316 Long Point 
Rd., Houston. Ralph Mc- 
Iver is manager of the new 
store. 


A Gourmet Bar has been 
added to the John B. Vaught 
Hardware Co. store, 911 
Congress Ave., Austin. The 
new department of the re- 
cently remodeled store fea- 
tures the latest in cookery 
ware. 





Winters Hardware & Sup- 
ply, Johnson City, has been 
renamed Morris Hardware & 
Supply. 

Wisconsin 

A. A. Schmidt, owner of 
the Hartford Hardware 
Store, Hartford, recently 
celebrated his 80th birthday. 
He started in the tin and 
sheet metal trade 62 years 
ago and later entered the 
hardware business. 








General Electric Supply 
Corp. Changes Name 


The name of the General 
Electric Supply Corp. has 
been changed to General 
Electric Distributing Corp., 
it has been announced by 
Ralph J. Cordiner, president 
of the General Electric Co. 
and of its new wholesaling 
affiliate. 

The new corporation will 
have two operating divisions. 
One, to be known as the 
General Electric Supply Co., 
will carry on the business of 
the old supply corporation. 
The other, General Electric 
Appliances Company, will 
carry on a G-E appliance 
distributing business along 





the lines of that formerly 


conducted by General Elec- 
tric Appliances, Inc. 

Personnel of the two divi- 
sions will remain unchanged. 
Charles R. Pritchard will be 
president and general man- 
ager of General Electric Sup- 
ply Co.; Paul A. Tilley will 
have a similar position in 
General Electric Appliances 
Co. 





G. S. Hubbard Elected 


George S. Hubbard, gen- 
eral manager of manufac- 
turing since December, 1949, 
has been elected a director 
and vice-president in charge 
of manufacturing of the 
Aluminum Cooking Utensil 
Co., and Kensington, Inc., 
New Kensington, Pa. 
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Roof Coating / 


Sheffield SHEF-KOTE is the answer to the 
problem of adequate and economical roof 
maintenance! Itstops leaks... forms a 
weather-proof and water-proof metallic 
coating...and will not crack! It's NOT a paint 
..» but an asbestos-like aluminum roof coat- 
ing in a special formulation that flows into 
seams and cracks firmly sealing them! It's bril- 
liant aluminum finish reflects the heat of the 
sun's rays keeping OUT heat... making it 
as much as 20 degrees cooler inside. And it 


is easily applied! 


Shettield Arcreze PAINT CORPORATION 


ONE OF THE WORLD'S LARGEST 
on ee ee oe Peo ee) 


MANUFACTURERS OF ALUMINUM PAINTS 
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American Chain Holds 
Lawn Mower Conference 


Pennsylvania Lawn Mower 
Div. of American Chain & 
Cable Co., Inc., Bridgeport, 
Conn., recently held a three 
day sales conference at the 
Sterling Hotel, Wilkes-Barre, 
Pa. 

The sales conference open- 
ed with a tour of the new 
lawn mower plant, in nearby 
Exeter, Pa. The new, modern 
plant which was designed ex- 
pressly for streamlined pro- 
duction of lawn mowers is 
scheduled to be in operation 
in August. 

During the conference new, 
improved models were intro- 
duced for the 1952-53 season, 
including the Pennsylvania 
Deluxe power mower, the 
Pennsylvania Exeter power 
mower and a new Pennsyl- 
vania Pennette hand mower 
for the popular price market. 

The conference was pre- 
sided over by W. D. Kirk- 
patrick, vice-president, and 
was attened by E. J. Will- 
iams, vice-president in charge 
of plant operations; Henry 
Ervin, administrator general 
sales; A. D. Yoke, production 
manager; George Lockwood, 
lawn mower products man- 
ager; F. J. Brown, plant man- 
ager; I. D. Kistler, design 
engineer; J. J. Thiebauth, 
automotive products man- 
ager; and the following dis- 
trict sales managers: Roy E. 


Greenwood, New York; A. M. 
Tinker, Philadelphia; C. A. 
Goldstrohm, Atlanta; W. M. 
Cusack, Pittsburgh; E. J. 
Flood, Chicago; P. D. Steele, 
Denver, and Scott Poage, 
Dallas. 





Quandt Hoover Co. 
Manager of West Coast 


Appointment of Robert R. 
Quandt, distributor and fac- 
tory representative with 
headquarters in Los Angeles, 
to the post of area manager 
for the Hoover Co. North 
Canton, Ohio, was announced 
by William H. Bond, mana- 
ger of Hoover special prod- 
ucts division. 

Mr. Quandt will handle 
sale of Hoover special prod- 
ucts in all of the west coast 
states and as far east as Salt 
Lake City. Hoover special 
products include the Hoover 
‘““Special’’ cleaners which 
have been reconstructed at 
the factory, electric irons, 
floor polishers, and dustettes. 





Landers, Frary & Clark 
Names New Distributor 


Lee Moss, sales manager 
of the Home Cleaning Equip- 
ment Div. of Landers, Frary 
& Clark, New Britain, Conn., 
announced the appointment 
of the Graybar Electric Co., 
Inc., Los Angeles, Calif., as 
distributor of its home clean- 


News of the Trade 





ing equipment line including 
the new Jet 99 vacuum 
cleaner. The company re- 
places Thomas Distributing 
Co. of Los Angeles and San 
Diego. 


Two Celebrate 50 Years 
With Bigelow & Dowse 


Bigelow & Dowse Co., Bos- 
ton, Mass., New England dis- 
tributor of hardware, house- 
wares, tools and appliances, 
recently observed an em- 
ployee Golden Jubilee. The 
event was a double celebra- 
tion for Ward Zwicker of 
Brookline and Arthur Taylor 
of Revere, who have just 
rounded out 50 years in the 
company’s service. 

Greetings from the firm 
were extended by vice-presi- 
dent Robert Watts, who pre- 
sented each man with a check 
from the company in ap- 
preciation of their long ser- 
vice. A gift from the em- 
ployees was presented by 
Frank Grant, sales manager. 

Among those seated at the 
head table were Ralph Zwic- 
ker, Harry Wright and Percy 
Morehouse, whose total years 
of service to Bigelow & 
Dowse added to the years of 
the two guests of honor, came 
to about 258 years. 

After the dinner and pre- 
sentations, entertainment 
was provided under the direc- 
tion of George R. Reilly. 














Pictured here are company executives and district sales managers and others who attended 
the recent three day sales conference of the Pennsylvania Lawn Mower Div. of the Amer- 
ican Chain & Cable Co., Inc., Bridgeport, Conn. Shown above are, front row from left 


to right: E. V. Creagh, Bridgeport; R. A. 


Bruner, Exeter; A. D. Yoke, New York; F. J. 


Brown, Exeter; E. J. Williams, New York; W. D. Kirkpatrick, York; S. P. Marks, Exeter, 
and Henry Ervin, New York. Back row, from left to right: Wallace Meyer, president of 
Reincke, Meyer & Finn, advertising agency; P. D. Steele, Denver; Scott Poage, Waco, 
Tex.; E. J. Flood, Chicago; C. A. Goldstrohm, Atlanta; C. A. Reincke of the advertising 
agency; A. M. Tinker, Philadelphia; Roy E. Greenwood, New York; W. M. Cusack, Pitts- 
burgh, and J. J. Thiebauth, York. 
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Hopkins, Taylor To 
Represent Mirro 


Don C. Hopkins and D. R. 
Taylor have been appointed 
to handle Mirro aluminum 





DON C. HOPKINS 


cooking utensils, products of 
the Aluminum Goods Mfg. 
Co., Manitowoc, Wis. 





D. R. TAYLOR 


Mr. Hopkins, with the com- 
pany since 1947, will travel 
the state of Florida. He was 
in the sales division at the 
firm’s home office before re- 
ceiving his new appointment. 
As a representative he will 
maintain his headquarters in 
Lakeland. 

Mr. Taylor, who will cover 
Georgia and part of South 
Carolina, has six years of 
selling experience and has 
completed the company’s 
training program at the home 
office. He will have his head- 
quarters in Augusta, Ga. 





Goulds Pumps Names 
Monogram Electric 


Monogram Electric Prod- 
ucts Co., 401 Broadway, New 
York City, has been ap- 
pointed by Goulds Pumps, 
Inc., Seneca Falls, N. Y., to 
handle its water systems and 
industrial pumps in_ the 
greater New York area, in- 
cluding Hudson and Essex 
Counties in New Jersey. 
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PAINT BRUSH 


SUCCESS! 


TIPPING 


Fine Tipped Nylon with flag 
ends produced on Robinson’s 
Nylon Tipping Machine. 


Robinson 


Tipped Nylon 


Brushes have greater hold- 
ing power due to softened 
and flagged tips of vary- 


ing lengths... 


pro- 


viding a paint reser- 
voir rivaling bristle. 


More pick- 
speed! 


up 


MIXING 


100% Tipped Nylon 


to 


formula to give desirable taper, 
resilience and increased capillary 


action. 


Take a Robinson Tipped Nylon Paint Brush and 
compare it with an equal quality all-bristle 


brush. 


It is impossible to decide from a performance 


standpoint which is pure bristle and which is Tipped 


nylon. 


Until a short time ago the performance characteristics 
of a pure bristle brush had never been duplicated in 


a brush 


produced from synthetic materials. 





But today, b of Robinson’s Nylon 
process, Tipped Nylon Brushes which rival the per- 


formance of pure bristle brushes are produced. 
tipping and 


careful, expert 


Tipping 
The 


blending of nylon filaments is 
the reason for the outstanding 
reception given to Robinson’s 
Tipped Nylon brushes by the 
master painter and discrimin- 
ating consumer. Nylon is no longer a 


substitute for bristle. So 
when you buy nylon paint 
brushes, insist upon brush- 
es marked “100% Tipped Nylon” 


Informative booklets describing the 
development of nylon for use in 
paint brushes are available in limit- 
ed quantities for distribution to your 
customers. Write directly to us or 
obtain them from your jobber today. 




















News of the Trade 





Stanley Works Re-locates New York 
Office; Re-establishes Sales Rooms 


The leasing of seven large 
offices in a modern building 
at 40 Worth St., New York, 
N. Y., and the re-establish- 
ment of offices and salesrooms 
for domestic business was 
announced by R. W. Cham- 
berlain, vice-president in 
charge of sales, the Stanley 
Works, New Britain, Conn. 

According to Mr. Chamber- 
lain, re-location of the New 
York office will provide up-to- 
date quarters and better ser- 
vice facilities. Charles Pin- 
cus, New York district sales 
manager of the Stanley 
Works, has been appointed 
office manager of the new 
offices, in addition to his reg- 
ular duties. 

Acquired by the Stanley 
Works, in 1912, the old build- 
ing at 100 Lafayette St. had 
been the main New York 


office and warehouse for do- 
mestic and foreign business 
since its original occupation. 
No products, however, will be 
warehoused at the new offices 
at 40 Worth St. With the 
transfer of the firm’s export 
division in May of this year 
from New York City to the 
Stanley Tools building, New 
Britain, Conn., the need for 
such a large building was 
eliminated and the _ eight 
story sales and showroom 
building at 100 Lafayette St. 
was sold. 

Included in the move of 
the New York offices to 40 
Worth St., are the following 
divisions: Hardware, hand 
tools, electric tools, steel 
strapping and steel. The ser- 
vice devartment of Stanley 
Electric Tools has also moved 
to the new location. 








Geuder, Paeschke & Frey 
Appoints Vice-President 


Frank T. Frey has been 
promoted to the position of 
executive vice-president of 


FRANK T. FREY 


Geuder, Paeschke & Frey Co., 
Milwaukee, Wis., it was an- 
nounced by August K. 
Paeschke, president of the 
firm. 

Mr. Frey, who was former- 
ly vice-president in charge 
of purchasing, will now head 
both the purchasing and 
manufacturing divisions of 
the compary. 

A grandson of Frank J. 
Frey, one of the original 
founders of Geuder, Paeschke 
& Frey Co., Mr. Frey joined 
the firm in 1939. Starting 
in the factory, he advanced 
through various manufactur- 


ing and administrative posi- 
tions. He was treasurer of 
the company from 1946 to 
1950, and had been in charge 
of purchasing operations 
from 1950 to the present 
time. 

W. J. Webb, division man- 
ager of Evinrude Motors, has 
been elected a vice-president 
of Outboard, Marine & Mfg. 
Co., Waukeegan, IIl., parent 
organization, it was  an- 
nounced today by S. F. 
Briggs, chairman. 

Mr. Webb, has been with 
the company since 1926, 
starting as a sales corre- 
spondent and becoming suc- 


W. J. WEBB 


cessively assistant sales man- 
ager, sales manager and di- 
rector of sales before his ele- 
vation to division manager 
earlier this year. 
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Year exclusive-Franchise BPS Dealers 


everywhere have 


after year, 


1946 to 


charge been making a mint of money with 


present dependable, made-with-oil Flatlux, the wall paint that 
tops them all for profit and performance. Now, with 
on man- 
ors, has 
resident 
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sensational new, made-with-oil Flatlux Regal Colors at 
their command in luxurious deep tones, they're set to 
make even more. Don't stand in your own way! Step 


right up and put your name on the line... the one 


and only BPS line... that means more customers and 
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Never Before Such High 
Fashion. High Profit 
Colors for Low Cost Styling! 


The Patterson-Sargent Company, 
1325 East 38th Street, 
Cleveland 14, Ohio 


I'd like to know more about the BPS Line and its profit advantag 
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Everybody is asking for 
LUBRIPLATE 


THE DIFFERENT LUBRICANT 


as ss No 


over 














=," 
Attractively packed in 
counter display cartons. 
“B" tube display 6"x 2/2"x 72" » 


Nationally advertised to over 36 million in Saturday Evening 
Post, Sports Afield, Outdoor Life, Popular Science, Flower 
Grower, Motor Boating, etc. 







“A” TUBE: % x 312 inches for hunters and fishermen. Special nozzle | 


fits oil ports. 1 doz. or 3 doz. to counter display carton. 
“B” TUBE: 1 x 6 inches for general household, automotive and 
sporting uses. 1 doz. to counter display carton. 
“C” TUBE: 2 x 8 inches. Large economy size for outboard motors, 
power tools and all other uses. Individually boxed. Display easel 
on request. 

Jobbers Inquiries invited—Dealers write for name 

of nearest Jobber. 


LUBRIPLATE DIVISION 


Fiske Brothers Refining Company, 129 Lockwood St., Newark 5, N. J. 
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Two to New Sales Posts 


Two appointments to exec- 
utive sales posts have been 
| announced by L. T. Statham, 








| 
| 
| 


WILBUR M. REMY 


|executive manager of the 
ivade sales department at the 
Sherwin-Williams Co., Cleve- 
land, Ohio. 

Wilbur M. Remy, who this 
;month marks 25 years of ser- 
| vice with the paint manufac- 
turing concern, now fills the 
post of manager of dealer 
sales. John P. Patterson has 
been named manager of the 
painter maintenance depart- 
ment. 

Mr. Remy joined the firm 
as a member of the paint de- 
velopment department and 
managed Sherwin-Williams 
branches in Uniontown, Pa., 
and Yonkers, N. Y. He he- 
came northern Ohio division 
manager, later being named 
North central region painter 
maintenance sales manager. 
In his new post he will super- 
vise market research and the 
development of dealer sales. 

Mr. Patterson, at one time 








|managed Sherwin-Williams 
| branches in Atlanta, Decatur 
'and Marietta, 


Ga., and in 
Pensacola, Fla. He became 
assistant to the manager of 





Figs 


JOHN P. PATTERSON 





News of the Trade— 


Sherwin-Williams Names painter maintenance sales in 


Cleveland headquarters of 
the paint firm, the post he 
held until his present ap- 
pointment. His new duties 
will include development of 
maintenance and _ painting 
contractor sales on a national 
basis. 





Three RB&W Executives 
Named to New Posts 


Russell, Burdsall & Ward 
Bolt and Nut Co., Port Ches- 
ter, N. Y., has appointed 
three members of its staff to 
new posts. 

William U. Cigliano has 
been named assistant gen- 
eral manager. Mr. Cigliano 
has been associated with 
RB&W for many years, prin- 
cipally in cost accounting. 
While he will continue to 
make his headquarters at 
Port Chester, his new duties 
will also associate him closely 
with RB&W’s Detroit office. 

Russell Hoehl has been ap- 
pointed assistant district 
manager at the Philadelphia 
office. He will assume full 
charge of this sales district 
during the absence of Hanson 
Thomas. on loan by RB&W 
to the office of Price Stabili- 
zation in Washington. 

Vernon Paulson has been 
named an assistant westerti 
sales manager at the Chicago 
office. 





Two Named By American 
Floor Surfacing Co. 


The appointment of Jack 
R. Ritz as distributor in the 
Winston-Salem, N. C., terri- 
tory, and Lawrence C. Boyd 
in charge of the newly 
opened distributorship in the 
Stroudsburg, Pa., territory, 
was announced by W. B. 
Crew, executive vice-presi- 
dent and general manager of 
the American Floor Surfac- 
ing Machine Co., Toledo, 
Ohio. 

Mr. Ritz has been working 
out of the Toledo office and 
plant for the past two years, 
during which time he com- 


pleted the American sales 
training program. 
Mr. Boyd, who is_ thor- 


oughly experienced in the 
floor surfacing field, was as- 
signed to Stroudsburg to pro- 
vide improved service on ma- 
chine parts and supplies in 
a territory formerly served 
by the Pittsburgh and Phila- 
delphia offices. 
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BLOW TORCH 


You get added safety and added 
performance in Wall Blow Torches 
with the revolutionary new Pisto-Grip 
handle. Drawn steel tank has brazed 
inserts and electrically seamed bot- today for complete catalog. 






tom. The Wall blow-proof pump 
means added safety. Available in 
brass or steel. No extra cost for this 
new handle. It will sell on sight! Write 


COMPOUND KETTLES @ FIREPOTS © OILERS © SAFETY SHIELDS © SOLDERING IRONS 
e SOLDERS e Oli CARRIERS © PAINT POTS © ACCESSORIES 


WAL 





MANUFACTURING CO. WALI 


Grove City, Pa. % y 











THE NEW BEAVER “55” 
UNIVERSAL NIPPLE CHUCK 


Simple! Easy! Best for Use 
With Pipe Machines, 


Power Drives or 
Bench Vises! 







A 








Pipe! Finger-tip 
Control! Nipples Easily 
Removed! No Wrenches Required! 


@ The last word in simplicity! Only 3 
parts—polished steel body, sliding plunger 
and a hardened steel threaded shank. 
Adapters for % up to 1%” pipe—no 
adapter needed for 2” pipe. Inserted pin 
holds sliding plunger in working position. 
All parts polished and rust-proofed. Packed 
in a compact, heavy-gauge sheet-metal kit 
box—can be bought without kit box if 
desired. Pays for itself by converting short 
pipe lengths into useful all-thread, close- 
thread or average nipples. Order today 
from your regular supply house. Immediate 
delivery! 


eit fy 


234-300 DANA AVE. ° WARREN, OHIO 
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WHENEVER YOU NEED 





HOOKS OR SHACKLES 


be sure to refer to your copy of the Wilcox- 
Crittenden 1952 Catalog “L”. It’s packed full 
of information on the complete W-C line of 
Heavy and Shelf Hardware, which also in- 
cludes Pulleys, Wire Rope Sockets, Connect- 
ing Links, Thimbles, Eye 
Bolts, Ring Bolts, Blocks, 
Turnbuckles and count- 
less other “Dependable” 
Fittings. This catalog will 
be sent free on request. 
Write for it today. 


WILCOX-CRITTENDEN 


“A Century of Dependability” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONN. i) 
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I sell 
the finest... 


I sell 
DEMPSTER! 











because my cusfomers want 
quality water systems... 


My customers seem to want every last dollar's 
worth of value—no matter what they buy. They 
don’t plan on early replacement or needless repair. 
They expect and demand quality. I guess that’s why 
the Dempster Water System is the farmer’s favorite. 
He’s seen that 73- year-old name on some of the fin- 
est farm machinery in the country. Dempster means 
quality that’s guaranteed. The farmer knows it... 
and that’s why he insists on items from the famous 
Dempster line. 


DEMPSTER — America’s 
Quality Water System for the Farm: 


SHALLOW - WELL 
JETMASTER — Only 
one moving part. No 
special pressure tank 
needed. Easily installed 
and exceptionally 
efficient. 


DEEP-WELL JET- 
MASTER — ideal for 
offset installation, or to 
be set directly over the 
well. Unusually simple 
in operation — only one 
moving part. 











or WELL WATER 
SYSTEM — Positive 
Caine. Modern 

design. Available for 
electric motor or gaso- 
line engine operation. 
Can be supplied with 
windmill attachment. 





CENTRIFUGAL 
PUMPS — Impellers 
are semi-enclosed for 
greater efficiency. Bal- 
anced drive shafts ride 
on double Timken Bear- 
ings. There are no better 
irrigation pumps made 
than Dempster Centrif- 
ugal Pumps. 








America’s Quality Line of Farm 
Water Systems 


Pumps ® Tanks © Windmills ¢ 


WATER SUPPLY — SUPPLY EQUIPMENT 








DEMPSTER 
MILL MFG. CO. 
Beatrice, Nebraska 
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News of the Trade 





Central States Hardware Club to Hold 
Dinner at Atlantic City Convention 


The Central States Hard- 
ware Club will hold its 12th 
annual dinner party and 
reunion in the American 
Room of the Traymore Hotel, 
Atlantic City, N. J., preceding 
the opening of the conven- 
tion of the American Hard- 
ware Manufacturers and the 
National Wholesale Hard- 
ware Associations. The con- 
vention will be held Oct. 12- 
16. 

Again this year the Club 
will sponsor a special train 
from Chicago to Atlantic 
City on the Pennsylvania 
Railroad. The train will 
leave Chicago on Saturday, 
Oct. 11, at 5:00 p.m. and will 
arrive in Atlantic City on 
the following day, at 11:00 
a.m. 

The Club’s officers and the 
entertainment committee in- 
clude E. J. Flood, president, 
American Chain & Cable Co.: 
Lowell S. Pickup, vice-presi- 
dent, the Stanley Works; Ben 
Leve, secretary, the Carbo- 
rundum Co.; J. A. Billings, 
treasurer; Dwight L. Myers, 
entertainment chairman, 
Swan Rubber Co.; J. H. 
Perry, Minnesota Mining & 


Mfg. Co., and Sim Strayss, 
Arvey Corp., committee mem- 
bers. 

Train reservations must be 
made direct with L. G. Mc- 
Steen passenger representa- 
tive, the Pennsylvania Rail- 
road, 16 S. LaSalle St., Chi- 
cago 3, IIl. 

The special train schedule 
to the National Hardware 
Convention, sponsored by the 
Central States Hardware 
Club, via the Pennsylvania 
Railroad follows: 

Leave Chicago at 5:00 p.m. 
on Saturday, Oct. 11; leave 
Ft. Wayne 7:45 p.m., Oct. its 
arrive in Pittsburgh 2:45 
am. on Sunday, Oct. 12; 
leave Wheeling 7:45 p.m., 
Oct. 11; leave Cleveland 8:30 
p.m., Oct. 11; leave Pitts- 
burgh 3:00 a.m., Oct. 12; ar- 
rive in Atlantic City 11:35 
a.m., Oct. 12. 

The return trip schedule: 
leave Atlantic City 4:30 p.m. 
on Thursday, Oct. 16; ar- 
rive Wheeling 7:25 a.m. on 
Friday, Oct. 17; arrive Cleve- 
land 8:30 a.m., Oct. 17; ar- 
rive Ft. Wayne 5:55 a.m, 
Oct. 17: arrive Chicago 8:35 
a.m., Oct. 17. 








Several Promotions 
Listed By Hotpoint 


In a realignment of his 
headquarters staff, John F. 
McDaniel, marketing mana- 
ger, Hotpoint, Inc., an- 
nounced a number of inter- 
nal shifts to strengthen 
planned selling activities. 

Howard J. Scaife, San 
Francisco district manager, 
has been named sales mana- 
ger, with headquarters at 
Chicago. His post at San 
Francisco will be filled by 
V. E. Koch, formerly a zone 
manager in that area. Mr. 
Seaife has been with the com- 
pany for 21 years and has 
had extensive managerial 
experience in all phases of 
sales administration, both in 
the field and at the factory. 

Eugene E. McEwan, who 
for the last year has held an 
administrative post in the 
company’s defense business, 
has been made manager of 
marketing planning. The 
newly created position in- 
cludes market research, fac- 
tory and field inventory plan- 
ning, product scheduling, dis- 


tributor and dealer organiza- 
tion analysis. and long range 
marketing planning. 

James M. McKunnie, for- 
merly assistant to the sales 
manager, has been named 
assistant sales manager. 
William C. Bartels, sales pro- 
motion manager, is now as- 
sistant to William E. Macke, 
merchandising manager. Lee 
DiAngelo, assistant sales 
promotion manager, has been 
named sales promotion man- 
Tim H. David, project 


ager. 
coordinator in the defense 
business, has been named 


manager of product plan- 
ning. He replaces John F. 
Carroll, who will take over 
respons sibility for scheduling 
and planning refrigerator 
model introductions. 





Hamilton Joins Federal 


Lynn F. Hamilton has 
joined the administrative 
staff of Federal Tool Corp., 
3600 W. Pratt Blvd., Chicago, 
and will hold the position of 
assistant to the president, it 
was announced by Rudolph 
Bernhardt, president. 
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e Meet and talk to over 650 leading manufacturers. 
organiza- Feel, see and compare the world’s largest array of hardware.and allied products. 
ng range Get the latest trends on price, delivery and production. 

-” ak See new products shown ‘to trade for the first time. 
the sales Secure new lines and franchises on products. 
named Learn about the latest merchandising plans and packaging presentation. 
Discuss your own personal merchandising problems with manufacturers. 


Secure a complete guide to intelligent buying for the coming year. 


BUY ERS—plan now to attend. Fill out and mail the registration coupon. Your admission badge, 
which will admit you without further registration, will be mailed to you. 


» project 


‘ame’ | OCTOBER 6-7-8-9-10 © ¢ GRAND CENTRAL PALACE, NEW YORK CITY 
Registration Coupon 


Sove time by registering NOW. Fill in ond mail this registrction coupe 


NATIONAL : end your admission badge will be mailed to you. Please check below if 
' you wish us to make hotel reservations for you. (Please Print) 
Name Til 
HARDWARE '% 
Street - 
City 
SHOW Type of Business 3 ~— 


Please check below the classification of your business 
ay : (J Wholesaler C] Retailer (C] Dept. & Chain Store Buyer 
sition of 331 MADISON AVE., NEW YORK 17, : ©) Importer-Exporter  [] Mfgrs’ Agent [] Manufacturer [] Other 


sident, it H [_] Please send us your hotel reservation blank. 


Rudolph MURRAY HILL 2-4802 


Minors under 18 yrs. of age will not be admitted under any circumstances 
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TURNER 
Cuality Stxce /F// 





TORCHES 


@ Turner’s complete line of blow torches 
.-.from the top-quality Double-Jet burner 
to a handy little half-pint model for the 
home craftsman... gives you a range of 
torches ideally suited for every use and in 
every price classification. Several models 
feature Turner’s exclusive ‘Carburetor Con- 
trol”... each one is built to exacting speci- 
fications for quality and performance... 





See 
Naor each one is actually burn-tested before final 
Jobber check-out at the factory. Reasons a-plenty 


why you can always look to Turner torches 
(and fire pots, too) for the acknowledged 
product leadership that wins money-making 
sales and satisfied customers for you! 


THE TURNER BRASS WORKS 


Re ke ore poor ora 


Up 
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Stanley Works Promotes 
Bauman of Sales Staff 


George P. Merrill, general 
sales manager, the Stanley 
Works, New Britain, Conn., 
announced the appointment 





CARL S. BAUMAN 


of Carl S. Bauman to the 
position of assistant general 
sales manager. 

When Mr. Bauman joined 
Stanley he brought with him 
12 years of experience in the 
wholesale hardware and con- 
tract hardware fields. As as- 
sistant general sales manager 
he will be responsible for 
assisting, directing, and su- 
pervising the field sales or- 
ganization. 

Curtis W. Christ, as assis- 
tant general sales manager, 
will continue his activities on 
the necessary and very im- 
portant phase of sales work, 
at the New Britain office, 
whereas Mr. Bauman’s ac- 
tivities will center around the 
field sales organization. 

In 1940 Mr. Bauman went 
to work in the builders hard- 
ware department of the R. D. 
Pitard Hardware Co., New 
Orleans, but shifted the fol- 
lowing year to the C. T. Pat- 
terson Co., Inc., which is also 
located in his native city. 

Following his honorable 
discharge from the U. S. Air 
Force in November, 1945, he 
returned to C. T. Patterson 
Co., where he became jobbing 
goods buyer and manager 
of the contract department. 
On joining The Stanley 
Works he covered the terri- 
tory of Delaware, Maryland, 
and the District of Columbia 
as sales representative. 


Mastic Tile Names Two 


Mastic Tile Corp. of Amer- 
ica, Newburgh, N. Y., has 
added two men to its sales 
force, Matthew D. Baine, Jr., 


News of the Trade 





in the mid-southern states 
and Robert M. Derrough in 
the Chicago area, Carl Res- 
nikoff, vice-president in 
charge of sales, announced. 





GE Major Appliance 
Division Regrouped 

Regrouping of marketing 
activities of General Elec- 
tric’s major appliance divi- 
sion was announced recently. 
The changes are in line with 
planning for the concentra- 
tion of all the division’s re- 
search, engineering, manu- 
facturing and marketing ac- 
tivities at Louisville, Ky., 
where a multi-million dollar 
Appliance Park is under con- 
struction. 

Leuis H. Miller, manager 
of the marketing department, 
said that operations would be 
grouped in three sections— 
special accounts, sales plan- 
ning, and distribution—and 
that the position of manager 
of sales would be discon- 
tinued. 

Charles W. Theleen, man- 
ager of sales, will become 
manager of special accounts. 

John F. McBride, manager 
of marketing for the range 
and water heater department, 
will be manager of sales plan- 
ning. 

Herbert A. Warren, dis- 
trict manager of appliance 
sales in the southeastern dis- 
trict with headouarters at 
Atlanta, Ga., will be man- 
ager of distribution. 

T. D. Eberhardt will con- 
tinue as assistant to the man- 
ager of marketing and man- 
ager of marketing account- 
ine. and Charles J. Enderle 
will continue as assistant to 
the manager of marketing. 

All will have headquarters 
at I ouisville. 





Toy Distributor Adds 
New Bronx Warehouse 


The Schranz & Bieber Co., 
Inc., toy distributor, has re- 
cently built an additional 
warehouse in the Bronx, 
N. Y., for the storing and 
handling of toys, dolls and 
games. 

A private railroad siding 
has been included in the new 
cuarters to expedite both de- 
livery and shipment of mer- 
chandise. 

The company’s main office 
and showrooms are still 
maintained at 115 Fifth 
Ave., in New York City. 
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For 


TANK BALL 


THE SURE-WAY TO STOP TOILET LEAKS 


COMPLETE 
WITH ROD 


LEAK 
roll 


at-ouipe 





e PREVENTS LEAKS 
e SAVES WATER BILLS 
e ENDS ANNOYING NOISES 







ers 


» TANK am 






on 


Made of the finest quality rubber 
to prevent swelling or distortion. 


COLORFUL: 
COUNTER CARD. 


Supplied FREE with every dozen tank balls 


Sold through Authorized 
Jobbers and Distributors 
Or Write to: 


AL & RUBBER CO. 


BROAD STREET e 


PHILA. 32, PA 


Manufacturers of.a Full Line 
of Rubber and Brass Plumbing Specialties 
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NEVER BEFORE 


such High Performance 
at such Low Cost— 


a 3 


“AOO 


SHALLOW WELL SELF-PRIMING 
JET SYSTEM 







FEATURES AT A 
GLANCE: 


SELF-PRIMING ¢ UTILIZES 
MECHANICAL SHAFT SEAL « 
IMPELLER IS ONLY MOVING 
PART * NO OIL TO 
CONTAMINATE WATER « 
BRASS JET NOZZLE « TOP 
QUALITY MATERIALS « 
PRECISION BUILT « EASIEST TO 

INSTALL AND MAINTAIN 





GALS. 
PER 
HOUR 













@ SUPER CAPACITY 
@ SYPER PERFORMANCE 
@ SUPER ECONOMY 

@ SUPER SERVICE 


Everything you want in a self- 
priming, shallow well water sys- 
tem is in the new Peerless Super 
400. Super Capacity—up to 700 
gallons per hour. Super Economy 
— never before has a pump of this 
capacity and quality been avail- 
able at such a low price. Super 
Performance — truly a powerful 
water producer that will satisfy all 
domestic needs. Super Service — 
precision built for day in, day out 
operation with a minimum of at- 
tention and service. 

Sell the Peerless Super 400 today 
for complete customer water serv- 
ice and satisfaction tomorrow. 

Write for Bulletin No. B-2536 
for full details. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Address inquiries to Factories at: Los Angeles 31, Calif. and Indianapolis 8, Ind. 
Offices: New York, Chicago, St. Louis, Atlanta, Tulsa, Plainview and 
Lubbock, Texas, Fresno, Los Angeles, Phoenix, Albuquerque, New Mexico. 
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Reo Motors Plans to Re-open Power 
Mower Service School Oct. 6-Apr. 2 


Reo Motors’ free power 
mower service school is sched- 
uled to reopen Oct. 6, officials 
of the Lansing, Mich., com- 
pany have announced. It will 
continue Monday through 
Thursday each week until 
Apr. 2. 

All mechanics interested in 
learning power mower service 
may write the Service Dept., 
Lawn Mower Div., Reo Mo- 
tors, Inc., Lansing 20, Mich., 
for an application blank. Ap- 
plications must be submitted 
to Reo at least two weeks 
prior to the date the student 
wishes to attend classes. 

Now that Reo has entered 
the rotary mower field, ser- 
vicing this type of mower will 
be added to the curriculum, 
according to A. W. Greene, 
service manager of the Lawn 
Mower Div. In addition, a 
complete service course on 
two and four-cycle engines 
will be conducted, he said. 

As in the first two years 
of operation the school will 
train students to handle not 
only Reo models but mowers 
produced*® by other manufac- 
turers. 

Instructor Bert Kole- 
mainen, and other specialists 
from the service department, 
will train 12 to 14 students 
each week. A total of 350 
students attended during the 
1950-51 and 1951-52 sessions. 

Mr. Greene emphasized 
that the school is open to all, 
whether they are already in 
power mower service or are 
interested in setting up shop 
in this business. Nor is age 
or sex a barrier. In addition, 


tuition and lunches are free 
and there will be a banquet 
for the “graduates” every 
Thursday night. 

Each student attends one 
week and if he completes the 
work satisfactorily receives a 
certificate attesting to his 
skill which he can display in 
his shop. He may remain a 
second week and have the 
emblem marked “advanced.” 
The first week is designed 
primarily for beginners. 





Yale & Towne Honors 
Mitchell on 50th Year 


Reginald T. Mitchell was 
the guest of honor at a re- 
cent testimonial dinner given 
by his Yale & Towne asso- 
ciates to commemorate his 
half century of service to the 
Stamford, Conn., firm and 
the hardware industry. 

Known to builders’ hard- 
ware specialists as “Rex,” 
Mr. Mitchell received many 
testimonials from various 
parts of the country in ad- 
dition to those from his asso- 
ciates at Yale & Towne which 
he joined in 1900. 

With the exception of a 
brief period when he was in 
the hardware business for 
himself in Cincinnati, Ohio, 
Mr. Mitchell served Yale & 
Towne in various capacities, 
chief of which was manager 
of the Contract Hardware 
Sales Dept. 

Since 1946, he has been 
Yale & Towne’s special repre- 
sentative for contract build- 
ers’ hardware and to handle 
the hardware requirements 
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Window Display Wins Westinghouse Prize 





Garland W. Cooper, right, owner and manager of Smiths 


Hardware, Terre Haute, Ind., 


is shown being presented with 


a check for $1,500, second prize in the national Freedom 
Fair window display contest conducted recently by the West- 
inghouse Electric Appliance Div. Congratulating the smiling 
Mr. Cooper are J. J. O'Brien, left, sales promotion manager 


for Westinghouse Supply Co., 


Indiana, and Robert Stewart, 


center, Westinghouse representative for that area. 








of the Federal government 


agencies in Washington, 
D. C. 
Mr. Mitchell received a 


gold watch on which was in- 
scribed: “Presented to Rex 
Mitchell at the Testimonial 
Dinner by His Yale & Towne 
Associates, July 9, 1952, to 
Commemorate His Half Cen- 
tury of Loyal Service.” (See 
picture on page 207.) 





Proto Tools Factory 
Being Built in Canada 


Construction work has be- 
gun on a new Proto factory 
in London, Ontario, it has 


been announced by Morris B. 
Pendleton, president of the 
Plomb Tool Co., Los Angeles, 
Calif. This plant, the com- 
pany’s fifth, will provide 
modern facilities for the man- 
ufacture and distribution of 
Proto tools in Canada. 

A new corporation, known 
as Proto Tools of Canada, 
Ltd., was formed earlier this 
year, and a 50-acre site was 
acquired in a new industrial 
section of London. Ground 
for the new factory was 
broken on May 20. Comple- 
tion of the building is sched- 
uled for Sept. 1. 
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Sam H. Speir 


Sam H. Speir, 82, one of 
the pioneer builders’ hard- 
ware and general hardware 
merchants of Texas, died at 
his home in San Antenio 
July 18. 

Mr. Speir was president 
and general manager of the 
Sam Speir Hardware Co. un- 
til his retirement. He came 
to San Antonio from Ohio in 
1891 and for many years 
traveled for a _ wholesale 
hardware house. He estab- 
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lished his own retail store in 
1913. 

He is survived by a daugh- 
ter. 


Harvey R. Jahn 


Harvey R. Jahn, 44, sales 
representative in the Detroit, 
Mich., area for the Patterson- 
Sargent Co., died of a heart 
ailment in Henry Ford Hos- 
pital July 28. 

He was an associate mem- 
ber of the Michigan Retail 
Hardware Association. Al- 


ways deeply interested in his 
community, Mr. Jahn was 
elected to the First City 
Council in 1950 and was re- 
turned for a four-year term 
of office last April. 





George W. Frank 


George W. Frank, 72, a 
salesman for the Atlantic 
Stamping Co., Rochester, N. 
Y., died unexpectedly June 
10, after he was stricken with 
a heart disease. 

A resident of Grosse Pointe 
Woods, Mich., Mr. Frank tra- 
veling on business in the Up- 
per Peninsula, died in Iron 


River, Mich. He was an 
associate member of _ the 
Michigan Retail Hardware 


Association. 





Harry I. Miller 


Harry I. Miller, a_ saies- 
man for the Penn Hardware 
Co., Reading, Pa., died sud- 
denly of a heart attack on 
June 12. He was _ stricken 
while calling on a customer 
in Olean, N. Y. 

With Penn since 1924, Mr. 
Miller traveled the Pitts- 
burgh, West Virginia and 
Chicago areas, where he was 
well known to the trade. 
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At right are Yale 
& Towne's sales 
and manufactur- 
ing executives at 
a dinner for Rex 
T. Mitchell, whose 
retirement after 
50 years of serv- 
ice was celebrat- 
ed recently. He 
is standing sec- 
ond from left. 





HA Photo Angles 


A report in pictures of 
of Smiths people and events 
nted with in the hardware trade 


ag 


Pictured here is G. E. Jennings, 


manager 


Stewart, president and treasurer of Wright 
& Wilhelmy Co., Omaha, Neb., 
wholesaler, presenting an engrav- > 
ed watch to R. W. Saalfeld, right, 
who has completed 50 years with 
the company as a salesman. 


the com- ea , . 
provi eR. | P This scene from a midwestern sales 
 ftvedind : conference shows the signing of the 


the man- 
i i SALES CONFERENCE od papers which made the Black Pan- 


yution of 

a. ther Tool Co., Philadelphia, a sub- 
1, known sidiary of the E Z Paintr Corp., But- 
Canada, ler, Wis. Seated, from left to right, 
‘lier this are: Roy Touchett, Miles Blunt, Vern 


T. Touchett, president of E Z Paintr, 
William V. Geehan and Emery 
Ground ° . ag . Lamgteau. 


was 
Below are many of the hardware 


is sched- : ) ad ; wholesalers who attended the An- 
nual Heart of America golf tour- 
nament and party sponsored by the 
Heart of America Hardware Club 

, of Kansas Cify, Mo. 

was an 

of the 

ardware 
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Easy Way to BIGGER 
Wood Chisel Sales 





Gift Sets 


of 3 popular artnet 


GENS(D swedish wooo cuisets 


PLUS THESE 


SELLING FEATURES 





Now, an ideal combination set 
of famous Gensco Swedish wood 
chisels to boost your unit chisel 
sales and increase your profits. 

Set includes 14”, 34” and 1” ; 
widths packed in a colorful metal ‘ 
edge gift box with display saddle 
for identification and pricing. 

This is the perfect starting set 
for any home craftsman or an 
ideal gift for every man who ¥ 
works with wood. 

Ask your jobber salesman to 
include them in your next order. 







SEE YOUR JOBBER G EN XC D : Pees FOR PRICES 


GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 


1802 North Kostner Avenue e Chicago 39, Illinois 





CHARLES J. SHAW, 
president of Charles J. 
Shaw & Sons, factory rep- 
resentatives at 549 W. 
Randolph St., Chicago, 
serving hardware and in- 
dustrial supply distribu- 
tors, started in hardware 
53 years ago, with the re- 
tail hardware store of E. 
M. Biles & Co., Duquesne, 
Pa. While this store 
changed hands three times 
in the following five years 
he continued there until 
1905 when he joined Ed- 
munds & Williams, Braddock, Pa. This partner- 
ship was dissolved shortly thereafter and he re- 
mained with the hardware division in the employ of 
R. W. Edmunds. In 1907 he took a position with the 
Barrett Hardware Co., Joliet, Ill., which was then 
a large retail store and also doing a local industrial 
supply business on a small scale. In 1909 he encour- 
aged the Barrett firm to enter the wholesale hard- 
ware field, and 10 years later he built the first Bar- 
rett catalog. In that year, 1910, the company 
increased its capital stock and permitted him to 
purchase stock. In 1925 he was made general man- 
ager and retained that position until his resignation 
in 1939. In 1933 he was one of the organizers of the 


CHARLES J. SHAW 
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Central States Industrial Supply Association and 
was its first treasurer. Mr. Shaw organized his own 
company as manufacturers’ agents in 1939. He 
opened the Chicago brand for Dixon Valve & Coup- 
ling Co. and is its branch manager. His two sons, 
Leslie D. and William H. Shaw, joined him in form- 
ing the present company that was incorporated this 
year. Because of his experience in merchandising, 
he is still called on by principals in both wholesale 
and retail business for assistance in their merchan- 
dising programs. 


W. B. ALLEN, president 
of the Palo Alto Hardware 
Co., Palo Alto, Cal., until 
his retirement on Jan. 1, 
started to work in a hard- 
ware store in 1893 in Red- 
wood City, Cal. He went 
into business for himself 
in 1900 in Honolulu, and 
incorporated the Palo Alto 
store in 1903. Mr. Allen 
was president of the Cali- 
fornia Retail Hardware 
Association in 1924, and 

W. B. ALLEN was president of the na- 
tional association in 1930. 
He is a charter member of the Palo Alto Rotary 
Club and has a 25-year perfect attendance record. 
He is a past president of the Palo Alto Chamber 
of Commerce. He is a past master of his Masonic 
lodge, past high priest of the Royal Arch Masons, 
and a past commander of the Knights Templar. He 
has been a Shriner for 43 years. 


HARRY B. CURTIS 
started work with the 
Bridgeport Hardware 
Manufacturing Corp. on 
July 5, 1902. That was 
the year that the company 
was incorporated, but it 
had been operating about 
12 years prior to that 
time as a partnership. At 
the beginning, his work 
consisted of anything 
needed to be done, but he 
gradually developed and 

HARRY B. CURTIS worked into sales and 

has maintained his inter- 
est in the sales activities during his entire career. 
He was secretary and treasurer of the corpora- 
tion until 1938, when he was elected president, 
which office he holds at the present time. He is 
widely known throughout the hardware trade, 
having served at one time as a director of the 
American Hardware Manufacturers Association. 
He has also served as vice-president of the Ser- 
vice Tools Institute, has been a director for many 
years in the Mechanics’ and Farmers’ Bank, the 
Black Rock Bank & Trust Co., of Bridegport, 
Conn., and is a director of the Southern New 
England Telephone Co. 
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WHY SKILLED WORKMEN Prefer’ 


RibzeiI> 


Small Ratchet Threaders 


Ricettc TOOLS 
make good workers | 
Better! 


Drop head sets to thread 4” to 2” 


Extra Fast-Selling 


RIZaID 
Bolt Dies 


OOR-B 
Drop Head Dies b-oage 

National 
%*& Heads snap into Course end 


ratchet ring from 
either side, won’t fall out. 

% Precision-cut alloy dies reverse for close-to- 
wall threads—no special dies needed. 

* OOR & OR, %” to 1”; 111R and 11R, %” to 
14%”; 12R, %” to 2”’. Conduit dies available. 

% It pays you to keep these RIEAID’s in 

stock—order from your Supply House. 
THE RIDGE TOOL COMPANY « ELYRIA, OHIO 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


-manufacturers are failing to elimi- 
nate retail price-cutting. 

Several dealers have told HARD- 
WARE AGE that from the viewpoint 
of protecting the consumer and 
helping the small retailer to do a 
profitable business, such contracts 
at the wholesale level have little 
effect. 

It is likely that more merchan- 
dise will be covered by fair trade 
than there was before the courts 
threw it for a loss, just as soon 
as manufacturers can determine 
their most practical policies. 

Many manufacturers are known 
to have held new products off the 
market until such time that fair 
trade would be restored, to make 
sure that the items would not be 
used merely as “footballs” by the 
price-cutting element of the retail 
trade. 

Retailers have been urging man- 
ufacturers to be considerate of 
their interest, in establishing fair 
trade prices, and to allow enough 
margin for them to operate at a 
profit. 


Presto Threatens To 
Sue F.T. Price-cutters 


An aggressive policy of enfore- 
ing the McGuire Fair Trade bili 
as it applies to Presto products, in- 
cluding investigation and prosecu- 
tion of all known violators, was 
announced on July 28, by Jules W. 
Lederer, vice president and direc- 
tor of sales. 

Speaking before a group of lead- 
ing New York housewares distrib- 
utors, Mr. Lederer announced that 
court injunctions will be sought 
against all retailers selling Presto 
products at prices in violation of 
Fair Trade regulations. He stated 
that a profesional shopping service 
has’ been engaged by his company 
to maintain a constant check on 
price-cutting dealers from coast to 
coast. Where violations persist, he 


210 


said, contempt of court citations 
and civil damage suits will be 
pressed. 

Mr. Lederer emphasized that his 
company is prepared to assume the 
heavy expense of legal fees and 
lost business as its share in an 
industry - wide campaign against 
fair trade violations. 


Dept. Store Sales 
Held Up in July 


Department store sales in the 
week ended July 26 showed a 2 pct 
drop from the same week a year 
ago, reported the Federal Reserve 
Board. For the year to July 26 
volume was down 3 pct while it 
was up 1 pct for the four weeks 
to that date. 

The weekly index, without sea- 
sonal adjustment (1947-49 = 100) 
was 79, as against 80 in the corre- 
sponding week of 1951. 

June department store sales were 
up 3 pet from May, after seasonal 
adjustment, reported the Federal 
Reserve Bank. It was the third 
consecutive month that sales were 
above the volume for the same 
month in the previous year. The 
adjusted index for June was 11 
pet of the 1947-49 average, the 
highest since November when the 
index stood at'113. The May figure 
was 105. 





Near-record Sales 
Of Hardware in June 


Retail hardware store sales in 
the first six months of this year, 
on a seasonally adjusted basis, 
are estimated by the Dept. of 
Commerce to have been just $2 
million less than the six-month 
total for 1951. 

June’s estimated sales of $260 
million brought the total for the 
first half of the year to $1,511,- 
000,000. The total for the com- 
parable period in 1951 was 
$1,513,000,000, which was the 
greatest volume ever rolled up 
in the history of the trade. 

June’s sales were the highest 
since February, 1951. 


Monthly sales, as estimated 
by the Bureau of the Census, 
follow: 

SEASONALLY ADJUSTED 
(add 000,000) 
1952 1951 1950 1949 1948 
Jan. $249 $277 $195 $204 $206 
Feb. 259 270 197. 200 204 
March 251 256 195 193 206 
April 244 238 198 197 211 


May 248 239 207 200 # 205 
June 260 233 220 196 210 


Stl 1513 1212 1190 1242 


July _.. 225 241 195 210 
Aug. .. 231 247 187 214 
Sept. i. 2 2S ee Ok 
Oct. -.. 239 230 194 210 
Nov. -. 240 224 190 203 
Dec. 237 245 193 204 


2,924 2,634 2,342 2,494 











A Fair Proposal 


Dealers are urged by the Na- 
tional Association of Domestic and 
Farm Pump Manufacturers to par- 
ticipate in county fairs by having 
displays featuring running water 
systems. 


Consumer Credit Rises Sharply As 
Result of Lifting of Regulation W 


Instalment credit, on which gov- 
ernment controls had been lifted 
May 7, advanced $593,000,000 in 
June after a $447,000,000 rise in 
May, reported the Federal Reserve 
Board. This rise in June sent the 
amount of consumer instalment 
credit outstanding to a record $14,- 
404,000,000. This was $1,449,000,- 
000 above the total for the same 
1951 month. 

Total consumer credit outstand- 
ing on June 30 amounted to $20,- 
941,000,000, a rise of $643,000,000 


for the month and $1,685,000,000 
over the same date last year. 
Instalment sale credit amounted 
to $7,795,000,000 at the end of 
June, a $374,000,000 increase for 
the month and $561,000,000 above 
a year ago. The Jiine rise com- 
pares with a drop of $14,000,000 in 
the same month last year. Automo- 
bile credit stood at $4,433,000,000 
at the end of June, a $262,000,000 
boost for the month and $392,000,- 
000 gain for the 12 months. Other 
sale credit, at $3,362,000,000, rep- 
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There are no “ifs” or “ands” about selling 
Griffin products. You can recommend them with complete 
pate hs ee confidence. The Griffin line of fine builders’ hardware has been 
. wees ee : known for over 50 years as a “quality” line. The finest steel, 
sae carefully rolled, finished by expert craftsmen makes Griffin 
a fast moving line—more sales—more profit for you. 
Sell with complete confidence. Sell the Best . . . Sell Griffin. 


having 


,000,000 
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" 
Wu 
WWD euery 
P Li.) Euery DOOR NEEDS THREE 
! MANUFACTURING COMPANY 
¥ ERIE + PENNSYLVANIA 
REPRESENTATIVES 
WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Farge Avenue 1355 Market Street 4524 East 60th Street 2611 Garrison Bivd. 
Chicago 26, IIlinois San Francisco 3, Calif. Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Road 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE B. S$. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Massachusetts Dallas 5, Texas Kansos City, Missouri St. Louis 9, Missouri 
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- ‘ resented a $112,000,000 increase 
YOU'LL MAKE A SA | for the month and $169,000,000 for 

LE the 12 months. 
Charge accounts totaled $3,972,- 


WHEN YOU CAN SAY.-- | 000,000 at the end of June. This 





was a $51,000,000 rise over the 
total at the end of the previous 
month and was $168,000,000 over 


\ | a year earlier. 
| 
| Steel Stroke Blow To 


| Manufacturers’ Sales 
Sales and inventories of manu- 
facturers declined in June while 
€ new and_ unfilled orders’ both 


showed an increase during the 
| month, the Commerce Dept. re- 


9 ported. Sales during the month 
WE VE GOT | were down to $21,800,000,000 from 
$22,400,000,000 in May. The de- 


KESTER | partment attributed the drop to 


| the shutdown of most steel mills 


ur by the strike during the month. 
SOLDER | The drop in sales was accounted 


for entirely by the hard goods in- 
| 





dustries, the volume in that cate- 
gory for June amounting to 
\ Your customers know Kester Solder. They’ve seen it $10,500,000,000, as against $11,- 


advertised for years, and they know Kester Solder’s | 200,000,000 in the previous month. 


reputation for top quality and matchless uaa’ Ganon i ge a 





performance. Confidence in a product builds compared with $42,700,000,000 in 
sales ... that’s why it’s good business for you May. Durable goods inventories 
to stock the best— Kester Solder. were down to $23,300,000,000 in 


| June from $23,800,000,000 in the 
previous: month. Main factor in 





THIS IS OUR ACID-CORE SOLDER the $500,000,000 decline was a 
The ideal Flux-Core Solder for large drop in motor vehicle stocks. 
general work about the home, on 
the farm, in the small or large shop Private Home Starts 
—anywhere. Made from new ° e 
metals only. On 1 Ib. and 5 Ib. j Were High in June 
spools ...the economical sizes. Private housing starts in June 


numbered 99,200, which was larg- 


THIS IS OUR PLASTIC ROSIN-CORE SOLDER est number for June in any year 
but 1950, the Bureau of Labor Sta- 








Finest for all electrical, radio and TV tistics announced. 
work. No corrosive after-effects . . . no Housing starts for the first six 
electrical leakage. Same as used by | months of this year totaled 567,- 
original equipment manufacturers. | 500, a drop of 4 pc from the pre- 


On 1 Ib. and 5 Ib. spools. | vious year. 





even MWe-s->- } 


_ ay > oe _ Chain, Mail Order 
} z | Sales Higher in June 


June chain store and mail order 
sales amounted to $2,800,000,000, 

| announced the Commerce Dept. 
This compared with $3,049,000,000 
in May and $2,840,000,000 a year 
ago. The total was about 7 pct 
KESTER KESTER SOLDER COMPANY | above a year ago when adjustment 
SOLDER . 4207 Wrightwood Ave., Chicago 39 is made for the difference in trad- 
ewark 5, New Jersey @ Brantford, Canado ing days in June. Advances from 


: | May toJ rere shown by almost 
ke ; x —— ; Sell KESTER and you sell the BEST! | all trade ens die ph femora 


FREE! 16-page booklet 
“Soldering Simplified,” 
tells how to solder every- 
thing. Write for your 
supply today! 
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¥ Aave you heard the news? 


EVERYBODY’S TALKING 










































ABOUT THE NEW 





oo - THE NEW REGULAR 
STANDARD FINISH FOR 











EXTRUDED ALUMINUM 
MOULDINGS 













Trim-A-Luster is exciting news! To the trade, to 






architects, builders, contractors, store-keepers and 






housewives . .. it is the solution to an old problem, 





that of aluminum oxidation which causes ordinary 






aluminum mouldings to rub off black. Trimedge 






developed Trim-A-Luster to seal the finish and 






prevent oxidation, tarnishing and black rub-off. 









Trim-A-Luster is now the standard finish for all 






Trimedge aluminum mouldings . . . and af no 






extra cost. It’s ready for you now. 







ht 1952—Trimedge, inc. 









*TRIM-A-LUSTER is the registered 
trade mark of Trimedge, Inc. 








Here's the new improved GREEN- 
tee Calculator for carpenters and 

other wood workers. It gives bit sizes 
for screws, nail specifications, concrete 
and mortar mixes. . . compares charac- 
teristics of various woods, converts linear 
to board feet . . . provides instant answers 
to many other building problems. All 
this for only 25c. 


But it does another job that’s even more 
important! It builds extra Greenies 
hand tool business for you! 


As Greenze Calculators go out to the 
thousands upon thousands who write in 
for them in answer to GREENLEE national 
advertising, they are accompanied by 
literature telling all about the famous 
Greenueze line. Thus, every month more 
and more people everywhere become even 
better acquainted with Greenzes Chisels, 


Improved Greenlee Woodworking 


for your 


hand tool 


department 





Calculator makes more and 
more customers for Greenlee 


high quality tools... 


Gouges, Auger Bits, Spiral Screw Drivers, 
Automatic Push Drills and the other high 
quality GreENLzE tools you stock. 


Here’s another example of the sales- 
making ‘‘plus’’ that brings extra cust- 
omers to you when you handle the 


GreeENLeE line. 





NOW, YOU TOO CAN USE THE 
GREENLEE CALCULATOR TO 
BUILD EXTRA STORE TRAFFIC 


Stock and display these Handy Calculators for 
extra business. They sell on sight to those who 
work with wood, cither as a hobby or as a 
trade. If you prefer, they can be furnished 
imprinted with your store name to serve as an 
ideal advertising reminder, cither when sold 
at the regular 25c price or given to your special 
customers. Write today for free sample, dis- 
count, and cost of imprinting. 














= 
GREENLEE 





GREENLEE TOOL CO., 1808 HERBERT AVENUE, ROCKFORD, ILLINOIS 
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for seasonal factors and trading 
day differences. 

Durable goods stores had dollar 
volume of $337,000,000 in June, 
compared with $340,000,000 in May 
and $318,000,000 a year ago. For 
automotive parts and accessories 
stores, the June total was $56,000,- 
000, unchanged from May and com- 
pared with $51,000,000 a year 
earlier. Building material stores 
had a June dollar volume of $105,- 
000,000, up from $98,000,000 in 
May and $102,000,000 a year ago. 


Insufficient Supply 
Of Air Conditioners 


In the first six months of this 
year shipments of Westinghouse 
self-contained air conditioners in 
2 to 71% horsepower sizes were 42 
pet above those in any previous 
period, T. E. Smith, sales manager 
of the air conditioning division, an- 
nounced. Hot weather boosted 
sales and installations during June 
and July to a point where all stand- 
ard voltage units were sold out, he 
said. 

Mr. Smith added that stocks 
planned for normal summer re- 
quirements are now “completely in- 
adequate.” Production, he con- 
tinued, has been increased to meet 
the unprecedented demand and 
shipments to distributors are com- 
ing direct from production lines. 
Employee vacation schedules have 
been rearranged until the present 
demand can be met. 


Water Systems Month 
To Be Held Next Year 


As a result of enthusiastic re- 
ports on this year’s promotion it 
was decided that National Water 
Systems Month will be continued 
in 1953. 

The decision was reached at the 
semi-annual meeting of the Na- 
tional Association of Domestic and 
Farm Pump Manufacturers at 
French Lick Springs, July 17 and 
18. 

More than 60,000 dealers partici- 
pated in the May promotion, re- 
ported Herbert C. Angster, secre- 
tary-director of the association. 

Dealers in the territory served 
by the Detroit Edison Co. which 
already has a 90 pct saturation in 
water systems, sold about 3,500 
water systems in the May period, 
it was reported. 

A total of 175 dealers in Penn- 
sylvania exceeded their 2,000 water 
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Those Magic Words... 
U6, 





KEEP CUSTOMERS COMING 


SELL THEM QUALITY 
AND EVERYBODY IS SATISFIED! 








EASY TO 
INSTALL 


a screwdriver does it! 


DISPLAY THIS 
ATTRACTIVE | Adsustosea, 
COUNTER CARD | stasscesine 


Makes Sales Easy 


DIF F EREN T. e e the only door-bottom Furnished FREE 
weatherstrip which snugly hugs any floor no 4 
matter how uneven. Order Now 


e Made of long lasting wool pile. ee 
PROMPT DELIVERY oa i 
e Restricts passage of air and water and gives 


“roller bearing” action over carpets and floor. | Nationally Advertised in Better Homes an ‘| 









e Seals out drafts and cold in winter—dust and Gardens, Saturday Evening Post end Others 
insects in summer. 





Schlegel hocuesrer 7, new vor« @ INGUStrial Textiles 


OAKVILLE, ONT., CANADA 
. . SINCE 1885 
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CHENEY 


tcTiMmatedicliate, 
hammers 


There is no finer 
tool made than 
the Cheney Nail 
Holding Hammer. 
Known every- 
where since } 836, 
the name Cheney 
'S your customers’ 
[Ssurance of a 
quality Product. 
rder some today. 





Soles Representa; 
JOHN H. GRAHAM & C0. 1 
(0. 
Hew York, iy.” Im, 


SANFORD BROTHERS 
Chattanooga, Teas, 


GSTAs. 1830 


wenn CHENEY "ey 


LITTLE FALLS, Mw. Y., U.S. A. 
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systems quota by 156 units. 
Manufacturers have noted an 

acceleration in water systems sales 

since May, their sales managers 


| reported. 


Since the group was organized 
20 years ago, sales of domestic and 


to more than 600,000 annually. 





Father's in Clover 
With Power Mower 


The power lawn mower has 
now reached the point where the 
horseless carriage was when it 
first passed buggies in number, 
according to Sam Briggs, vice- 
president in charge of the Lawn 
Mower Division of Reo Mowers, 
Inc. 

Power mowers are now being 
sold at a faster rate than hand 
mowers, according to an unoffi- 
cial tally made by Mr. Briggs, 
who states that power mowers— 
both the gasoline and electric 
varieties — now exceed hand 
models “by at least 10 pct.” 

In dollars, power mowers ac- 
count for more than 75 pct of 
the total lawn mower volume, 
he said. 

Up to the outbreak of World 
War II, which halted production, 
power mower sales were in the 
neighborhood of $5 million an- 
nually at factory prices, and 
today they are well over the 
$100-million mark. 











Increase in Number 
Of Retail Failures 


An increase in retail failures 


| was a factor in the rise in business 
failures to 152 in the week ended | 
| July 31, from 137 in the preceding 


| farm pumps and water systems | 
have increased from 50,000 in 1932 | 


week, Dun & Bradstreet, Inc., re- | 


ported. Retailing failures for the 
week totaled 87, compared to 76 in 
the previous week. 


Gas Range Output 
Increased in June 


June shipments of domestic gas 
ranges amounted to 178,900 units, 
as against 128,500 in the same 1951 
month, reported the Gas Appliance 
Manufacturers Association. This 
was the first time this year that 
shipments showed an increase over 
the same 1951 month, said the as- 
sociation. 


ARMSTRONG BROS. 


Better PIPE TOOLS 





PIPE CUTTERS 


| 

“ARMSTRONG BROS.” Three wheel and 

Standard wheel and roller Pipe Cutters are 
quality cutters throughout . . . built to give 


years of good service. 


“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1- 
piece drop forged steel heat treated body 
and a replaceable hardened steel nut to 
take up the wear and thrust of handle screw. 

| Used either as l-wheel (with 2 rollers) or 
| 3-wheel (for close quarters). 


“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from spectal alloy tool 


>) steel properly heat treated, They 
write fer cut rapidly and easily, hold their 
Cataleg keen edge. 
ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
5214 W. ARMSTRONG AVENUE - CHICAGO 30, ILL. 











A BETTER LIGHT SELLS ON SIGHT 


VOLKANO 


POrTABLE ELECTRIC 
HAND LANTERN 


With WESTINGHOUSE 


SEALED BEAM 


THROWS A POWERFUL BEAM FOR 
HALF-A-MILE 
e 
SEALED BEAM MAKES BATTERY LAST 
UP TO 8 TIMES LONGER THAN 
ORDINARY BULB 
® 
MADE OF NON-CORROSIVE 
ALUMINUM AND STAINLESS 
STEEL 











RICHBERRY ELECTRIC CO. 


2335-45 WEST CERMAK ROAD CHICAGO 8 LIN 
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Niess STORM 
| WINDOWS 


e FAST MOVERS 
e NATIONALLY PROMOTED 
e PROFIT-PACKED 
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e Cutters are 
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steel nut to 
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Sell each customer from 3 to 10 " x 
of these money and heat saving J. 
Plastic Storm Windows... . the 


- lowest cosf protection against 
a wind, rain, cold and steamed 
windows available! 


P LA . T | C The sell-on-sight carton-display is 


designed to give real ‘‘sales- 


STO re ae | ns p OWS action" at point-of-sale! Display 


contains 36 units. Each SEE-SAFE 

























offers you these terrific Storm Window is packed in a : 
Ug sturdy, attractive tube. This ‘‘quick- eg.” Win the 
/ L features sale"’ kit contains a large sheet of fe hom, 
er; 


tough, durable plastic, 36” wide 


1. Amazing Low Price by 72” long (big enough to cover 





Cash in on this 


2. Self-selling, 3 color dis- a door or window), 6 framing : 
M FOR . conten for Mutlipte strips 35” long, a package of nails S@NSA tional seller! 
3 * and a simple easy-to-follow in- Order several cartons TODAY . . . Write, 
. Free Promotional Mate- , : 
. struction sheet. wire or phone for complete information, 
Y LAST rial 
— Window Streamers . . . Counter Other SEE-SAFE Products 
Display Easel... Ad Mats... Freezer Packaging Garment Bags Plastic All-Purpose Covers 


Statements Enclosures 
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PINTITE 


REG. U. S. PAT. OFFICE 


ORIGINAL 


WRENCH 
: WITH THE 
VA SCREWDRIVER 

“> ACTION 


@ ASSEMBLY WORK 
@ REPAIR WORK 

@ RADIO 

@ TELEVISION 

@ INDUSTRIAL 

@ AIRCRAFT 


STEVENS WALDEN 
WORCESTER 4, MASS 














Inc. 








Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


Janey, Semple, Hill Dealers Will 
Distribute Broadsides in Septeemer 


Janney, Semple, 
Hill & Co., Minneap- 
olis, has prepared the 
‘‘Fall Value Days’’ 
broadside, the front 
cover of which is 
shown, to be distrib- 
uted by dealers to 
consumers about the 
middle of September. 
The four-page news- 
size broadside is 
printed in many col- 
ors, with the dealer’s 
name printed boldly 
on the first page. 
Featured copy reads: 
‘‘Remember! Your 
Independent Hard- 
ware Store serves 
you best.” About 85 
products, from every 
department of a 
hardware store are 
described and _illus- 
trated. 





McGowin-Lyons Issues 


|New General Catalog 


The McGowin-Lyons Hardware 
& Supply Co., Mobile, Ala., is dis- 
tributing its new general catalog. 

In order to produce the catalog 
now it was necessary to have it 





printed by two different compa- 
nies, and then bound together un- 
der one cover. This required the 
adoption of identical paper stock, 
page headings and footings, and 
other details by both printers. The 
industry and heavy supply section 








was done by offset printing while 
the general hardware and house- 
wares section was produced by 
letter press. 


Appliance Stores’ 
Collections Lower 


Instalment collection ratios 
dropped one point in June at house- 
hold appliance stores, from 13 pct 
in May to 12 pct in June, accord- 
ing to a monthly Federal Reserve 
Board report. 

Instalment accounts outstanding 
at household appliance stores in- 
creased approximately 5 pct from 
May 31 to the end of June, but 
were 4 pct below a year ago. 


Oil Burner Dealers 


Losing on Service 

Of dealers handling oil burning 
equipment, only 32.3 pct operate 
their service departments at a 
profit, a survey of the Oil Heat In- 
stitute of America indicates. The 
study showed that 61.2 pct of the 
dealers lose money on this depart- 
ment and 6.5 pct “break even.” 
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UWWHER-SEAL is one of my best profit items! 
| sold 3000 ft. in 2 weeks and netted $94.98" 













Says 
Mr. THOMAS CASSIDY, 


owner, Elf Hardware 
691 Manton Ave., Manton, R. I. 


Dealers who aggressively promote Inner-Seal 
live rubber WEATHER STRIPPING find 
that it really PAYS OFF. Scores of hardware dealers 
like Mr. Cassidy ran Inner-Seal promotions in 
their stores for a two-week period. In addition to 
giving prominent display to their 500-foot 
Inner-Seal reel dispenser, they weather-stripped 
their store doors with Inner-Seal, put up window 
streamers and door jamb stickers, gave “how to 
weather-strip” instruction folders to their customers, 
and used Inner-Seal advertising in their local papers. 

AND SALES BOOMED! 
Many dealers were amazed at Inner-Seal’s rapid sales, its quick turnover, 

its substantial profit return. 

Take a leaf from the book of dealers like Mr. Cassidy . . . take active part in 
Inner-Seal’s 1952-53 sales, advertising and merchandising campaign. Stock Inner- 
Seal, display Inner-Seal, promote Inner-Seal to your customers. Weather-strip 


your store door with Inner-Seal . . . it’s a terrific sales-clincher. 
Inner-Seal sells on sight —stays sold and brings you repeat business. 
Start cashing in . . . order Inner-Seal today! If it is unavailable 


locally, write direct for the name of your nearest jobber. 


EXCLUSIVE PATENTED CONSTRUCTION 


e live sponge rubber bead . . . resilient, tough, permanent, seals tight, 
even around corners. ; 


® woven spring wire tacking strip . . . flexible, rip-proof, easy to tack, 


holds bead snugly in place. 


@ neoprene coating ... won't stain, guards against moisture, cold, heat, 
abrasions, grease and oil. 


WEATHER STRIPPING 


SEALS TIGHTER—LASTS LONGER—INSTALLS EASIER 
BRIDGEPORT FABRICS, INC., BRIDGEPORT 1, CONNECTICUT 
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SKOTCH | JOINERS | Promotions 


ROTC 


Profit Puller 


fi | 
rd Every 


| Dominion Program 





| Dominion Electric Corp. will use 
| its greatest advertising and mer- 
| chandising campaign this fall, 
: | using large color ads in leading 
RAKE mee 4 ny : | consumer and trade magazines. 
DeyAh i eae tie | New color catalogs, folders and 
wD sctaned in ood ond back | other merchandising materials will 

| round out the program. 











on cards for bin display 
Here's a wood joiner that really 
HOLDS .. . and holds without [SCREENS 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, “T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 


Free Sales Helps . . . 
Sample wood joints that show uses 
of SKOTCH Wood Joiners plus a new 
counter folder are yours FREE. Ask 


your Jobber or write direct for gen- | CHAIRS 
erous supply. Dept. HAI. 


E. L. Bruce Program 


E. L. Bruce Co., Memphis, Tenn., 
will use a major portion of its 
budget for fall advertising in local 
media. The bulk of this will con- 
sist of 100,200 and 500 line news- 
paper ads. Television and radio 
will also be used. 

The national program includes 
full color ads in fall issues of na- 
tional magazines. The company is 
also making its first venture into 
the Negro market by using half- 
page advertisements in October, 
November and December issues of 
Ebony. Leading trade publications 
will also carry ads on Bruce House- 


hold Products. 
| New Ekco-Flint Deal 
Ekco Products Co., Chicago, is 
backing its new Flint kitchen too! 


promotion with 154 factory spon- 
sored newspaper ads in 77 cities. 
more work “& Large space ads will be used in 

with This Week reaching 31 cities, and 
s Parade, which appears in 34 other 
cities. Similar ads will be used in 
12 other cities not reached by the 
Magazine supplements and dealer 
cooperative ads featuring the spe- 
cial price offer are expected to ap- 
pear in about 300 markets. 

The promotion permits Ekco 
Users say —‘‘Save dealers to offer three items in the 
plenty of time and Flint line of kitchen tools at $1.29 
effort.”” Give your instead of the regular price of 
customers this high standard of $1.95, with full mark-up for the 

















2949 ELSTON AVE., CHICAG® 18, ILL. 


GRIPS LIKE A VI 





SUPERIOR FASTENER CORP. i= 
SGieS 
SE 


‘ 


less fatigue 






“aan argue ¥ we ei distributor and retailer. Dealers 
hr ag a are required to own or buy an 

y Ekco-Flint kitchen tool display fix- 
always look to ture. This is sold as part of a spe- 


cially priced assortment selling for 
approximately $125, about $10 less 
than the same merchandise would 
cost if not bought during the pro- 


TOOL and CUTLERY Co., Sturgis, Mich. | motion, which is timed from Sept. 
for money making ideas | 29 to Oct. 31. 
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A Steody cove =| Manufacturers’ New Merchandising Plans 


2 Coleman Campaigns 


A pair of special promotions fea- 
turing two basic lines of the Cole- 
man Co., Wichita, Kan. — space 
heaters and floor furnaces are 
designed to tie distributors and 
dealers in with Coleman’s national 
advertising at the time of the year 
when an extra push is needed to 
make the public conscious of heat- 
ing appliances. This is immedi- 
ately before the busy heating sea- 
son begins. 

The first promotion features 
floor furnaces and is based on two 
offers to the consumers—15 pct off 
the list price of any Coleman floor 
furnace, and a floor furnace to be 
given away free by each partici- 
pating dealer. The dealer decides 
by what means he wishes to give 
the furnace away, whether by a 
drawing, a sentence completion con- 
test, a guessing game, or any other 
method that is appropriate in his 
area. 

These offers are carried to the 
public through distributor adver- 
tisements that include listings of 
participating dealers; heavy deal- 
er cooperative advertising, for 
which mats are provided by Cole- 
man, and store display material 
supplied by the manufacturer. 

The second promotion, featuring 
space heaters, is based on a free 
offer of a 32-piece set of Libbey 
Safedge glassware, retail value $14, 
to all purchasers of Coleman space 
heaters during the period of the 
promotion. Arrangements for dis- 
tributor and dealer co-op advertis- 
ing are the same as for the floor 
furnace promotion. 





Westinghouse Series 


Of Political Forums 


The second phase of the three 
million dollar political coverage 
promotion by Westinghouse Elec- 
tric Corp., featuring debates by top 
political speakers on leading issues 
of the presidential campaign, will 
continue for 13 weeks until elec- 
tion time. 

The “Pick the Winner” Promo- 
tion will be aimed at bringing out 
a heavy vote and is designed to 
keep the electorate aware of lead- 
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for this profit-packed fall promotion of 


costar sa 





Featuring the Model 8-U and four 
other best-selling numbers. 
Check your stock—order all five! 

































MODEL 8-U 


Also illustrated in 
the national ads: 
Models 8-H, 8-T, 7-B and 8-C. 





Mail Coupon Today 


Get your complete merchandising kit ... FREE! 
Use this material to direct pre-sold Cosco cus- 
tomers to your store. Kit contains full-size, easel- 
mounted reprints of full-color ad and die-cut 
“spotties” for displays . . . mats, photos and copy 
for your own newspaper and radio advertising... 
everything for a profit-packed, tie-in promotion. 
Order now. 
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Backed by full-page, full-color 
ads reaching millions of homes 


It’s Cosco’s biggest 
September-October 
promotion... 
supported by full- 
color pages in the 


Sept. 17 Post and y > ao 
October Better § Beier Homes 
Homes and Gar- Py “ar 
dens to pre-sell | 
your customers on AT OS | 
Cosco Utility Abi 


we ee 


Tables and Carts. . <"\ 
Never before such 
a terrific Cosco 
selling effort! 
Never before such an opportunity for you to ring 
up record Cosco sales and profits! 





HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA 


Household Stools, 
Chairs and 
Utility Tables 


HAMILTON MANUFACTURING CORPORATION 
Dept. HA 812, Columbus, Indiana 


Gentlemen: 

Please send, without obligation, free merchan- 
dising kit for fall promotion of Cosco Utility Tables 
and Carts. We are an authorized Cosco dealer. 


Name of Store: 





Street : 








City: State : 


Dinchiintnmscninebamebah tiidniindmesenell 
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> yaaa 
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Profit from Quality 


listo atlas. 


PARK 


Liole] Gl -Te> <3) 





MODEL 1780 


The finest tool box made... 
BAR NONE! 


PARK offers you a complete line of top- 
quality tool boxes .. . designed and 
priced to sell fast . . . and built to give 
years of service. All the features your 
customers want are built into the finest 
boxes made . . . by PARK. 


WRITE: For inf line 





o on pl ry 
OR CALL YOUR JOBBER 


MANUFACTURING CO. 
PARK GRANT PARK, ILLINOIS 








Everybody Needs Good 
Hooks and Eyes Now! 


During these summer months, when everybody 


is busy with home repairs, be sure to keep | 


your stock of Brooks Hooks, Eyes and other 
steady-sale numbers complete. Customers 
you allow to go elsewhere for these "little 
things" may also buy big things there! 


M. S. Brooks & Sons, Inc. 
CHESTER, CONN. 





_ recent week-long sales conference. | 


ing issues which will be debated by 
prominent political speakers. The 
television debates will feature a 
different question and a different 
set of speakers from that on the 
radio series. 


The radio debates start Sunday, | 


Aug. 10, from 4:30 to 5 p.m., EDT. 
The television series will begin on 
Thursday, from 9 to 9:30 p.m., 
EDT. 

Dealers will tie-in with colorful 
22 by 28 in. window banners. A 
one-column by 3 in. drop-in news- 
paper mat is designed so that in- 
formation on the week’s debate 


can be inserted in any advertise- | 


ment run by the dealer. 


Reo Expects to Beat 
Record with Rotaries 


The addition of three rotary 
models to the line of the Reo Lawn 
Mower Division, Lansing, Mich., 
will boost the firm’s production to 
an all-time high, according to Sam 
Briggs, vice president. 

“This will be by far the largest 
Reo output since the company en- 
tered the power mower field in 


|} 1946,” Mr. Briggs told some 50 


sales and service representatives 
from all parts of the country, at a 


Reo power mower sales last year 


| totaled $11 million, the company 
| reports. 


Production on the new models, ex- 


| cept the electrically-powered rotary, 


will begin in August, according to 


/| present plans. The electric models 


| are expected to go into production 
later in the summer. 


| Electric 


|| G-E Predicts Some 


Temporary Shortages 


Temporary shortages of General 
ranges, some refrigera- 
tors, freezers, automatic clothes 
washers, automatic dryers and most 


| water heater models may be ex- 


pected as a result of the steel 


| strike, the company has announced. 


Clarence H. Linder, general man- 
ager of the major appliance divi- 
sion, said it is hoped that inven- 


tories of steel, together with those | 


of finished products, will be suffi- 
cient to meet production and con- 
sumer demand for other appliances 


| pending the resumption of steel 


"BROGKS f HGGKS Ff 
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| shipments to 


factories after the 
steel workers return to their jobs. 
This, he said, is dependent upon 


THE LAST WORD IN 


ODUCTS 


STOVE PIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 





WIRE PR 


a 


STRANDED 
AND SOLID 
CLOTHES LINE WIRE 





BRASS, COPPER, 
DARK, TINNED, 

GALVANIZED _ 

COILS AND SPOOLS 
1 OZ. TO 20 LB. 








PACKAGES 
BRAIDED 
PICTURE WIRE 
STRANDED 
AERIAL WIRE 
RADIO 


ACCESSORIES 
SOLDER AND PASTE 


SOLD THRU JOBBERS ONLY 


















SEE YOURS FOR PARTICULARS 


with CONFIDENCE 


QNCHOR 


WIRE CORPORATION 


1833-16 JAMAICA Ave 
ew ee ee eee ee ee ee en 


sur 








McGill Brand 
mouse and rat 
TRAPS 


‘ let | 9) | 


[Ph 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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Make kit business 
your business 








@ Get in on the big demand for school lunch kits by 


“Thermos”’! 


And now is the right time to get ready for extra busi- 
ness from working men and women. Fall is your biggest 
season for the famous Workman’s Lunch Kit and pint- 


size Thermos brand vacuum bottles. 


Again this year, “Thermos” offers the biggest assort- 
ment of lunch kits and vacuum bottles. The School 
Lunch Kits are all-time favorites. The Workman’s Kit 


is carried by many of your customers and wanted by 





many more. And Thermos supplies other sizes, prices 
and models of kits and bottles—to give you the right 


combination for every customer. 


Again this year, “Thermos” backs you with the most 


THERMDS 


TRADE MARK REG. U. S. PAT. OFFICE 


The veewuum boule 
wernybody aki foe 


THE AMERICAN THERMOS BOTTLE COMPANY - NORWICH, CONNECTICUT 


aggressive advertising and merchandising in the field— 





national advertising, suggesting new uses, in The Satur- 


day Evening Post and Better Homes and Gardens—display 





merchandising to bring in the business and tie up the sales. 





Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
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VER WATTHA ee KP immediate government demands for 


re products. 

He said it was too early to de- 
termine what effect the price boosts 
| approved for steel producers would 
| have on appliance manufacturing 
costs. 
| Linder noted that manufacture 
| of ranges and water heaters was 
discontinued June 23 because of 
a shortage of steel and that man- 
ufacture of automatic clothes 
washers and dryers had been sus- 
pended July 19 for the same reason. 








The Model Heiliner-Scraper is an unique authorized 
working reproduction of this massive machine and, on | Inventories of ranges, most 


water heaters, automatic clothes 
washers, dryers, some  refriger- 
| ators and freezers are substantial- 
| ly depleted, he added. He noted 
that four to six weeks will be re- 
quired after the striking steel 
workers actually return to their 
jobs before normal operations can 
be resumed at any plant which was 
closed down for lack of steel. 


a smaller scale, operates exactly the same 











way. The only difference is that the real. 
Heiliner is power driven while the Model Toy 
has manual controls. A demon- 


stration of this triple duty earth 
mover is the best sales approach 


you can make. 


] Authorized working 
reproduction of 
Heiliner-Scraper. 


_Mirro Sets Sights 
| For $100 Million Sales 


Sales representatives of the Alu- 
minum Goods Mfg. Co., Manitowoc, 
Wis., were told by W. F. Bugen- 
hagen, executive vice-president, 
that “The company’s overall objec- 
tive is to have a sales volume of 
4 Lever opens bottom to $100 million in 15 years.” To 
3 Hand screw raises and scoop up earth and closes achieve this objective, Mr. Bugen- 
lowers trailer body. bottom, to haul it away. | hagen explained that the company 

| is developing a flow of new prod- 


| ucts, some of them high ticket 
TO LOAD items. 


2 Universal - type 
coupling between 
tractor and trailer 
for travel over 
rough ground. 





6 Heavy-gauge steel— 
welded construction. 


5 Famous-make rubber tires. 





Lower body with thumb screw. Mr. Bugenhagen announced that 
Open bottom by pumping lever. th ata date ~ inn 
Stop when rear section of body e 8 se 0 ers 0 
begins to rise. amount to more than $6 million. 


It was reported that several new 
manufacturing processes for ci- 


TO CLOSE 












/ 2 vilian goods have been developed, Cc 
Push forward trip mechanism on lever. 7 : 3 
Forward section of body drops back in but they will not be used until the rl 
place. Raise body with thumb screw. aluminum shortage eases and addi- J 
tional manufacturing space is S 
TO D U M P available. ai 
With bod d . 

it ody in raised position, pump ° 
lever to raise both forward and rear 2700 Banks Making S 

sections of body. . 

Westinghouse Loans B 
K 


Approximately 2,700 banks and 
their branches. are now financing 


THE CHAS. WM. DOEPKE Westinghouse Electric Corp.’s ap- 
pliance and television dealers under 
MANUFACTURING C0., Inc. the company’s Equity Plan, C. F. 
ROSSMOYNE, OHIO Gilbert, manager of the retail 
finance division, reported to some 
40 banker-guests meeting recently 
at the Electric Appliance Division 
in Mansfield, Ohio. 
The Equity Plan is the com- 
pany’s arrangement for its dealers’ 
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wins grocers to new 








Grocers everywhere are simplifying their invento- 
ries—making gallons and half-gallons obsolete. You can too! 
Just stock this one new bargain size, new Giant Economy 
Size Simoniz Self-Polishing Floor Wax. Customers love it 
—it’s the biggest bargain ounce-for-ounce of any quality 
floor wax! And with every sale you get a giant-size profit! 
Stubby can design allows shelf display at eye level. 


Backed by Kate Smith! Every Thursday afternoon, 
Kate Smith is on TV for new, non-scuff Simoniz Floor Wax 
—helping you make more sales. And in your local paper— 
sales-tested, hard-hitting ads! Just feature Simoniz—and 
get your share of the volume from the big quantity floor 
wax users in your neighborhood. Stock and display the new 
Giant Economy Size Simoniz Self-Polishing Floor Wax 
starting today! 
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Rice Lines 
Turn Heads 


SHOP KING 


Built by WILTON 









Its Value Clinches The Sale! 


Trim, smart lines by a top industrial 
designer give SHOP KING aa strik- 
ing beauty that lures the shopper 
for a close-up look. That look sells. 
SHOP KING’s removable pipe jaws 
and quality vise features plainly 
give the customer more for his money. 


these 
Features 


1. Heavier body \ 
for greater 
strength 


2. Removable 
pipe jaws cannot drop ovt accidentally 


3. Larger, brightly polished anvil 

4. Body design covers and protects spindle 

5S. Removable and Replaceable hardened 
steel jaws 

6. Positive locking swivel base rotates 200° 

7. Hardened steel cut-off tool 

8. Precision cut Acme spindle 


Shoppers Like Shop King Prices 
MOST COMPLETE SIZE RANGE 








Catalog Width Shipping List Price 
No. of jaws weight 

"633 + od 14 Ibs. $ 7.50 

633'A 3%" 18 Ibs. 9.00 

634 4° 30 Ibs. 13.00 

6351 $° 34 Ibs. 15.00 

635 5” 44 Ibs. 26.00 





Prices slightly higher in Far West and South 
Ask your distributor for details 


WILTON 


MFG. CO. 


Chicago 14, Illinois 


TOOL 


925 Wrightwood Ave. — 
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‘of the 5,583 banks listed as active 








financing through local banks. 
Mr. Gilbert reported that 48 pct 


in appliance financing were al- 
ready serving as sources of credit 
accommodation to Westinghouse 
dealers. 


Market for 20 Million 
Laundry Units in 5 Years 


The potential for sales of house- 
hold washers, dryers and ironers in 
the next five years will be greater 





than in any similar period, accord- | | 


ing to Frederick M. Mitchell, presi- | 


dent of the American Home Laun-| | 
dry Manufacturers Association.) ; 


Over 20 million home laundry ap- | 


pliances, retailing for more than| | 


$7 billion, can be sold in the period | 


1952 to 1957, he said. 


Three reasons were given by Mr. | i 


Mitchell for the good outlook: 1. | 
Greater receptivity by the public to | 
labor-saving methods; 
all washers and ironers in use to- | 
day are 10 years old or more and | 
thus ripe for replacement; and 8, | 
the “unequaled acceptance” of the | 
automatic tumbler dryer. 


Low Birth Rate of '30's 
Will Affect Appliances 


A diminishing market, reflecting 
the low birth rate of the thirties, 
is in prospect for appliance manu- 
facturers whose products depend 
on the formation of new families 
for the first sale, F. A. Abbiati, 
general manager of the Monsanto 
Chemical Co., stated at a news con- 
ference in connection with the In- 
ternational Home Furnishings 
Market in Chicago. 

“Until we begin to feel the effect 
of the increased birth rate of the 
forties, all of us working with ap- 
pliances must compete for the re- 
placement dollar. This is when de- 
sign will be a big factor.” 

The plastics industry, he added, 
would “do its part to combat the 
diminishing market through new 
colors and designs.” 


Sears Prices Lower 
In New Fall Catalog 


Sears, Roebuck & Co. has just 
issued its new fall catalog showing 
a reduction in prices on the average 
of 5 pct from a year ago. Edward 
Gudeman, vice-president in charge 
of merchandising, said that the 


2. 50 pet of | 








price comparison was based on a 


GENERAL 
CATALOG 


Ye 


— 


ot 








: 





@ Full data on all types and s 
@ Time and money-saving. 
tion recommendations 
@ Shows all sensveastio: 
specifications | - 
|. Write tor your copy of thi _ ess uf 
= im pee lex 


"Jacks 


and Center-Hole ~ Hydraulic Pullers 
TEMPLETON, KENLY & CO. 
1056 So. Central Ave., Chicage 44, iil. 

















Make an Extra Profit on 
Grainger’s Lower Prices 


Boost Tool Profits 
With This Motor Buy 








1/2 HP Enclosed, Capacitor Motor 


Fast- _ ue HP power tool motor for 
a Ss s, shapers, jointers, etc. 
‘Capacitor type, totall -enclosed, 
belt A. 4, overload-protected. ble 
shafts. Reversing switch and cord. 115V, 60 
discount. 


Cy. AC. List $42.00—big dealer 
Stocked by thousands of hardwere and tool 
dealers. Order from nearby warehouse. 








WHOLESALE CATALOG 


Request on Letterhe ad 


VE .W.GRAINGER 


me PIC 
- COAST 
740 W. ADAMS, CHICAGO 6 


TO-COAST 


43 WAREHOUSES 
OFFICE 
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" ya" SERVICE 


UNIVERSAL PUMPS 


AND WATER SYSTEMS 


You can pick your pump to fit your needs 








from Universal's line of 300 pumps and 

A—Multi-Stage Pumps 
Larger volumes of 
woter at high dis- 
charge pressures 
from depths to 300 
feet. 


water systems . . . and get these extras 
too — more water at lower cost, trouble free 
24 hour performance, easy installation and 
long-lasting service. Write for catalogue B—Convert-!-Jet 
Shallow well, self 
priming, city pres- 


sures, convertible to 
deep well. 


describing injector and centrifugal pumps 


and water systems for home, farm and 











industry. _ 
‘2 — ae oe 
TROUBLE UNIVERSAL MFG. CO. 
& Fe r > w 1440 SAN PABLO AVE., BERKELEY 2, CALIFORNIA 
j+116 | There's a Universal for you ! ! ! Dept. 115 HA 5 








friction 
tapes 





WOODRUFF KEYS 
“MACHINE KEYS 
“MACHINE RACK 
TAPER PINS 
COTTER PINS 


; a, a a ~~ . a © ; ce = . . 
~ QW, om - aw “SPECIAL PARTS 
or VS ———— 


and other Stanho products 


ru bbe r ae” : ‘ | { A wa a AY Bulk or Packaged 


a : \ ea A: WRITE for CATALOG 
tapes ee” “oa EZ “a : and PRICES 


HORSE NAIL CORP 
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IS BY LONG ODDS 
THE BEST LINE TO HANDLE! 


MRE 

A thoroughly complete line for every hand-spraying and dusting 
application. 

Sold only through jobbers — with the same square deal for 

everybody — assures quick delivery and a full 50% mark-up. 





Finest designs and workmanship — products of the 
most modern factory manufacturing sprayers exclusively. 


Backed by sensible and effective merchandising aids. 

* 
Ask your jobber for complete details. You'll 
agree that UNIVERSAL is by long odds the best 
line to handle. 








UNIVERSAL METAL PRODUCTS co. 


SARANAC, MICH. 








2 MORE 
SHARON REFILLABLE 


ASSORTMENTS 


—— to make your fastener department 
more complete . . . more profitable 


ASSORTMENT No. HS-238 
SCREW HOOKS 


238 electro galvanized screw 

hooks . . . 7 sizes from No. 14 

to No. 2 . . . all sizes com- 
pletely refillable. 

















Yes, we now have 62 Assortments 


. » AND THEY'RE ALL REFILLABLE! 








ASSORTMENT No. SE-656 


SCREW EYES 


656 electro galvanized screw eyes... 
10 sizes from No. 216 to No. 0... 
every size completely refillable. 


ASK YOUR JOBBER OR WRITE TO US 


Sheawore Boil and Sheu Co 


BOSTON 


MASS. 
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sampling of about 2500 items rep- 
resenting every type of consumer 
goods except food and automobiles. 
There were price cuts on 31 pct of 
the items sampled; 14 pct showed 
a slight increase and the rest re- 
mained the same. 


Bank Has New Plan 
For Homelmprovements 


A plan for simplification of loans 
for home modernization and im- 
provement has been announced by 
the City Title Insurance Co. of 
New York. Open-end loans in the 
past, which could be paid off on 
a monthly basis, simply by adding 
to the amount of the home mort- 
gage payment, entailed a second 
search of the title and this not only 
meant additional expense but con- 
sumed time. 

Under the City Title plan, the 
company takes the word of the 
home owner that his property has 
no liens on it. The possibility is 
seen that this may stimulate sales 
of appliances through increasing 
the amount of such loans. 


Singing Clothes Dryer 
By Westinghouse 


A new electric clothes dryer that 
sings “How Dry I Am” when the 
drying cycle is completed has been 
introduced by the Westinghouse 
Electric Appliance Division. A com- 
panion Laundromat automatic 
washing machine was announced at 
the same time. 

The Laundromat will retail at a 
suggested price of $299.95 and the 
electric dryer, either as a 230-volt 
or 115-volt model, will sell at a sug- 
gested list price of $235.55. 


Banker Sees Decline 
In Home Building 


Annual home building probably 
will be below the present million 
unit level for the next few years as 
the postwar housing boom wanes, 
said Ben H. Hazen, president of the 
U. S. Savings & Loan League. Dur- 
ing the last three years, he said, the 
nation’s housing output has been 
running at about twice the rate of 
population growth. 

Replacement demand appears 
bound to fall, he said, because the 
bulk of present American homes 
are relatively new. Passing of the 
high point in new marriages is an- 
other element in lower demand. 
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A HOME MILK AND CREAM 
NEW PASTEURIZER 


‘with Exclusive Features that bring You... 


QGaick Gales/ 


GAFGARD prEs-VAC 


HAS EVERYTHING YOUR 
CUSTOMERS WANT! — 


* Pressurized Heating — as in newest 
and finest commercial pasteurizers. 





* Vacuum Cooling to seal in natural 
flavor and vitamins. 


¢ All-Over Water Bath for more uni- 
form and faster heating and cooling. 


* Automatic Control of temperature 
and time. 


* Light-weight Aluminum and Stain- 
less Steel Construction. 


* Small or Large Family Capacity — 
Any amount up to 2 gallons. 


"3 730. 


f.0.b. factory 


Gi) 
be 3 


* One Year Guarantee. 


National advertising starts in September issues of | 
Hoard’s Dairyman, Wisconsin Agriculturist, Ohio | 


Farmer, Prairie Farmer and other magazines. Write for | 


SAFGARD 


specifications and merchandising plan. | 


Grand Sheet Metal Products Company . | 


2061 Ruby Street, Melrose Park, Iilinois 








DIVISION 












The “Perfect Seal” TANK 
BALL 


A sturdy, long-lasting tank 
ball that fits all sizes—making 
a perfect seal! Made of pure 
natural rubber compound... 
will not swell. 


Packed in individual display 
boxes and in display cartons. 
Economy-priced for better 
profits! Write for prices and 
detailed information. 
















MARTIN RUBBER CO., INC. Long Branch, N. J. 


Z 



















YOUR CUSTOMERS WANT— 
01d Dominion 


WAX. 


HIGH GLOSS © WATER RESISTANCE ¢ 
LONG WEARING ¢ SAFETY 

clso manufacturers of: , 

Penetrating Seal, Gym Seal, 

Terrazzo Seal, Asphalt Tile Seal. 


WRITE FOR DETAILS 














PERROW CHEMICAL CO., Hurt, Virginia 
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FEATURING: 


* Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 


6” or 7” 3ibs.7 oz. 43 Ibs. 
7” or 8” 5 Ibs. 62 Ibs. 


#3 ivory 8-17/64” 
#8 ivory 9-3/4" 


Packing — ! dozen per carton, | gross per case 


Order from 
Your Wholesaler, 
or Write Us 
for Reference 







J. L. CLARK MFG. CO., Rockford, Ill. 




















L-82 Deluxe Lock- 
ing Cake Cover 
set—13” tray... 
Retails at $2.98 


L-80 Standard 
11,” Cake Cov- 
er set... $1.98 
Cover only $1.29 


Looks like fine crystal, protects foods and 
shows off their appetizing goodness ...and 
best of all the large crystal Styron covers 
are light, durable and so easy to clean. 
Housewives, food stores and restaurant 
owners, all agree they're tops. Ask your 
supplier for complete 
specifications, colors, 
etc., and keep well 
stocked on the 1/01 
other nationally ad- 
vertised Lustro-Ware 
items. . . . Columbus 
Plastic Products, Inc., 
Columbus, Ohio. 


PLASTIC HOUSEWARES 


PLLIRS, a 

















ee 
STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 








Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8” O.D., 
gauges No. 28 to 3/8’, stands read 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After Axl/ 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 







Your emergency re- 
quirements are our 
special concern. 





204 CONNELL AVE. 
\ JOLIET, ILLINOIS 























CHALK-LINE 


SELF 
BOXES 


CHALKING 


™— STRAIT—LINE => 


Praised by users from Coast to Coast! 








BOX NO. 190—LIST $1.90 EACH 


Identical with No. 125 in size and 
construction, with the addition of new 


rapid-filling side-opening feature. 


Packaged in orange cardboard carton 
for easy stock identification. 


Precision moulded of lightweight aluminum alloy. Both absolutely non-fouling. 


To enable users to choose the color of chalk they desire, Strait-Line boxes are packed 
without chalk. Colors are listed below 


BOX NO. 125—LIST $1.25 EACH 


Standard model. Easily filled by re- 
moving 2 coin slotted screws. Pack- 
aged in white cardboard carton. 


























REPLACEMENT 
LINE CHALK 
SELECT LINE Especially Prepared and Blended 
ppg ma for Use in srkse Boxes 
Corded and sented ordinary. chal. twin “no ‘cahe. or harden. 

n jophane. — ground to prevent abrasion of line or PRICES—ALL COLORS 
LONG LIFE THE FINEST FILLER YOU CAN USE| | ox. boxes, list 
GREAT TENSILE YOUR CHOICE OF COLORS meu 

STRENGTH DARK BLUE * DARK RED * YELLOW * WHITE | 12 Ib. boxes, list 
No. 50.. 50 feet. .25¢ 1258 125R 125Y 125W ic eac 
No. 100, . 100 feet. .40¢ ~ : A ein 5 Sees 

list 80 Ib. 
AT YOUR JOBBERS 25 Ib. fibreboard 
carton 
li * 
STRAIT-LINE PRODUCTS, INC. so 1p, 7c, ber tb 
P. O. Box 577, Costa Mesa, Calif. ie Ob ae 
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Laundry Appliance 
Trade Sales Higher 


June factory sales of standard- 
size household washers amounted 
to 274,457 units, as against 213,- 
668 in May, a 28.5 pet increase, the 
American Home Laundry Manu- 
facturers Association reported. 

The total was also 8.4 pct above 
the 253,119 reported for June, 
1951. 


Radio, Video Output 
Down Much in 6 Months 


A 40 pct drop in radio set out- 
put in the first half of this year 
was reported by the Radio-Televi- 
sion Manufacturers’ Association. 
At the same time, production of 
television receivers was off 33 pct. 
The association reported 4,838,342 
radios produced in the first six 
months of 1952, compared with 
8,007,905 in the corresponding 
1951 period. 

TV receiver production totaled 
2,318,236 sets, as against 3,457,519 
a year earlier. 


Higher Employment 
Reported for June 


June employment set a new high 
for the month, totaling 62,572,000, 
the Commerce Dept. reported. This 
represented a rise of about 1,500,- 
000 over May and was 750,000 
above June, 1951. The big increase 
in employment was due to a rise in 
farm jobs, the total being 8,170,000 
in June, compared with 6,960,000 
in May. 


Fall Months Best 


For Ranges, Dryers 


September, October and Novem- 
ber offer the best retail sales op- 
portunity on ranges and clothes 
dryers, according to the Edison 
Electric Institute’s Dealer Coordi- 
nation Committee. 

January, February and March 
are claimed to be good months for 
the sale of clothes dryers. 

March, April and May are good 
months for dealers on ranges and 
water heaters. 

May, June and July hold the 
greatest sales opportunity for the 
sale of freezers, according to the 
report. 

To obtain more effective results 
from existing advertising budgets, 
the Institute’s committee has rec- 
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ma WOVEN 
CHEMICALLY "MADEMARFAET CL GLASS 


|| DO YOU WANT TO— || 
- >. KINDLERS J 





















set out- ® Sell or buy a store 
his year FOR OIL BURNING WICKLESS STOVES, 
o-Televi- e RANGES AND HEATERS 
iti Represent new accounts 2 7 
ction of Arias ASBESTOS compant = 
' 33 pet. ® Hire experienced hardware OUTLASTS ORDINARY KINDLERS 4 TO 5 TIMES 
|,838,342 ° Mase of lass Abore—the only ° Morchandicer deal te boost 
irst six personnel © €ye-appeaiing individual boxes * Market “jeader for (5 years 
. Sold Exclusively Through Jobbers 
od with " For Complete Information Write Room 502—General Offices 
ponding © Dispose of surplus stock— Mah 
totaled distress inventory—job lot A T L A y 0 
457,519 ° 
merchandise C 0 MPANY 
P NORTH WALES, PA. 
+ Get sales representation for MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 
our line | — 
J Y 
+ lowng © Get a job in the hardware Stock Up Now! 
i. This field } i 
15000 | mperia 
750,000 
ncrease THEN — | Calf and Cow Weaners 
rise in Aluminum 2345 
170,000 Tell It To The Trade In The Ob Stess 1-3-3 
960,000 Now’s the time to capitalize 
Classified Advertising Pages on the seasonal demand for 
Imperial Calf and Cow 
Of HARDWARE AGE Weaners. Scientifically con- 


structed, they do a complete, 
thoro-efficient job. What's 
more—Imperial’s quality 
builds repeat business 


























Yovem- 

es op- through customer satisfaction. 

clothes Order from your jobber now! ie Gin 

Edison Calf Size 7205 

oordi- Cow Size #206 
IMPERIAL 

March BIT AND SNAP COMPANY 

hs for RACINE, WISCONSIN 

a Classified Ad Dept. 





Ss and 


1 the HARDWARE AGE 














r the 
o the 100 E. 42nd Street, New York 17, N. Y. ee ace 
Dull Disc Type 
Calf Size 2203 
in Cow Size +204 
} rec- 





1952 HARDWARE AGE, AUGUST 21, 1952 231 








Star has 
'@ 


STAINLESS STEEL 

2 FASTENINGS 

ty ALL TYPES 
© RUG OF THE weal 


In-Stock-Service on small or 
large quantities * Cap Screws 
* Machine Screws ¢ Sheet 
Metal & Wood Screws © Set 
Screws * Nuts, Washers, Etc. 
Class 3 AN Drilled Fillister Heads 
Fast service on special screw 
machine products. 


WRITE, WIRE OR PHONE TODAY 
NEW CATALOG JUST OFF THE 

















“THE ECONOMY MOWER” 


Engineered en- 
tirely for POWER 
mowing, with 
BLAIR’s 70 years 
of experience be- 
hind it. 

1.1 HP Briggs & 
Stratton engine, 
18” cutting width. 
An economy 
mower for your 
customers — 
a profitable 
one for 
you. 












BLAIR 


LAWN MOWERS 
MANUFACTURING CO 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 


PRESS—WRITE TODAY. 
Gee STAINLESS SCREW CO. 
‘ @ a (j= 
<¢ —_ ARmory 4-1240 


232 Union Avenue * Paterson 2, N. J. 


ommended the use of a coordinated 
campaign for guiding promotion in 
1953. 

The success of the May cam- 
paigns of the Water System Coun- 
cil and the spring promotion of 
Electrical Housewares shows that 
a coordinated campaign calendar 
can be successful, the Institute 
Committee pointed out. 


Avco Head Sees Need 
For Night Shopping 


A trend to more and more retail 
stores remaining open evenings for 
the convenience of shoppers who 
work during the day is seen by 
William A. Blees, vice president of 
Avco Mfg. Corp., in charge of sales 
| for the Crosley division. 
| “It’s absurd to think that you 
can keep stores open at the same 
hours people are working and keep 
the stores filled,” he said. 

Mr. Blees felt that appliance 
manufacturers would get back into 
production quickly, following the 
steel strike, if the Government 
doesn’t attempt to allocate all of 
the steel and permits the steel 
companies to handle the matter of 
dividing up the available supply of 
| the metal. 





Consumers Believe 
Prices Will Be Steady 


What people know about price 
trends, how they feel about pre- 
vailing prices and what direction 
they expect prices to take, are in- 
fluences on consumer spending, 
according to a survey of 1,000 
American families made in June 
by the survey research center of 
the University of Michigan, the 
results of which were recently 
announced. 

The survey found that the ma- 
jority of consumers believed that 
prices of large household goods 
had not gone up during the last six 
months. The majority of those with 
opinions believed that these prices 
would remain stable during the 
next 12 months. 

The study also disclosed that 
somewhat more consumers consid- 
ered the present a bad time to buy 
household goods than considered it 
a good time. However, the portion 
of consumers who believed that 
this is a good time to buy has in- 
creased considerably since June, 
1951. 

“It is too early to infer that 
people are getting accustomed to 




































No. 724-Hog trough 20 
go., 2 ft. long rolied edges 


No. W-89-Electric stock tank 
heater, entirely automatic 








No. P-17-All purpose pan, 
all one piece, 3 gal. capacity 


Also complete line of poultry equipment. 
Write for new catalog 







THE WARNER BROODER CORPORATION 
North Manchester, Indiana 
FACTORY, SALES AND SERVICE 








CHAIR- LOC 


Amazing New Chemical 
S-W-£-L-L-S Wood 


© Penetrates wooed 





permanently. 
fix loose chair aoa 4 8, 
dove-tails, 


handles, dowels, 
ete. 


Write for Free Sample and 
Literature 


CHAIR-LOC CO. 
Lakehurst 3, W.J. 


—— "Selling Is Our Business" —— 

@ Complete coverage of the East; 
permanent show rooms. 

@ Representing leading house 
wares and hardware manufac- 
turers. 


Inquiries solicited regarding 
additional lines. 


SALES 

SAM WEISMAN oneanization 
200 Fifth Ave., New York 10, N. Y. 

———— Direct Factory Representative 

















FLEXIBLE 
SUPPLY 
PIPES 


for 
Lavatory, Sink and Closet 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, Pa. 
5H 
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GET YOUR CUT 
OF FASTER y 


PROFITS. 


hte 4 tON® 


THE FIRST REALLY } 
PRACTICAL SAW a 


pe At ty, 
ATTACHMENT YY 


rer 


ond be used os @ ta- Ys, 


ble sow. 






Th ds upon th ds of cus- 
tomers will be out to buy the 
Atomic Saw. Cash in our Com 
sumer Advertising Campaign in 
Science and Mechanics, Crafts 
and Hobbies, Profitable Hobbies, 
Popular Homecraft and Sunset. 


We GUARANTEE Thay 


ae rczs 

MICKEL STEEL) win, fit any standard Y,” drill motor. Will 

S* ARBOR HOLE \ wut 2x4's and 2x8's, rip of crosscut withowt 
'y 





turning over. Will make line and precision 
cuts in any kind of wood. Sofety sow blodes 
WILL NOT overload drill motor. Precision Oil- 
ite Bearing prevents side thrust on moter. 
JOBBER INQUIRIES INVITED. CALL Your 
Atomic Sow Distributor Todoy, or Write te 


ATOMIC SAW MFG. CO. 


12548 VENTURA Bive 
" y xf 


CHEB cer noni 






GF 401, 
DRILL MOTOR 
compute 


win 
ATONE 6 “SAFETY BLADE: 








Architects and ~ (CHICAGO) 
Builders Specify SPRING HINGES 


ly 








@ Modern Factories 
@ Office Buildings 


@ County, State and 
Federal Buildings 


@ Ships of Our Navy 
And the New Luxury 
Liner S. S. United States 


Every year more and more Architects 
and Builders are specifying Chicago 
"Triplex" Spring Butt Hinges because 
they are carefully designed with 
many superior features. They are 
smart looking and streamlined to 
harmonize with modern architectural 
requirements. 


"Spring Hinges of Quality” 


Chicago Spring Hinge Co. 


CHICAGO U.S.A. NEW YORK 



























IT'S A MODERN TOP-QUALITY LETTER BOX 






THE 


MAILTAINER 


UNMATCHED FOR 
RUGGED CONSTRUCTION 
AND SERVICE - 


The tudor Mailtainer is striking in 
beauty—cleanly designed for every 
type of modern or traditional resi- 
dence. Handsomely finished. The 
modern letter box that stands up un- 
der years of service. 


IT HAS BEAUTY AND QUALITY 


Without a doubt this Is the Best Value 
Letter Box on today's market. 


Write today for literature and price list on the 
COMPLETE FULTON LINE 


PATENT NOVELTY CO. 


FULTON, ILL. 
Dept. HA 














f° 
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Che Perfection Line L. HOPKINS MFG. CO., norsk Girard, Po 





NO-MAR GATE 
MOUNTING 
A unique accessory, pat- 
ented by us, holds gate 
safely without wood 
screws. Adjustable. Easy 
to mount. Will not harm 
any surface. Sold as 
extra. Ask Your Jobber 

or Write us. 
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PROBLEM? 






YOU SHOULD STOCK 
CHICAGO “Safety Plus” Screws 


@ Socket Screws © Cap and Set Screws 
@ Nuts @Taper Pins @ Studs 


@ They’re Quality Made to be Trouble Free 


© They’re better packaged for easier stock 
room service 
© They’re a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture 
Ask for CHICAGO and get “Safety Plus” 
from your HARDWARE DISTRIBUTOR 
today. 
o SCREW COMPANY 


2509 WASHINGTON BLVD. 
BELLWOOD, ILL. 












Type 


METAL FLOATS 









to 12" diameter 
ball floats of cop- 
per or stainiess 
steel for open 
tank to I50¢# 
pressure in stock 
—specials of 
various metals 
made to order. 
Catalog on request. 
ARTHUR HARRIS & CO. 
212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 















* EASIER TO USE 
* LASTS LONGER 
* CLEANS BETTER 


> we 
SUNSHINE 


REG. US. PAT. OFF. 


FRENCH PROCESS | Asx your sosser 
CHAMOIS | ous sur cnamots 
MADE IN USA DOUBLE VALUE TO THE 


CONSUMER 








¢ DOUBLE DUTY 
HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 











YATES 
COMPANY 


EXTRUDED PLASTIC PRODUCTS 
Precision Extruders of Rods, Tubes, 
Strips, Special Shapes for builders 
hardware, chemical industries, elec- 
tronics, furniture, toys. 

Bend inquiries for engincering recommendations 


YATES Company 


2211 Cemetery Road Erie, Pa. 
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| the present level of prices,” the re- 
| port added. “Surveys conducted in 
| 1951 have indicated that dissatis- 
faction with prices which were re- 
garded as excessively high was the 
principal reason behind consumer 
buying resistance. Complaints that 
prices, though stable during the 
last few months, are too high were 
also voiced frequently in the sur- 
| vey conducted in June, 1952, but 
| somewhat less frequently than last 
| year.” 
| 
| 


The reasons most often given for 
| regarding the present as a good 
| time to buy were that prices are 

not going to come down and that 
| people can afford to buy now. Ref- 
| erence was made by some con- 
| sumers to the suspension of credit 
| controls and to some price reduc- 
tions on large household items in 
explaining their willingness to buy. 

It was stated that anticipation 


less widespread 
any time since the outbreak of 
| hostilities in Korea. However, 
many people expressed uncertainty 
about future prices. There was no 
indication that fear over the possi- 
bility of unemployment or a drop 
in earnings was a main factor in 
the caution and hesitancy still ex- 
pressed by many consumers. 





Living Costs Index 
Reaches New Level 


The cost of living set a new high 
in June, the new index of the Bu- 
reau of Labor Statistics touching 
189.6 pct of the average between 
1935 and 1939. This represented 
five-tenths of a point above the 
January record of 189.1 and was a 
gain of six-tenths of a point over 
May, 4.4 points over June, 1951, 
and 11.4 points over the index two 
years earlier when hostilities 
started in Korea. 


More Gas-Fired Units 
Shipped in June 


Gas conversion burner ship- 
ments totaled 19,800 units in June, 
compared with 10,800 units a year 
ago, the Gas Appliance Manufac- 
turers Association reported. This 


that such shipments exceeded ship- 
ments in a comparable 1951 period. 

Gas-fired furnace shipments rose 
to 37,000 units from 28,200 units a 
year ago, a 31.2 pct increase over a 
year ago. 





(Resume reading on page 15) 





of future price increase was much | 
in June than at | 





marked the third successive month | 


Slides Paint Off 
'~ Like Butter! 





Scorch, Burm or Demage the Surface ( 








Write for full information, price list. 
GILLESPIE VARNISH CO., 131 Dey Se., Jersey City, N. J 











Gripper Clips 


Registered U. S. Pat. Office 





Small and large 
sizes for holding 
tools, garden im- 
plements, 


ge and 1 
small.) Retails at 
Oe each. Circu- 
lars on request. 


* y sg GOOD TOOLS, INC. 
x 26B Orange, Mass., U.S.A. 














THE NEW Columbiana 


CAM-LOCK HYDRANT 
"Sold the World Over" 


Here’s a fast-selling new Cam-Lock Hy- 
drant for use on pressure lines. Sturdily- 
built with few moving parts, this Colum- 
biana Hydrant =. Cn hy 8 te rust out. 
Its aoe, o- jude: 

* ONE-PIECE ‘BRONZE. VALVE BooY 
* NON- CORROSIVE VALVE ASSEM 


* ANTI-FREEZE ACTION 
% CAM-LOCK HANDLE PREVENTS 
ty Sy AND WATER WASTAGE 
This is oe ty ~~ priced hydrant on the 
Fig. H—1200 market. te teday for complete Inferma- 
tion. Established 1888. 





Columbiana PUMP CO., Columbiana , Ohio, U.S.A. 











Bewildered ?? 


.... then read.... 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No. 1 choice of hard- 
ware dealers through- 


out the nation. 
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THE COMPET 


HARDWA 


U.S.A. 








Guy THE BEST 
RECIPROCATING 


DIRECT-FROM-THE- 
WELL PUMPING- 
SYSTEM BUILT— 
> ‘TODAY! 






AS SHOWN: 


“LITTLE 
GEM” 


250 G.P.H. PUMP 
with 
STABILIZING 
TANK 


“urne Gen 











m biana | 
RANT 

Over"’ 
am-Lock Hy- 
ses. Sturdily- 
, this Colum- 
js te rust out. 
ude: 

ALVE BODY 
VE ASSE 


PREVENTS 
. WASTAGE 
drant on the 
lete Inferma- 


Ohio, U.S.A. 
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Select UNIFLOW PUMPS; Deep Well, 
Shallow Well, Reciprocating and Jet. 
Water Softeners; Iron Removal Filters ; 





pile ff 








Electric Drinking Water Coolers. 
WRITE 
FOR COMPLETE 


UNIFLOW MFG. C0. \°csncc 


1517 East Lake Road » ERIE, PENNA. 
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Eight decades ago 70% of all 
gainful workers in the U.S.A. | 
toiled in agriculture. Today 
farms and factories together 
account for less than 40%. 
The rest serve chiefly in dis- 
tribution, including selling, ad- 
vertising and sales promotion. 
. Their efforts are essential to 
move American products. 
Without sales a business fails 
and jobs vanish. Salesmen 
sometimes demand and get 
from employers better prod- 
ucts, or lower prices, or both. 
Thus, competitive selling great- 
ly increases our prosperity. 
Where selling is inefficient, 
restricted or eliminated there is 
far less wealth, happiness and 
security. Competition is a great 
American Freedom. Preserve it 
for ProgressForAllOur People. 











—_— 


THIS KEPORT ON PROGRESS-FOR-PEOPLE is 
published by this magazine in cooperation with Na- 
tional Business Publications, Inc., as a public service. 


THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLF 
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‘.. WANT FASTER SALES 
‘FROM FASTENERS? 





Stock and sell our Complete =“, 
Line of PHILLIPS SCREWS ‘ 


Southington offers a complete line of Phillips *y 
Fasteners including the Phillips Recessed Head % 
Self-Centering Wood Screws. Known for depend- % 
ability, uniformity and wide size range, the Southington ‘% 
line is one of the country's most popular fastener lines. * 


Contact The Jobber Nearest You. 











Increases: 





© Impulse Buying 
e SELF-SERVICE 


e “Related - Item” 
Sales 





This sturdy FLEXO-SPACE Store Fixture for mass displays has 
adjustable shelves to feature all types of merchandise regardless 
of size or shape. It occupies only 12% square feet of floor e, 
yet you get 50 square feet of selling space. FLEXO-SPACE 
displays four times more merchandise than conventional flat ty 
counter. Self-Service sales, Impulse-Buying and Related-ltem sales 
climb sharply. You make more money immediately and you 
build for the future. FLEXO-SPACE has been tested and proved 
a profit-maker by thousands of retailers. 


ADD SALES CO. 724 COMMERCIAL ST. MANITOWOC, WIS. 


ADO SALES 
COMMERCIAL ST 


. 
' * 
' 
é 
WRITE, WIRE OR 4 pectoris wis. (PHONE 660s) ; 
' 
| PLEASE SEND ME FREE ILLUSTRATED 8 
USE THIS | CIRCULAR ON FLEXO-SPACE store : 
FIXTURES WITH P 
COUPON FOR | RICES ; 
| NAME ' 
MORE SALES | 1 
& i STREET ' 
' ' 
' 
' 


city 
esses ee ee eee eee eee eee eee eee 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Positions Wanted 
Rate) set solid, maximum, 


(Special 

50 words 

Allow Seven Words for Keyed Address 
or Your Address 





Set solid, maximum, 50 words............ $5.00 
Each additional word........... 10 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., Mew York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE Is published every other 
Thursday. Classified forms close I5 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 














Representatives Wdnted 








MANUFACTURERS’ 
REPRESENTATIVES WANTED 


CALLING ON WHOLESALE 
HARDWARE & BUILDER 
SUPPLY JOBBERS 


also Sporting Goods and Drug Jobbers. 


Territories Open: Nebr., La., Mo., Kan., 
kla., Tex., Ind., Mich., Ohio, Penn., New 

York and New England states. 

Nationally Advertised in Hardware Age— 

Hardware — Housewares — Drug Topics — 

Sporting Goods Dealer. 


NEATSLENE CO., ROY “SHEP” SHEPARD 


ESTABLISHED 1912 
802 DOUGLAS, OMAHA, NEBR. 














CANADIAN REPRESENTATIVES 


Representing several nationally advertised lines, seek 
additional lines. Excellent connecttons with all 
hardware and houseware accounts in Canada. Sales 
offices are located in Montreal. Warehouse facilities 
are available. 


Address Box A-728, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











PLUMBING SPECIALTIES — SALESMAN 
WITH FOLLOWING for established New York 
firm. Sell to tlardware Stores and Plumbing 
Contractors, Choice (protected) Territories Open, 
Commission. Replies confidential. Box A-740, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 


WELL-KNOWN NEW JERSEY HARD- 
WARE WHOLESALER desires to expand sales 
force. Experienced salesmen with following wanted 
for: Hudson, Bergen and Passaic counties in New 
Jersey, Staten Island, Orange, Rockland, Sullivan 
and Westchester counties in New York. Commis- 
sion or drawing basis. Write Box A-748, care of 
one Ac, 100 East 42nd Street, New York 


MANUFACTURER'S REPRESENTATIVE 
WITH ESTABLISHED FOLLOWING, Amaz- 
ing new DIT moth-resistant, genuine crushed red- 
wood cedar! Prevents moth damage to clothes, 
fabrics. Makes fragrant cedarized closets. Applied 
like ‘paint; laboratory tested. Hardware, paint, 
building supply dealers, department stores buy 
quantities; attractively packaged. Commission basis. 
Write President, 91-B Summit, Brookline, Mass. 


DISTRIBUTORS WANTED to sell well- 
known fiber board knife blades. Blades are .025” 
thick and packed 5 to envelope. Price: $5 per 
100; $40 per 1,000. Exclusive territories. Huge 
demand. very prospect a customer. rite for 
samples and further details. Mark Spec. Co., 183 
St. Paul Street, Dept. St. Rochester, N. Y. 


MANUFACTURERS OF HIGH QUALITY 
CUTLERY, located in Sheffield, England, seek- 
ing sales agents to represent line in United 
States. Particulars on request. Please advise 
experience, lines handled and territories covered 
when writing. Cox Eng. Co. Ltd. 14, Park 
Lane, Sheffield, England. 


EXCLUSIVE PROTECTED TERRITORIES 
open for agents calling on hardware distributors, 
dealers and plumbing supply houses. Nationally 
advertised faucet washer replacement material. 
Unique demonstration sells 8 out of 10 on first 
call. Address Box A-686, care of HARDWARE AGE, 
100 East 42nd Street, New York 17, N. Y. 
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Representatives Wanted 








SALES REPRESENTATIVES 


For New England States — Long Island — New York 
State — New Jersey — Pennsylvania — Maryland — 
Middle Western States — Colorado — Utah — Ala- 
bama—Louisiana—Oklahoma—To sell well known line 
of Fireplace Fixtures. Must have following with 
Hardware and Department Stores. Commission Basis. 


SHEFFIELD MANUFACTURING CO. 
119 West 25th Street New York 1, N. Y. 











AGGRESSIVE 
REPRESENTATIVES 
WANTED 


California's largest and oldest plastic mfr. 
expanding its Houseware, Giftware and 
Decorative Hardware Lines. Lines now sold 
to major chains and wholesalers nationally. 
New product design and active sales pro- 
motion program an integral part of our 
planning. 

Openings for well estab. Mfrs. represen- 
tatives calling on Hardware and Variety 
Jobbers, Chain Stores and Dept. Stores. 
Commission basis. 

The following important territories open: 
New England States, State of New York (out- 
side of metropolitan N. Y. area), West 
No. Central States, So. Atlantic States, 
West So. Central States, State of Texas. 

Send full particulars regarding territory 
covered and lines now being handled. Com- 
pany representative will arrange for per- 
sonal interview. 


ELDON MFG. CO. 
1010 E. 62ND ST. 
LOS ANGELES 1, CALIFORNIA 

















HARDWARE SALESMEN OR MANUFAC. 
TURERS AGENTS. Experienced only. Own car. 
Good following. Store fixture, furniture manu- 
facturers and cabinet shops. Good opportunity with 
New York:*manufacturer and wholesale jobber. 
Protected territories. Write in full detail. Ad- 
dress Box. A-401, care of Harpware Acg, 100 
East 42nd Street, New York 17, N. Y. 





MANUFACTURERS REPRESENTATIVES 
WANTED—By leading manufacturer of com- 
plete line, plastic garden hose, fully guaranteed. 
To sell Hardware and Housewares, jobbers, 
wholesalers, dealers. Several territories open— 
Central States—Middle States—New England— 
South. Cosvenpensenes confidential. State full de- 
tails—lines andled—territory covered—Refer- 
ences in first letter. Address: P.O. Box 615, 
Plastics Division, Pawtucket, Rhode Island. 





REPRESENTATIVES WANTED — CALL- 
ING ON HARDWARE AND PAINT Whole- 
salers—Exclusive territory in the following states: 
North and South Dakota, Nebraska, Kansas, 
Oklahoma, Texas, Western Pennsylvania, Ohio 
and Florida. Thoss Manufacturing Company, 
North Manchester, Indiana. 





BUILDERS HARDWARE SALESMEN— 
Manufacturer of complete line of Mortise, Tubu- 
lar and Cylindrical locksets has a few choice 
protected territories open for live-wire men on 
commission basis. Line is nationally advertised. 

te territory covered, lines handled, Refer- 
erftes. All replies confidential. Box A-737, care 
of Harpware Acz, 100 East 42nd Street, New 








York 17, N. Y. 


Representatives Wanted 








BUILDERS HARDWARE 
SALESMAN 


Distributor and manufacturer has opening 
for salesman calling on lumber yards and 
building material dealers to handle line 
of cylindrical door locks, cabinet hard- 
ware, brass hardware, hinges, bathroom 
accessories, garage hardware and re- 
lated items. Applicants must cover lumber 
yards and building material dealers. Pro- 
tected territory. State territory covered 
and items handled in first letter Our men 
know of this ad. 


Address Box A-694, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


SALESMEN WANTED 


To sell retail hardware stores embossed (ralsed 
letter) metal signs, such as NO HUNTING, 
NO TRESPASSING. Also reflectorized house 
numbers. Write 


STELLO PRODUCTS CO. 


Hutchinson, Kansas 











MANUFACTURERS’ REPRESENTATIVE 


(U. S. Government) now servicing two accounts, 
handling sales and specifications, connected 
with Federal Government and Armed Services. 
Can effectively handle one or two more ac- 
counts. Small. retainers fee plus commission. 
Reply to: 
LOUIS R. KENGLA CO. 

2400 Wisconsin Ave. Washington, D. C. 














NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York @ Philadelphia @ Detroit 
eveland ©@ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 











SALESMEN WANTED—MEDICINE CAB- 
INETS. Few territories open to men regularly 
covering their territory. Popular prices, liberal 
commissions and full protection on repeats. State 
territory you cover. e may have a valuable 
side line for you. References. STANDARD 
ART INDUSTRIES, Chicago 4, Ill. 


MANUFACTURERS’ REPRESENTATIVE 
for Arrowhead Adhesives and Duratite Sir- 
facers. Some states are still available on an ex- 
clusive basis. Prefer men with non-competitive 
lines now calling on paint, hardware, lumber 
dealers and jobbers. Sales to jobbers on com- 
mission basis. Sales to dealers can be on a dis- 
tributor basis, More information on request. 
Webb Products Co., Box 520, San Bernardino, 
Calif., or Box 64, Norcross, Georgia. 


FASTENER SALESMEN TO CALL ON 
JOBBERS and manufacturers. Territories open 
are Nebraska, Kansas, Iowa, Mistouri, and 
Southern Illinois. Protected territory. Commis- 
sion. Nationally known manufacturer. State full 
details first letter. Prefer young men who will 
sell exclusively for us as can make good income 
Address Box A-754, care of Harpware AGz, 100 
East 42nd Street, New York 17, N. Y. 
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Representatives Wanted 


Help Wanted 


Business Opportunities 





MANUFACTURERS’ REPRESENTATIVE 
SEEKS ANOTHER GOOD LINE for the New 
York Metropolitan area, Have been selling the 
hardware and houseware jobbers for the past 15 
years. Can supply best of references from 
jobbers and factories. Address Box A-765, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 


REPRESENTATIVE WANTED FOR ES- 
TABLISHED PAINT BRUSH MANUFAC- 
TURER catering to paint, hardware and house- 
ware jobbers. Good commission and opportunity 
for aggressive man. Open territory: New En- 
land, South East, West of the Mississippi and 

/isconsin, Illinois, Michigan, Indiana. rite de- 
tails, Address Box A-758, care of HARDWARE 
AGE, 100 East 42nd Street, New York 17, N. Y. 


_ DISTRIBUTORS WANTED: Now appoint- 
ing additional jobbers for nationally distributed, 
highly merchandised, packaged lawn seed. Write 
for details, discounts. L, TEWLES SEED CO., 
Milwaukee 1, Wis. 


SALESMEN WANTED TO COVER CON- 
NECTICUT, upstate New York and southern 
New Jersey Hardware Stores for an established 
manutacturer. Must have car. $100.00 per week 
Drawing Account against Commission. Address 
Box A-762, care of HARDWARE AGE, 100 East 
42nd Street, New York 17, N. Y. 


WE WANT MORE MANUFACTURER'S 
REPRESENTATIVES TO SELL TO THE 
HARDWARE AND LUMBER DEALER, Mar- 
tin’s Window Control Springs. Item retails for 
25 cents. Excellent profit margin. Good repeater. 
Good seller in ~*~ territory. Write: M. H. Ave 
aiemene 3829 N. 19th Street, Milwaukee 6, 

is. 




















Accounts Wanted 


MANUFACTURERS DIRECT REPRESEN- 
TATIVE WITH EXCEPTIONALLY ihtne lines 
aeeds men who can sel! to jobbers. Must have 
tnitiative and ambition and willing to work on 
straight commission. Several territories in the 11 
Northeastern States open. Also required is a man 
in New York City for the Export trade. When 
writing, you may state all particulars in complete 
confidence, Address Box A-178, care of Harp- 
— Ace, 100 E. 42nd Street, New York 17, 





WHOLESALE HARDWARE— 
GROWING FIRM 


located in Metropolitan Area. 1951 Vol- 
ume $325,000 — 1952 Volume_ ahead. 
Principals Only. All Cash. Building 


available for rent or sale. 


Address Box A-767, care of HARDWARE 


AGE 
100 East 42nd Street, New York 17, N. Y. 














NEW YORK HARDWARE JOBBER, b 
National Wholesale Hardware Assoc. distributor 
of nationally branded lines of hardware and tools, 
have openings in Westchester county, Connecticut, 
New England and upper New York state. Excel- 
lent opportunity for immediate earnings for estab- 
lished hardware salesman with a following. Com- 
—, Belf & Lustig, 23 Park Place, New York 





WANTED: SALES EXE@UTIVE. Starting 
salary—$15,000—$20,000. fe are an established 
manufacturer selling nationally advertised garden 
products thru hardware and garden. chan- 
nels. We offer a wonderful opportunity to an 
experienced man with a record of success in 


emg o products. He must be able to prove 
is ability to organize a sales program, sell dealers 
and jobbers, open new territories, create and 
execute sales promotional plans. He will be ex- 
pected to produce increased sales within our 
present structure, visualize and plan for the 
future, develop new related products. He must 


be able to assume the responsibility of general 
management within the near future. The man 
we’re looking for must be able to justify a $25,000 
salary plus stock ownership within two years. 
State full qualifications in your first letter. All 
replies kept in strictest confidence. Our entire 
staff knows of this ad. Box A-757, HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 








MANUFACTURERS 


More Lines Wanted 








Positions Wanted 


BUILDERS HARDWARE MAN having 
knowledge in all phases of business, in Sales, 
Promotion and Management, desires position in 





Sales or Executive capacity. Can relocate if 
necessary. Resume on request. All replies con- 
fidential. Address Box A-738, care of Harpware 


Ace, 100 East 42nd Street, New York 17, N. Y. 





























ee Agents located in Missouri want more 
ITATIVE lines to sell Hardware Jobbers in four 
accounts, States. 
connected Write Box A-750, eare of HARDWARE AGE 
| Services. 100 East 42nd St., New York 17, N. Y. 
a _ 
pieces WELL ESTABLISHED MANUFACTURERS’ 
| AGENCY, with ample experienced manpower 
, can use one or two more lines for the Wholesale 
ton, D. C. Hardware and Building Material Jobbers in 
oe exas, Louisiana, Oklahoma, Arkansas, Mis- 
RS sissippi, Alabama, Tennessee, a mngg 2 and the 
. Cities of St. louis, Mo. and Wichita, Kans. Re- 
ive ply to Box A-739, care of Harpware AGE, 100 
| 22, Pa. East 42nd Street, New York 17, N. Y. 
troit FACTORY LINES WANTED. Will sell to 
distributors ant retailers. Newly formed sales 
company with over 100 years’ experience in whole- 
vill carry sale hardware, gifts and plumbing and heatinng 
ferences field. Territory—North Central States. For best 
: * type of representation, write Box A-766, care of 
HarpwareE AGE, 100 East 42nd Street, New York 
NE CAB- 7, BY. 
regularly 
es, liberal ONE OR TWO ADDITIONAL VOLUME 
eats. State LINES desired by manufaturers’ representatives 
a valuable with main office in Boston, Mass. We cover New 
ANDARD England and offer steady, experienced coverage of 
retail hardware and building supply yards and 
oe wholesale hardware and building supply firms, Ad- 
TATIVE dress Box A-752, care of HarpWaRE AGE, 100 
tite Sier- 4°nd Street, New York 17, N. Y. 
on an ex- . 
ompetitive MANUFACTURERS’ REPRESENTATIVE 
e, lumber with complete coverage in Hardware ard Hovse- 
on com- wares trade seeks two additional quality lines 
on a dis- for the states of California, Oregon, and Wash- 
request. ington. Best of references furnished. Address 
ernardino, Box No. 392, Walnut Creek, California. 
LLL ON Help Wanted 
uri, and 
Commis- MANUFACTURERS’ REPRESENTATIVE, 
State full 25 YEARS in the territory representing na- 
who will tionally known lines, needs junior salesman for 
d income Alabama, part of Georgia and part of Florida. 
AGg, 100 Prefers some builders’ hardware experience. Ad- 


L, 1952 





dress Box A-725, care of Harpware AGE, 100 
East 42nd Street, New York 17 N. Y 
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GOOD, HONEST, RELIABLE Salesman. 
Recently released from Army. College. 20 yrs. 
experience in Wholesale and Retail Hardware, 
Paints, Allied lines. Wants traveling position 
with nationally known manufacturer. Consider 
Coast to Coast, 12 months a year selling or :is- 
sionary work. No incumberances. References. 
Address Box A-753, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 





EXPERIENCED WHOLESALE HARD. 
WARE EXECUTIVE, 20 years with one firm, 
married, now employed, wishes to make a change. 
Address Box 751, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 





EXPERIENCED AND WELL OUALIFIED 
HARDWARE MAN desires position as store 
manager or as direct factory representative. 
Have had 25 years’ management experience with 
independent, chain and building supply stores, 
handling builders’ hardware, tools, paint, build- 
ing supplies, housewares and related merchan- 
dise, Address Box A-759, care of Harpware 
Ack, 100 East 42nd Street, New York 17, N. Y. 





SITUATION WANTED—Manager, age 47, 
now employed in New England desires to make 
a change and join well rated progressive firm any 
place in the United States. An energetic execu- 
tive of demonstrated ability, wide experience and 
sound, well balanced judgment. Thoroughly famil- 
iar with wholesale or retail Hardware, Flouse- 
wares, Paint, Toys, Gifts, Glass, China, Sport- 
ing Goods, Restaurant and Hotel Equipment, Mill 
and Industrial Supplies and kindred lines. Well 
qualified to either buy, sell or merchandise any 
or all above mentioned lines. Expert with na- 
tional recognition in stock cost and selling con- 
trols. Can trim windows, write advertisement or 
manage a good size office including credit depart- 
ment. Can submit satisfactory references and 
proof of my ability. Address Box A-755, care of 





Harpware Ace, 100 East 42nd Street, New York 
7, M2. 


NORTHWEST HARDWARE HEADQUAR.- 
TERS AGENCY—Outstanding long established 
hardware businesses for sale. Security is here. 
These operations have proven themselves over a 
period of many years. Your investigation in- 
vited. (1) $103,000 gross sales per year. (2) 
$70,000 gross sales per year. (3) $125,000 gross 
sales per year. (4) $209,000 gross sales per year. 
(5) $80,000 gross sales per year. (6) $425,00 
gross sales per year.—(1) $31,000 gross sales 
per year. (2) $27,000 gross sales per year. 
These businesses made from $7,000 per year to 
in excess of $30,000 per year. Locations through- 
out the Northwest. Broker, Northwest Hardware 
Headquarters Agency, Call or write Mr. Stewart 
or Mr. Todd. (Eves. or Sundays, EM. 7006 or 
TU. 2419). 304 S. W. 6th Ave., Portland, Ore- 
gon, AT. 9363. 





UIPMENT AND HARDWARE 
Buennee — top Exclusive franchises, 
2 story outstanding store room and warehouse 
with Apartment on 3 lane highway outside city 
100,000 population, eastern _ Pennsylvania, 75 
miles from New York, 55 miles from Philadel- 
phia, sell at inventory due to health. Address 
Box A-742, care of Harpware Acz, 100 East 
42nd Street, New York 17, N. Y. 


250,000 
Shelf & 
Traffic 





FOR SALE. Wholesale Hardware in 
Pop. Midwestern City. Distributing 
3uilders’ Hardware, Ne 
Appliances, Glassware, ower | 
edwacking Machinery, Electric Motors and 
Electrical Supplies. Close-in Downtown Location 
with Railroad Spur track to Rear Elevator Door. 
Building is 2-story with New Front, 50’ x 130’. 
Business established in 1929. Has shown steady 
growth, Now serving over 2,000 Dealers in pros 
perous Agricultural 2-state area. Will sell busi 
ness and make long-term on building. Owner 
wishes to retire, Will require between $100,000 
and $125,000 for inventory, fixtures, franchises 
An excellent potential for experi 


Housewares, 
Lawn Mowers, 


and Goodwill. 

enced aggressive Hardware Man, or Branch 
House for Large Wholesale Hardware, coicern 
For full information Address Box A-768, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 





FOR SALE—HARDWARE AND GENERAL. 


STORE in resort area town. $40,000; half_ down 
payment. Stock $31,000. Gasoline pumps—7 5,000 
gallons annually, 1100 gals. oi! sold. Lubrication 
and garage facilities. Big opportunity for man 


Trout Lake 








and wife. Living quarters upstairs. 
Hardware, Trout Lake, Michigan. 

HARDWARE — PLUMBING — HEATING 
business for sale, Located northwestern Ohio 
with uptown store. Priced at inventory value 
Store building also for sale or rent. Answer care 
of Harpware Ace, Box A-763, 100 East 42nd 
Street, New York 17, N. Y. 

HARDWARE—PAINT—WALL PAPER 

volume of sixty 


store with 


FARM SUPPLY 


thousand, rent one hundred and thirty five month 
in Farm and industrial market town o eight 
thousand housed in building fifty by one hundred 
and fifty. Owner is at age where he wants to 
retire, so will sell at invoice of approximately 
$25,000.00 terms can be arrang d for part his 
is a profitable store and will stand investigation 


Leo Jolley, Vinita, Okla. 





HARDWARE—ESTABLISHED 57 YEARS. 
1952 sales $32,000 to date: $18.000 clean stock ; 
complete lines of building material fire machinery, 
fertilizer: international agency available; town 
2500; rent $45, lease: age s4. =. epenas, Tone 
Pi ruck; loading dock; parking lot: sell ‘ess 
= pee value, $91,500 APPI_E COMPANY, 





BROKERS, CLEVELAND, OHIO. 
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Ne ge ersten: 


7% 


Clear ptice marks make guick sales 


Silaisde/f 


CHINA MARKERS 





Mark the price big and bold 
directly on 
MARKE 


our stock. Blaisdell CHINA 
write on metal, china, 


lass, plastic 


or any glossy surface. Marks are brilliant and 


perma nent . 


but easy to remove with a damp cloth. 
Available in 168-T Blue; 169-T Red; 173-T Thick Black, 
and ten other vivid colors. Order from your dealer, 
or write for FREE Sample naming this magazine. 


BLAISDELL PENCIL COMPANY, BETHAYRES, PA. 








4-drawer cabinet No. 





type plated and burnished Springs. 


COMPLETE STOCK OF GARDNER'S SPRINGS 


932 contains 402 precision-made 
127 different sizes, 





Two and one-drawer cabinets also available. 


Gardner Wire Co. 


1329 So. CICERO AVE. 
CHICAGO 50, ILL. 


industrial 
in coded 
compartments ... 
A COMPLETE 
STOCK! Boxed reo- 
fills shipped at 
once from _ stock. 
Be ready to fill 
practically every 
call for Springs— 
order from your 
jobber or write us 
today! 














Contains Mutten Tallow 
STOP BELT SQUEAKING, SLIPPING 





Pure homogenized 
Neatsfect Oil. Wa- 
terpreefs, preserves 
leather, boots, shees, 
saddies, luggage. 


Liquid Saddie Soap | 





SOFTEWS ann PRESTAVES Animal Shampeo 
atarwer Animal 
NEATSLENE CO. Hairdressing 














Neatsiene Harness 
oil 


Mtgd. by NEATSLENE 
Omohe 8, Nebr. 


Canva -Lastic 


sport, Drug 
and Saddlery 
rouses. 


co. 


Roy W. ‘'Shep’’ Shepard 



































ROYAL ELECTRIC CO., inc. 


a oe 


RHODE I$ 


LAND 


WIRE * PLUG and CARTRIDGE FUSES 


CORD SETS = 


TROUBLE 


LIGHTS 


* CHRISTMAS LIGHTING SETS * 
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MARSHALLTOWN TROWEL COMPANY e« 








HALF-SURFACE 
SPRING HINGE 


MOLINE | | DOUBLE 


LOAD BINDERS ACTION 


These heavy duty load binders satisfy men who know and use | 3029!/, 
them. Moline Binders have strength to stand the strain, positive 


locking and ease of operation. Every P, . 
part of a Moline Binder is matched in fer tee as For light wood doors and wood gates not to 


en galt lecina tae eek re < Paes \ ! exceed 30 pounds. Particularly suitable for 
clevis. Drop forged extra heavy steel ~~ plywood. Jamb leaf can be applied to flat sur- 
hooks. ‘ Swivels cast as integral part of face without use of hanging strip. Only 5/32” 
clevis and strap for safety. Bright enamel cut out at back of door. 
finish. Write for Bulletin 349—contains [ff f 

details and specification Il Moline f- ‘ 4 

load Binders, reel MADE IN 3 INCH SIZE ONLY 


DISTRIBUTED BY JOBBERS EVERYWHERE Fou) Bommer Spring Hinge Co., Inc. 








Brooklyn 5, N. Y. 




















MIDWAY Auger Bits 
for every purpose! 


Whidway ee FS FEES FACTORY and SALES OFFICE 
THE MIDWAY TOOL*%CO. INC : MELVIN, OHIO 
secivat DOMES OF SILENCE 
ORIGINAL on Ss = 2 


in carton 
SELL ON SIGHT when these attention-compelling con- sizes 
tainers, box or card are displayed on counters. Genuine DOMES 1%” 1%” %” 
be ia ty OF SILENCE glide softly, silently, smoothly 
SIZES . over all flooring; saves floors and furniture. For 
1%" 1%" 11/18" ; , 
1 9" 4" years the favorite with houseowners and furniture 


manufacturers. 














Ask your jobber or write 


DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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